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BUILD “REPEATS” 


Like interest on your investment—that’s your “‘repeat”’ 


customer. And that’s one of the main reason 
why the Johnsonian Guide-Step line is so profitable 


it keeps them coming back 
Guide-Steps’ handsome styling is partly responsible 


but so is their fit, based on hundreds of thousand 


of foot measurements made on the foot in action 


Once your customers discover the fit and comfort of 
Johnsonian Guide-Steps, you've got yourself 
‘repeats’ from now on, especially since they retail 
profitably at $9.95 and up. Write for full information 


or a personal call by one of our representatives 


»F MeN! 


See “‘The Last Story” full color movie on the Guide-Step (if i Labs Of fl iI cll (| 


principle. Write for detaus eS - STE PS 

Successful models of GUIDE-STEP shoes have also been de Johnsonion Jr. Guide-Steps also available in some styles 

veloped in our children’s, misses’, growing girls’ and women’s 

lines. The salesman who carries JOHNSONIAN GUIDE-STEP ENDICOTT JOHNSON CORPORATION 
Endicott 1, N. Y. « St. Louis 2, Mo. * New York 13, N.Y. 


can tell you about these lines, too 


Style No. 8500 


You can see JOHNSONIAN GUIDE-STEPS and all the other GUIDE-STEP models at the P.P.S.S.A. November 27 to 
December 1 at the HOTEL NEW YORKER, North Ballroom, or at our New York City office, 155 West Broadway. 





ks Kies 


gives you the look 
you like /@ 


| America’s r 
- LARGEST . 
y IN-STOCK 4 


Over 12,000 Huskies merchants 
are building more TRAFFIC... 
more VOLUME... more PROFITS. 
For the “look” you’re sure 

to like this Spring, 

see Huskies at the P.P.S.S.A. 


HOTEL NEW YORKER - ROOMS 645-652-653 
OPEN HOUSE - SUNDAY, NOV. 27 - 1 P.M. 


HUSSCO SHOE CO., 1328 Broadway, N.Y.C. - Factories: Honesdale, Pa. * Canada West Shoe Co., Winnipeg 





Winning Combination 


To Take Care of 
Any Child 


yon dongle AVY. MM In-stock No. 906 
Babys White Plain Toe Blucher. ~ a ; 
et Brown Raised Seam Moccasin 


2 6 B to EE Y 
6% po 4 A = EE ae == <i Oxford with Allenite Tip 
8% to 12 Ate €& 


12% to 3 Ate t 


For that winning combination you'll find them 
all in Kali-sten-iks — the 100% Goodyear Welt Shoe for 
babies, infants, children, misses and senior misses. 
Kali-sten-iks are a capital asset in any store. 


anne ee 


(THE GILBERT SHOE CO., THIENSVILLE, WISCONSIN 


tl ini ll ds 
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Don’t underestimate your customer and don’t sell yourself short. 

Sell more customers in every woman with a complete line of shoes 

that answers all demands sports, novelty, casual, dressy. 

And there are more customers to sell in the $6.99 to $9.99 pric e bracket. 


All this adds up to the number one business-getting name 


AMERICAN GIRL SHOE. 
rs 


in our national advertising we tell her “for every you, for all you do, there is an American Girl Shoe” 


nn ie 
ee ERAN GIRL SWOE 288 A Street, Boston, Massachusetts 


Div: Consolidated National Shoe ¢ Orp. 





PpPssa- hotel mcalpin - colonial room 
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In LEVOR 
whites 








Everybody shows fussiness a/out 





white: in selection of bond paper for 





letterheads: laundering of linens: in 






the crisp, immaculate look of handke: 





chiefs. collars, eté A 













Women who devote time and e vypense 


of lotions to acquire deep sun-tanned 





a nl 





skins are ver) particular about getting 


The brilliantly-white character of LEVOR ti dazzling, pure white necklaces and 





leathers is not an applied surface finish, but shoes to dramatically accent their face 


and legs. 





a through-the-fibre processing which no other 






tannery has yet equalled. 






“THE WHITEST WHITES” are the triumph o| 


four decades of year-round volume production. 








Year-round alertness. too, in constantly devel- 


oping even better techniques. 





You're so right with LEVOR white! v f 
D) 4g, CLOVER CALF & KIP 
KID & CABRETTA 


and also in White, 


TAN-ART SUEDE 
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Now! The Famous Florsheim Lorop Takes Wing... 


...for the New Custom Look! 


FLORSHEIM 
Wing Ti LOTOPS 


Shown Above: Tue Betvenere, S-1619, long wing Loror in bl 
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The “store window’ 
over 24 000,000 




















Your Brand 





Goodyear TV Playhouse 
Alternate Sundays 
9-10 P.M. EST 
NBC-TV Network 





| 











NEOLITE SOLES 


MADE ONLY BY GOOD*YEAR 
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that's seen by 
-men and women! 


IT’S (THE /NEOLITE 


_.. FEATURED ON THE GOOD/"YEAR TV PLAYHOUSE! 


That’s right—the NEOLITE Showcase is 
like a “live-action” store window display 
that over 24,000,000 people look at and 


so ' 
listen to! 


And what does this tremendous audience 
see and hear? The answer is... the 
sensational story of NEOLITE soles! Yes, 


Month after month, the whole year ‘round 


the story of how tough, light, flexible, 
water-resistant NEOLITE soles make any 
shoe more comfortable . .. longer wearing 


. more likely to keep its trim lines! 


No wonder, then, that all over America 
more and more people keep asking for 

and demanding—shoes soled with NEOLITE! 
Yes, the NEOLITE Showcase is doing a 
selling job that can bring benefits to every 
shoeman! If you are not already featuring 
shoes soled with NEOLITE, you ll be wise to 
get all the facts. Just ask your Goodyear 
representative, or write to: Goodyear, 


Shoe Products Division, Akron 16, Ohio. 
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NEOUTE runs full-page ads built around the 
famous Showcase idea... in all these big 


l | ! 
national fashion magazines 
More NEULIIT ad mt Late 
and Parents magazine 


And to reach even more millions with the 
NEOLITE story, ads are also run in these big 


public ations! 





Whatever ONCO wants. 
ONCO gets: 


... from SOLKA 


HICH is to say, whatever qualities you want in 
your ONCO Innersoles, Solka Fibres provide 
them. 


“Solka” is a world-famous trade name for Brown 
Company's line of cellulose fibres. Over 28 years of 
scientific research have gone into the development 
of these fibres, enabling us to blend them in just the 
right way for ONCO Innersoles, 


Here is the perfect balance of qualities that results: 
@ Flexibility 


@ Comfort Depth 
@ Transverse Rigidity 


@ Strength 
@ Uniformity 
@ Breathe-Ability 


Brown Company alone makes the unique pulps 
that meet exacting insole requirements. Thus, your 


ONCO Insoles are one-company controlled—from tree 
to scientifically formed fibres to finished product. 


For nearly three decades, manufacturers, retailers, 
and buyers have been getting exactly what they want 
with ONCO 
ONCcO for your shoes! For samples and information, 
write Dept.CA11, 
our Boston office. 


in well over 2 billion shoes! Specify 


Brown Company, 
New 
Hampshire. Gen- 
or: - > | L , > 
eral Sales Office: L*G000 SHOES 


Berlin, 


f 


150 Causeway 
Street, Boston 14, 
Massachusetts. 


1 oF 
ar TT 
@ THE - TU 
we 
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CMOMHE 


THE NEW GLAMOR FINISH 
THAT “SELLS”’ ITSELF y/ 












Reap more profit-building shoe 
tree sales with ‘“MILLERTONE” 






... the new self-sealing, hard- f 






gloss finish that’s oven-baked 






for lasting beauty. 





It's self-sealing .. . resists 
eFoluitokeflile Mm X-10) sligehilelaMelile Me liil-14 
harmful agents. 


It's oven-baked ... won't 
chip even when dropped — 
resists scratching (try it with 
your fingernail). 


Its super-smooth 
finish slips in easily, fills 
the shoe — pulls out 
smoothly, can’t bind. 


FOR EXTRA SALES 






Yes, new “MILLERTONE?” sells itself a gleaming, mirror- 


like finish that invites extra shoe tree sales with each shoe pur- 












chase. The ideal “companion sale’ that builds store profit 
“MILLERTONE” comes in Natural, Cherry Red, and Walnut 


on all Miller trees, Write today, O.A. Miller 
COMPANY 
MONEY GROWS ON MILLER TREES $$: branchof United Show Machinery ¢ orporation 


PLYMOUTH 









NEW HAMPSHIRE 








Give Fashion a great big hand. The dear girl 
couldn't have found a smarter way to use a 
flash of color or to give you a chance to 
ell more Casuals. A woman can't possibly 
accessorize all her costumes with the same 
recent color, and when Fashion says match, 


milady matches 


So detail your Casuals for Spring with Du 


Flex Cush-N-Foam soles and matching color 





accents in piping, stitching, laces, or other 
trim. Put your high style line in the current 
pieture with colorful Avonite Soles, and 
marten your active sports shoes with Cush 


\-( repe* Soles in gay shades. 


Write us now for Spring color 
swatches of these famous Avon 


Soles. 














not on all shoes... 


just the best ones 


















Srashione: ZnO 
Color, accents casos 


DU-FLEX AVONITE & CUSH-N-FOAM SOLES 
color-keyed to Spring accessories 


—— AVON 
Vd SOLES 















AVON SOLE COMPANY 


Avon, Massachusetts 
For forty-five years epecintiote in fine sole materials. 





The FINISH is 
the Start of the Sale (_ 








with DURALENE 


Looks Better Longer 


MEN’S, WOMEN’S AND PARTICULARLY 
CHILDREN’S SHOES need all the finish 
durability you can give them! Retailers 
want shoes that stay factory bright. 
Duralene, the new finish that doesn’t 


“drop off’ between packing room and ; DURALENE 


shoe store — provides both advantages. for the packing room 
4 *K / 


Yes, and wearers find that this . ; 
a ngage is the newest member 
water-repellent finish will keep its ; 
sparkle far longer — actually of the family of 


eliminates rain spotting. \ | wir ryan r 
The cost? Probably no more than \ \} NI fal FINISHES J 


you are now paying because Duralene 
adds value without increasing the cost. 
Ask for a demonstration today! 


Distributed by 
UNITED SHOE MACHINERY CORPORATION 
*Trademark BB Chemical Co. 
BOSTON, MASSACHUSETTS 















For the FAST STYLING 
TOP VALUE and 


RIGHT PRICE that you 


need to sell the profitable 
young men’s market 
look to... 


Style No. G3260 in 
white buck with red 
rubber sole and heel — 
one of several smart 
Douglas “Quick Click’’ styles 
featuring Talon’s 
sensational new “Shu-Lok”’ 
automatic closure 
W. L. Douglas Shoe Company 
Nashville, Tennessee 
A subsidiary of 
General Shoe Corporation 


bugles 


SHOES OL ALLA 





FLIP ... it’s open SNAP. ..« it’s closed 











*BY THE 


MAKERS OF FAMED 
TOLEX 

The supported vinyl 
in special footwear 
weights and construc 

tions for uppers, sock 

linings, platform wraps 


and RAVETTE 

a special socklining 
material combining 
highstrength, excellent 
adhesion and extra flex- 
ibility for women’s and 
children's shoes. |‘ Dis 
tributed by Cooney 
Weiss Fabric Corp 
Boston, Mass 


quarterlinings and 


heel pads made of 


MUSTANG * 


WILL OUTWEAR THE SHOE / 





No other material can match the 
long wear and walking comfort of 
Mustang for quarterlinings and heel pads 
Used for years in millions of shoes, Mustang has 
proved it can take the most abrasive 
heel-action without ‘‘scuffing up”’ or ‘breaking 
down’’—never discolors nor loses 
its rich, lustrous sheen. 
Insure customer satisfaction— 
specify Mustang 


better, long-wearing shoes 





TEXTILEATHER 


DIVISION OF THE GENERAL TIRE & RUBBER COMPANY 
TOLEDO 3, OHIO 


GENERAL 


PLASTICS 


Tre Genereit Tire 
4 Rubber Company 





STYLING 
you expect only 
in shoes at 
twice the price! 


DIVISION OF GENERAL SHOE CORP, 
TO RETAIL AT 


$995 to$[495 


yost styles 


@ More and more men are coming to think of 
Fortune when they think of distinctively styled shoes. 
And no wonder! For when it comes to styling, Fortune 
outdistances everything in its price field. Pictured here 
are two entirely new Italian patterns — trim, elegant 
examples of that Fortune style leadership. Fortune was 
the first middle: priced line to go “all out’ with Italian- 
type shoes. And Fortune was first again with its intro 
duction of “Flippers,” unique styles with the revolutionary 
new “Shu-Lok” automatic closure. Fortune does more 
than make smart and unusual shoes — Fortune makes it 
easier for its dealers to sell those shoes. Next spring 
twelve ads in leading national magazines will tell the 
Fortune story to millions of American men. This means 
more pre-sold Fortune prospects than ever. Write us 
today for information about becoming a sales leader 
with style leader Fortune. a 
Fortune Shoe Company, Nashville, Tennessee 
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SPRING TIME !S 


— 
Another one of Pa “2 / ‘ 


ff > 
a 


TOMORROW'S SHOES...TODAY! \. “ 


i*% 


A famous shoe stylist borrowed from nature’s 


palette of sunny spring colors to produce this latest 


“Shag” inspired design. The result is a casual as 


fresh as a May morning . . . feminine yet 


completely practical. 


This coming spring, keep abreast of the style 


trends by using “Shag”, the textured leather 


that offers you all the color selection, design 


versatility and working qualities you need 


for your “Tomorrow's Shoes . . . Today”. 


manufacturer: 
r FREE 


ketch ¢ day! 


THE BREZNER DIVISION OF ALLIED KID COMPANY 


ST. LOUIS, MO 
H. B. Avery Co 


145 SOUTH STREET, BOSTON 11, MASSACHUSETTS 
“Fashion Right" Leathers from our Tannery, Penacook, New Hampshire 


CINCINNATI, OHIO NEW YORK AND PENN MIAMI, FLORIDA ORIENTAL EXPORT 
John A. Spille Co Homer Bear Jack G. Mendelsohn Liebman & Cumming 


MILWAUKEE, WIS ROCHESTER, N. Y LOS ANGELES, CALIF Son Francisco, Calif 
Harold |. Stewart John E. Graham & Sons Russ White Co 


Handbag Representatives New York, N. Y., Chilewich Sons & Co 


Representatives in All the World's Leading Leather Markets 
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OUTLOOK 
The Consumer Will Pay 


Conrirminc the results of a careful survey made 
recently by Recorper Field Editor William A. Rossi, 
the general tone and atmosphere of the National Shoe 
Fair, held in Chicago in the last week of October, 
reflected a high degree of confidence that Spring shoe 
business will measure up to or exceed the gratifying 
level of sales activity maintained through the greater 
part of 1955. 

Most people in the shoe business like to feel optimistic 
and talk that way, especially at conventions. Nobody, 
with the possible exception of a few confirmed pessi- 
And 


in this case there seems to be good solid ground for 


mists, enjoys being classed as a crepe hanger. 


the hopeful and confident attitude regarding 1956 shoe 
business that was so much in evidence at Chicago. 

The retailers and retail buyers who went to the Shoe 
Fair demonstrated that their faith in the future was by 
no means founded on mere emotionalism, They backed 
their belief in continued good business by buying more 
shoes than they have been accustomed to buy at most 
other shoe fairs in the recent past. Business confidence 
backed by good hard cash is confidence indeed, 

It was quite a reversal in sentiment from some of 
the attitudes that have been expressed in the past six 
months, when we have heard so many warnings to the 
effect that prevailing high levels of shoe sales and 
production were being maintained by “borrowing 
manufacturing and retail business that really belonged 
to 1956. Apparently much of that sentiment has been 
dissipated by the actual figures and the fact that busi 
ness has continued to hold up regardless of doubts 


expressed by the more cautious observers, 


Nor that there isn’t a place in business for intelligent 


caution and thoughtful consideration of every possible 


eventuality. Such caution and careful analysis can be 
especially useful if it is intelligently applied in a situa 
tion like the present. We can’t be forever beating last 
year’s figures, and the merchant who is likely to be 
least disturbed by an occasional reaction is the one 
who has studied the situation and prepared himself in 
advance for anything that might happen. 

One of the 


certain amount of caution today regarding future sales 


considerations that tend to inspire a 


at retail is the trend toward increased prices. However 


November 15, 1955 


there is always a 


react \s 


justifiable a price increase may be, 


question as to how the public may Louts 
Liebson, vice-president of Edison Brothers Stores, Ine., 
expressed it in reply to an inquiry on this subject that 


number of prominent 


the Recorper addressed to a 
retailers: 

“It is our thinking that although we are in a boom 
period and people are quite willing to spend their 
money, price is still important. Any inflationary trend 
during the Spring season will have an adverse effect, 
We think that there will be a slieht tightening up any 
way because consumer credit has perhaps reached its 
limit. We are afraid that rising prices will put a dent 


in our shoe industry’s present good times.” 


Ti probability of an unfavorable reaction to higher 
prices on the part of a certain number of consumers 
that reckon 
attempting to analyze the retail outlook for the 
half of 


in that 


with in 


is a factor the shoe trade must 


1956. The question 1s how many will react 


There 
hesitate at first but ultimately accept the fact that the 


way. will doubtless be some who will 


merchandise is worth the price. A majority of con 


sumers, with more money in their pockets than ever 
before, will probably take the adjustment in 
I ifty look like 
on an occasional necessity purchase like footweat 
the adverse effect of the which Mr 

likely, if it materialize to be 


and short-lived, Continued high Mnecomes 


striate 
too much 
Thus 


| if bson 


cents or a litthe more doesn't 


Mmcrease 


mentions seems minor 


coupled with 
veneral employment, constitute the basic factor that 
makes the look 


as well as most other lines 


that the 


future encouraging for shoe business 


leat boom may get out of bounds is the 


other prin ipal factor that has caused doubts in some 
minds as to how long present conditions can continu 
Mr. Liebson referred to the matter of consumer credit 
whic h has frequently been { ited “a5 a Calin for concern 
Schlichter, of Harvard 
New York Time 


kederal Reserve Board and other 


taken 


As Sumner pointed out a lew 


Sundays ago in the Vayazine, the 


government agencies 


have wise steps to control this and others 


tendencies that might lead to renewed inflation, So far 


banking 
this 


as can be observed at this time business and 


government would seem to have iluation reason 


ably well in hand 





For more than 120 years, Propert’s 
leather dressings have been recog- 
nized as London’s finest. Today, 
these same quality products are 
being made available to a limited 
number of dealers in America. It 
will be to your profitable advant- 
age to investigate the superior 
performance of these outstanding 
dressings. 


PROPERTS 


LEATHER & SADDLE SOAP 


famous since 1835 











for sure profits...repeat sales... 
satisfied customers. 


As a dealer you know that if leather is to retain its 
suppleness and good appearance, it must have 
proper care. And one of the finest recommendations 
you can suggest to customers is the use of Propert’s 
Leather and Saddle Soap .. . tested and approved 
by discriminating customers for more than 120 years. 
Propert’s Leather and Saddle Soap has no equal for 
keeping leather clean, soft and supple. It makes old, 
dry leather look like new again. It’s ideal for luggage, 
pocketbooks, golf bags, etc. . . anything made of 
polished leather. 

Be sure to order a supply of Propert’s soon. Suggest 
a can with every leather goods sale you make. 
Customers will like its results... and you'll like its 
profits 


SOLE DISTRIBUTORS FOR U.S.A. 


EAST COAST: SALOMON & PHILLIPS, 460 Fourth Avenue, New York 16, N.Y. 
WEST COAST: THE BETON COMPANY, 579 Howard Street, 


San Francisco 5, Calif. 
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NEW YORK CITY 


Spring Show 
Popular Price Shoe Show 


merica 
November 27-December 1! 


HOTEL NEW YORKER 
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STYLES! FABRICS! COLORS! 


Let the three ‘C’s of Converse casuals for ’56 comfort, color 
and coolness spur on Spring and Summer sales for you. 
Better footwear and a brilliant new line, key to a bigger ’56 for you! 


with the sales-making 
TRIPLE ‘'C' COMFORT CUSHION ARCH 
For the new season Converse canvas footwear in 
improved construction, proven designs, for outdoor and 


indoor uses. And the exclusive Triple ‘C’ Comfort Cushion 
Arch to turn lookers into customers! 


aa 
CONVERSE 


CONVERSE RUBBER COMPANY PPSSA 
MALDEN 48, MASSACHUSETTS Nov. 27-Dec. 1 


Rooms 1439-1440-1441 
564 West Monroe St 241 Church St 100 Freeway Boulevard Hotel New Yorker 


CHICAGO 6 NEW YORK 13: SOUTH SAN FRANCISCO, CALIF. 
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Shoes by Freeman 


Freeman’s Easter ‘“dress-u p’ 
shoes with a new look ! 


WILLOW-WEAVE TWEEDS .. Calfskin strips 


woven with fine worsted nubby yarns 


achieve a handsome, rich, dimensional look 


.. light and pliant .. cool and comfortable 


.. Freeman’s Master Fitters are new, dif- 


ferent — and keyed for extra sales. 


AND 


AMERICAN HIDE 


FREEMAN'S #6624 
“Nubby-Weave”’ 
Brown, Copper, Beige Yarn 
and Brown Calfskin 


KREEMAN’S 46627 
“Nubby Weave” 
Oyster White Yarn 
and Black Calfskin 


KREEMAN’S #6532 
“Nubby Wi ave Ja 
Beige Yarn and 


Maple Calfskin 


LEATHER COMPANY 


LOWELL, MASSACHUSETTS 





Shoes of SYLFLEX ‘tanned leather 


stay new-looking longer — 


more comfortable to wear 


PROOF! 


Shoe of conventional 
leather, oat left, is dis 
colored, curled and too 
stiff to give’ under a 
weight after 3 months 
of wear testing, Its mate, 
mode of Sylflex tonned | 
leather, hos retained | 
its original color and | 
shape; is still soft and 
pliable after identical 
exposure 


Shoes by Redwing Shoe Company, Redwing, Minn 


It’s not so much the wearing as the wetting that ages shoes. Water, perspiration and water-borne 
chemicals limit the life of leather, by washing away the oils that keep it soft and pliable. 


Because SYLFLEX provides permanent, built-in protection from water, shoes of SYLFLEX tanned 
leather stay new-looking longer—don’t discolor, stiffen, shrink, crack or curl. SYLFLEX means 
more comfort also because it lets leather breathe. Each pore in the leather is lined—not clogged — 
with a silicone film that provides water repellency without loss of the porosity needed for comfort 
and health. 


Millions of consumers are learning about the advantages of SYLFLEX tanned leather through 
Dow Corning’s advertising in the Saturday Evening Post and Good Housekeeping. Be prepared 
for the demand. Shoes of SYLFLEX tanned leather are now available from manufacturers of 
dress, sports, work and children’s shoes. 


Only shoes made with upper leather that has been SYLFLEX tanned, 
tested and certified by licensed tanneries can be identified by the 
SYLFLEX tag or certificate. Ask for shoes made of SYLFLEX 
tanned leather. 


@CCirs warts eet 
ame STH. eatarens 


For more information and list of manufaeturers, phone our nearest 
branch office or write Dow Corning Corporation, Midland, Michigan, 
Dept. 2111. In Canada, Dow Corning Silicones Ltd., Toronto. 

*T. M. Dow Corning Corporation 
Offices in: Atlanta + Boston + Chicago « Cleveland + Dallas « Detroit - Greensboro + Los Angeles - New York » Washington (Silver Spring, Md.) 
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ao BUYERS ARE 
, Ser TO SEE BATA’S 

, NEW LINE 


A. THE SHOE SHOW* 


aa 


* Popular Priced Shoe Show of America 
HOTEL NEW YORKER — SUITES 1260-61-62 
NOVEMBER 27 -28-29-30 & DECEMBER 1 





bull’s-eye 
for 


all-new line 


to retail profitably at 3.95 to 6.95 
target for '56 with LAeCO*NI*ANS 
pot! That's the word from bic 

LA*CO*NI*ANS 


eature L[A*CO*NI*ANS 


Spring profits! 


PPSSA+New Yorker Hotel»-Rooms 705-706 


LACONIAN SHOES CORPORATION *« Laconia, New Hampshire + Phone: Laconia 10 





GOODYEAR WELTS* 


MAGATINE 


SEE THE ROYAL CADET LINE AT 


cele), | S4s HOTEL NEW 
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@ Exceptionally long-wearing, 25,000,000 pairs have proved Everlite 


comparing favorably with highest the industry’s best soling buy. 
priced soles. 


@ Modern, volume production meth- Complete line for men’s, women’s and 
ods create economies and assure children’s shoes. Wide range of colors 
uniform quality. and finishes. 


materials... AMERICAN BILTRITE 


RYU BBER COMPANY 
CHELSEA 50, MASS. 
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GENUINE HAND-SEWN 
1 be] oj oF V1]. 

— 
THE NEAREST THING TO = H/, 


BAREFOOT WALKING... 
AND NATURAL FIT , 


MAINE 











These “SAMOSET” genuine 
moccasins are hand-sewn 
“Down Maine” from a single 
piece of super grade moccasin 
tannage. They FIT and FEEL 
like a soft glove . and hug 
the heel from the very first 
step AND best of all 

they are hand crafted of the 


finest materials throughout! 


IN SUPER SIZES 


A 6-12 D 6-14 
B 6-14 E 6-12 
C 7-14 EEE 6-12 


he SENECA, moc-casvals 


A GOODYEAR WELT WITH BUILT-IN SIDE ARCH SUPPORTS. 


Here they are ... AMERICA’S FINEST ARCH SUPPORT 
“Down Maine” slip-ons. They are genuine Goodyear welts 
with spring steel shanks, moulded counters, and built-in 


moulded instep supports ... designed to give you ALL DAY 
SUPPORT. 


IN SUPER SIZES 


B7Y%-14 D 6-14 
Cc 6-14 —E 6-12 
EEE 6-12 









CHARLES A. EATON CO., Brockton, Mass 


Fine Shoemakers Since 1876 stort 
\ 


1 ADRESS 


P.P.S.S.A.,Room 508, Hotel New Yorker! 0° aaa 
































Headlines and Footnotes 


Important Trade News and Trends of the Fortnight 


As Reported by RECORDER Correspondents 





Merchandising, Research Topics of Tanners 


Main Subject of Discussion as Leather Industry Representatives Meet 


in 39th Annual Session at Edgewater Beach Hotel in Chicago — Elect 


More aggressive merchandising and active techno 
logical research have been set as goals for the leather 
industry for the coming year. They were charted at the 
39th annual meeting of the Tanners’ Council of America 
held at the Edgewater Beach Hotel in Chicago, Octo 
ber 27 and 28. 

More than any other meetings in the past, this one 
was directed to merchandising of quality leathers. The 
general atmosphere was one of confidence and optimism 
in long range prospects for the industry. But change 
to new techniques and abandonment of traditional atti- 
tudes and methods was stressed as essential. This theme 
began with President Erhard H. Buettner’s opening 
address, continued through research and economic fore- 
casts and reports, and was touched on in a considera- 
tion of foreign trade expansion. Although discussions 
touched on all types of leather products, most of them 
were directly related to shoes. Use of “leather” as a 
brand and greater emphasis of its merits at the con 
sumer level was touched on by several speakers. 

Mr. Buettner referred to the industry as in a state 
of transition, with new plants being built, old ones 
modernized and streamlined and a great surge to apply 
new ideas and principles to manufacturing processes 

“We are already making new, more varied and bette: 
leathers,” he reported, “Our increased technical know 
how coupled with speed of our response to consumer 
requirements is certainly far greater than it has ever 
been before.” 

He pointed out that there is a distinct difference 
between merchandising and selling. “Merchandising is 
a technique designed to add appeal, glamor, and attrac 
tion to our products. It is a necessity in the battle for 
the consumer’s dollar. The importance of this subject 
cannot be overemphasized. It holds the key to our 
future as an industry.” 

Speaking for the shoe trade, Sam Slosberg, president, 
National Shoe Manufacturer’s Association, urged use 
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Joseph Eberle as New President and Paul Legallette as Treasurer. 


of the word “leather” as a brand term, synonymous 


with good quality in shoes. He pointed to the record 
production of footwear for the current year and to the 
high level of consumer demand, He suggested promotion 
to encourage support of leather shoes at the retail and 
fitting stool level through booklets, advertising and 
other educational material, store displays, and store 
wide all leather promotions 

The suggestion that a stamp on leather clearly indi 
cating that the material is real leather, particularly in 
the case of sole leather, also came from George Odey 
of London, England. Mr. Odey who is president of the 
International Council of Tanners, reported that the 
idea of a sort of international hallmark for leather has 
been successfully developed in Germany and that his 
organization is recommending its use to all membet 
countries. 

In addition to these leading speakers, an entire panel 
discussion was devoted to “Merchandising for a Profit 
The development of aniline-finished leathers, soft grains 
and many types of leather in a more natural state was 
cited as one of the outstanding sales and merchandising 
contributions within the industry, by George J. Martin 
of Barrett & Company, Inc. He urged that individuals 
selling in the industry be “leather minded and not 
merely promotion minded.” He suggested that they do 
so by making their product look like leather, not like 
a substitute. He stressed the importance of the role of 
salesmanship in the industry and particularly of co 
operation within organizations, This is vitally impo: 
tant with leather, he pointed out, because of the very 
nature of the raw material and the changing needs of 
fashion-minded customers 

Methods of securing better profit margins in the 
industry were discussed by Joseph Eberle, of Eberle 
Tanning Company; W. T. Newman, Eagle-Ottawa 
Leather Company; and KR. S. Bestor, Herman Roser & 


Sons, Ine. 















The end results of merchandising were seen in a 
review of activities of the Leather Industries of America. 
Michael F. Flynn, the organization president, reported 
that people’s thinking has been changed about leather, 
the country has been made more leather conscious, and 
that there is hardly a city in the country where a 
retailer has not used one of the promotions. Leather 
as a source of selling ideas for creative merchandising 
and promotions was discussed from the feminine and 
fashion point of view by Jacqueline Carson, shoe fash- 
of Frederick Atkins Stores. 
tribute to the organization’s extensive promotional help 


ion director She paid 
to the retailer in presenting fashion merchandise. She 
stated, “Leather that was taken for granted as just 
another material—maybe a little older and more stable 


than most—-was presented to us in a whole new light.” 
Technical research was credited with much of the 
Julian B. 


Hatton, chairman of the Tanners’ Council Laboratory 


incentive behind improved merchandising. 


Committee, reported a technical ferment in the leather 
industry, both cooperatively and by individual com- 
panies. Investigation of tanning with solvents, impreg- 
nation processes, and waterproofing were cited as sub- 
jects receiving extensive study. Concentrated study of 
the problem of increasing the value of tannery by- 
products was proposed by the Laboratory Committee. 

An optimistic outlook for the future was presented 
by all speakers dealing with the economic aspects of 
the industry. Irving R. Glass, executive vice-president 
of the Council, stated, “The underlying psychology of 
present-day consumer motivation has opened up far 
greater possibilities than this industry has realized, 
Demand for leather is solidly rooted in consumer desire 
for quality merchandise and the vast trading-up move- 
ment now evident in the American market. The heavy 
production rate this year of leather and leather prod- 
ucts has not resulted in inventory excess because con- 
sumption has kept pace with output.” 

The sum total of hides and skins for 1956 will about 
equal that of 1955, Edward L. Drew, economist, pre- 
dicted. He reported that about five-sixths of all leather 
produced goes into shoes, and that all other uses take 
only a sixth of the total. However, he pointed out that 
demand for other than shoe leathers has been increased 
by almost 20 per cent, going into automobile up- 
holstery leather, luggage, women’s gloves, leather gar- 
ments and other items, 

He said that he expected demand for shoe leather 
to hold up because of a predicted 580 million pairage 
production figure in 1956, 

A possible slight reduction in supply of hides, due 
to some reduction in cattle slaughter, was mentioned 
by Harold F. Breimyer, of the U. S. Department of 
Agriculture. However, he stated that the strong demand 
for meat, especially beef, the rise in income, and the 
attention directed to animal agriculture, will help main- 
tain a fairly stable cattle population and slaughter. 


Mr. Odey, speaking on world trade problems, re- 
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ported technical education and research on tanning was 
being accelerated in Europe. He also reported less use 
of leather substitutes there than in the United States. 
Britain, has retained 64 per cent of the footwear trade 
for bottom leather. In France in 1955, men and women’s 
leather-soled shoes are 58 per cent and 57 per cent 
respectively, but in children’s shoes, the percentage is 
down to 30 per cent. In Italy, 80 per cent of the shoe 
production is made with leather soles. In Belgium, the 
percentage, which was down to 30 per cent leather two 
or three years ago, has now risen to over 40 per cent, 
and in Germany, much the same position applies. 

Joseph Eberle, of Eberle Tanning Co., Westfield, Pa., 
has been elected president of the Tanner’s Council of 
America for 1956. 

Paul Legallette, of Legallette Tanning Co., San 
Francisco, was elected treasurer. Irving R. Glass re- 
mains executive vice-president, and Leif C. Kronen, 
secretary. 

Six new directors were elected. They were: Harry 
Noblock, Armour Leather Co.; Meyer Kirstein, Irving 
Tanning Co.; Albert Troestel Leather Co.; Ralph Ewe, 
Ohio Leather Co.; Harold Connett, Surpass Leather 
Co.; and George Butz, Winslow Bros, and Smith Co. 

S. B. Foote, of Foote Tanning Co., was elected for a 
one-year term to replace Hartley H. Hegeler. 


Fashion for Breakfast 
At Popular Price Shoe Show 


For the first time in its history, the coming Popular 


Price Shoe Show of America will present a breakfast 
program planned to provide the popular price shoe 
industry with a last minute check on the important 
fashion trends for Spring and Summer. Titled “Fash- 
ion for Breakfast,” the event will be held in the grand 
ballroom of the Hotel New Yorker and 
8:00 a.m. Monday, Novernber 28. 


will start at 


Bettina Ballard, former fashion editor of Vogue, will 
deliver a brief up-to-the-minute report, following which 
PPSSA Fashion Director Doris A. Weston and PPSSA 
Shoe 
program, 

Perkins H. Bailey, executive editor of Men’s Wear 


Co-Ordinator Helen Joseph will conduct the 


and men’s style editor of Look, will be one of the fea- 
tured speakers. He will give a brief report of style 
trends in the men’s wear market. 

The chairmen of PPSSA’s five style committees will 
be on the dais and will participate. They are: Nat C. 
Schieber, Edison Brothers Stores, Inc., Women’s Dress 
Shoes; Sidney Spiegel, Bruce Shoe Company, Casuals 
and Dressy Flats; George Nacht, Shoe Corporation of 
America, Women’s Sports and Welts; William Wad- 
dell, Sears, Roebuck & Company, Children’s Shoes; 
M. H. Reese, A. S. Beck Shoe Corporation, Men’s 
Shoes. 

Those attending the breakfast will receive a special 
PPSSA Fashion Kit which will contain a swatch card 
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of important colors, a check list of the major questions 
with space to note answers, tips on how to help retail 
salesmen do a better job of selling next Spring’s fash- 
ions, and the PPSSA Fashion Forecast. Seating capac- 
ity is limited, and reservations may be made through 
the Boston office of PPSSA at 210 Lincoln Street. 
Alfred L. Morse, of Morse Shoe Stores, Boston, co- 
chairman of PPSSA Fashion Committee, will preside. 
In addition to Mr. Morse, other members of the PPSSA 
Fashion Committee, which determines policy and pro- 
grams, are Myer Saxe, Kesslen Shoe Company, Co- 
Chairman; Simon Edison, Edison Brothers Stores, Inc.; 
David W. Miles 


Maling Brothers, Inc.; Lawrence Merle, Endicott John- 


Herrmann, Shoes; Louis Maling, 
son Corp.; Milton Simon, I. Simon Company; George 
L. Smith, G. R. Kinney Co., Inc.; Harry Bass, Kleven 
Shoe Sales Co.; Saul L. Katz, Hubbard Shoe Company; 
Paul Kleven, Klev-Bro Shoe Mfg. Co., Inc.; James 
Shapiro, Ware Shoe Co.; Sidney Spiegel, Bruce Shoe 
Co.; G. Elliot Stickney, Holmes-Stickney, Inc. The 
entire program is under the supervision of Doris A. 
Weston. 


Business Promotion Dates, Events 
Listed in New Booklet 


“SPECIAL Days, Weeks and Months in 1956”—a 
18-page booklet listing over 300 business promotion 
events, legal holidays, and religious observances—has 
just been published by the Chamber of Commerce of 
the United States. 

Prepared especially for business men, “Special Days, 
Weeks Months” 


manufacturers, advertising agencies, newspapers, radio 


and enables retailers, wholesalers, 
and TV stations to tie in their promotion plans with 
national celebrations. It includes both a chronological 
list of events and an alphabetical list showing purpose 
of each event and name and address of its sponsor. 
The booklet formerly was published by the U. S. 
Beginuing with the 1954 


by the National 


Department of Commerce. 


edition, publication was assumed 
Chamber at the department’s request. 
As a companion piece, the chamber has also released 
a new “Trade Promotion Planning Calendar.” This is 
an 84% in. x 11 in., 26-page, spiral-bound book of large 
block calendars that includes a chronological listing of 
should be 
very useful to retailers in planning promotions. 
“Special Days, Weeks and Months” sets forth well 
Inde- 


business 


special days and weeks in each month. It 


established holidays such as Christmas and 


pendence Day; many civic observances and 
promotions such as Dairy Month, National Radio and 
Pelevision Week and Foot Health Week. 

“Special Days, Weeks and Months in 1956” and 
“Trade Promotion Planning Calendar” are available 
for 50¢ per copy from the Domestic Distribution De- 
partment, Chamber of Commerce of the United States, 
1615 H Street, Northwest, Washington 6, D. C. 
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Henry Rand Elected President 
Of International Shoe Company 


Henry HALE RAND was elected president of Inter- 
national Shoe Company at a special meeting of the 
Board of Directors held in St. Louis November 3. He 
succeeds his brother Edgar E. Rand, who died October 
26. A native of St. Louis and third son of the late 
Frank C, Rand, one of the founders of International, 
he was vice-president of the corporation in charge of 
merchandising and production before his election to 
the presidency. He is 46 years old. 

Rand joined International in 1929 after graduating 
from Vanderbilt 
B.A. 


leather 


University, Nashville, Tenn., with a 
Starting in the St. Louis 


ofhce 


management, merchandising and production supervision 


degree in economics. 


warehouse, he served successfully in 
capacities. He was elected a director of the company 


1945, 


was a member of the 


in January, and 


1948. He 


the Columbia Terminals Company and the Mississippi 


a vice-president in January, 


fJoard of Directors of 


Valley Barge Company. 

Rand also is active in civic, religious and educational 
affairs. He is president of the Board of Trustees of the 
Webb School, Bell Buckle, 
versity City Methodist Church; member of the board of 
Vanderbilt 
Foundation Program and the Vanderbilt Alumni As 
He is a trustee of the Methodist Children’s 


Home of Missouri and a director of the Barnard Free 


lenn.; trustee of the Uni- 


directors of the University Development 


sociation, 


Skin and Cancer Hospital. Rand resides with his family 
at 800 Barnes Road, Clayton, Missouri. 


Tanners Expect Continued High 
Demand for Leather in °56 


LEATHER business in 1956 will again reach the near 


record level which the industry experienced in 1955 


according to Kdward L, Drew, economist for the Tan 
a talk before the 


convention of that organization in Chicago 


ners Council of America, in innual 
Drew said 
that he was “restrainedly optimistic’ about the demand 
for leather over the next 12 months 

Shoe production and retail shoe sales for 1956 also 
have a good chance of matching the peak levels of 1955 
he said. An “almost guaranteed” output of 580 million 
pairs is expected for 1955, with some possibility that 
it may reach a fantastic 600 million pairs 

One of the 


brought out in Drew’s address was that while output 


most revealing and significant facts 


of shoe leathers was up about 10 per cent over 1954, 


output of non-shoe leathers was up by 20 per cent 
This trend has been apparent for two years 


This appears to hold strong significance, pointing to 
For 


example, about 83 per cent of all leather goes into shoes 


a possible inflationary trend in shoe leathers. 


the remainder into such items as garments, gloves. 
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Maine Governor Officiates 
At Lawrence Tannery Opening 
Tue new $2,500,000 


Leather Co, was opened officially November 4 at South 


tannery of A. C. Lawrence 


Paris, Maine, in an elaborate ribbon-cutting ceremony 
at which Governor Edmund S. Muskie officiated. 
The 


modern in the world, has 150,000 square feet of work 


unique, one-story tannery is one of the most 
ing space, is set on three and a half acres of land, Its 
facilities are the most modern available, including many 
automation devices, along with several ingenious in 


Also 


unique 18 the attention given to exterior appearance of 


novations designed by the company’s engineers. 


the building and landscaping. 
a 


Co., is the largest tanning 


Lawrence Leather Co... a division of Swift & 


firm in the world, with 
several tanneries located in various parts of the Last 
and South, The company produces side, calf, sheep, 
sole, belting, patent and garment leathers, along with 
shearlings, 

The new South Paris plant, which was in the planning 
and development stage for several years, will make 
only side leathers, and will add about 10 per cent 
capacity to the company’s over-all leather production, 
The new plant was engineered so that it can be easily 
enlarged at minimum cost to accommodate added ex- 
pansion requirements in the years ahead, Despite the 
large area of the plant, there are almost no upright 
columns, and there are no windows, Special lighting 
and air-conditioning facilities have been installed. The 
plant is expected to be the most odor-free tannery in 
the country, perhaps in the world, 

As a result of modern layout and facilities, the new 
plant will realize a 10-12 per cent reduction in labor 
costs, will be able to produce and deliver its leathers 
faster and maintain the highest quality standards, The 
consequence will be a two to three cents per foot saving 
on leather produced at this plant. 

Instead of depending on a river for its water supply, 
the tannery will draw its water from an abundant supply 
of wells, where the water is always of even temperature 
(42 degrees) year round, The layout of the plant is 
versatile so as to permit a shift to a new type of tann 
age if required at any time. The layout is also such that 
work 


back-tracking. The plant has a capacity to produce 
0,000 feet of leather a day, 


the flow of is extremely efficient, without any 
about 

According to Harold N, Goodspeed, company presi- 
dent, one of the chief reasons for locating the plant at 
South Paris was Maine's rapidly enlarging shoe in- 
dustry (now the fifth largest shoe-producing state in the 
country, with over 80 shoe manufacturers), and to 
provide this industry with a convenient source of sup 
ply. Because of the former operation of a tannery in 
that area, an adequate supply of skilled labor is now 
available to the A. C, 


Saul N. Nectow, executive vice-president of the com- 


Lawrence plant. 
“a new concept in quality production 


pany, stated that 
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and control of side upper leather” has been inaugurated 
with the opening of the plant. William K. Kopp, vice 
president in charge of operations, said that the plant's 
design “is really the manifestation of a tanner’s dream.” 
Hundreds of visitors, many of them from other tan- 
neries throughout the country, toured the plant, which 
is one of four new tanneries to be erected in the past 


half century, on opening day, 


Shoemakers in Midwest on Strike 


Prov CTION employees of International Shoe Co. 
and Brown Shoe Company, numbering approximately 
$5,000 workers, were reported on strike November 8, 
following failure of company officials and union repre- 
The had 


asked for an increase of eight per cent this year and 


sentatives to settle a wage dispute. union 
four per cent next, International had reportedly offered 
a five per cent increase this year and two and a half 
per cent next year. The strike was said to constitute 
the biggest work stoppage that has ever occurred in 
the shoe industry. Agreement on a union shop was 


considered a likely outcome. 


Tanners Expect High Demand 
| CONTINUED FROM PAGE 31] 


upholstery, luggage, leather goods, etc. 


\ stepped-up 
consumption of these latter items could draw leather 


away from footwear. In short, a tightened supply 


situation could develop, putting pressure on shoe 


leather prices. Though Drew did not make this flat 
trend of demand as he pointed it out, 
And 


largest single cost factor in an average 


statement, the 


could lead to such a situation. whereas leather 
comprises the 
pair of shoes, it could point to a mild but steady in 
flationary spiral in shoe prices. 

A variety of factors have created stepped-up demand 
for non-shoe leathers. For example, washable and dry- 
cleanable leather gloves and leather garments; ex 
panded use of leather in cars and the swelling demand 
the increased use of leather luggage stemming 


Most 


these products are the same as those used for shoes. 


for cars; 


from increased travel. of the leathers used for 

As to shoe production outlook for 1956, Drew stated 
that “if we make 580 million pairs this year, we won't 
duplicate it next year but we won't miss it by very 
much.” He said that in men’s shoe business there are 


two “revolutions” going on, both dealing with style: 
one in men’s dress shoes, the other in men’s work types. 
The gain in men’s shoes made this year “will continue 
on into 1956,” Drew said. Children’s shoe output in 
1955 was in ratio to the child population growth, and 


likely that 


women’s shoes the growth has been mainly in casuals 


will continue in pattern next year. In 


in sandals, playshoes and similar types. “It may be 
that there has been some over-production here that may 
affect next year’s volume,” Drew said, “but this should 


amount to only 2-3 million pairs.” 


n 


Soot and Shoe Recorder 





PRED 


...FOR FEET ON THE GO! 


Yes, leather provides the soft, foor 


cradling support so necessary for active 


feet. This 1s especially true with 
Rueping’s finely grained KANKAKEI 
leather... featured here by the makers of 


Naturalerttes. Available as illustrated in 


black 
Sample 


Rueping line at 


your request 


SHOES 
Craddock - Terry Shoe Corp., Lynchburg, Va 


by Natural Bridge Shoemakers, 


“Bertie” Style No. 4026 


LEATHER: Rueping’s KANKAKEE No 8631 Black 


Sy, heather for fine dtd 


FOND 


PUEFING LEATHER C€CO., 


ve DAC, Wis CON S.16: 


U. 


c 
> 
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130-140 BEACH STREE: BOSTON 11, MASSACHUSETTS 
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PEABODY, MASS 
HARTLAND, MAINE 








6229 All-Sports for men and boys 
Lace-to-toe heavy canvas upper 
with pull-proof aluminum eye- i), 
lets, sponge insole, arch and f 
heel. Two ventilators. Heavy 4 

toe bumper. Heavy mold- A - 


ed outsole. White, roy 


jal, 
red, black & ¢ > 
5 Ua 
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784W Annette Ship 

on for women, Com 

fortable elasticized 

vamp cushion = insole 

Sturdy drill-backed twill 

in deep blue or scarlet with 
white trim 


cayavall 


7B1W Annette Casual for women 
Full-length cushion insole springy 
lightweight platform heel. Non 
skid crepe-type sole. Scarlet 
navy blue, or faded blue 

denim 


PDD OOO 


877M Men’s ; 7 INCREASE YOUR SALES! for kids all day at school, and at 
Casual-Eze in x play! And here’s EJ’s colorful can 
new two-tone OO0'v ‘ . z ‘ , oo " mt. siikeiianla . : . 
aulon mesh. Pall “ Canvas used to be for baske tball, re vas caravan to bring the whole 
length cushion in eg esotes member? Today it’s canvas for family to your store because these 
ae mages aol tee everybody! Canvas for Mother when are the canvas shoes with the fea 
wavy sole. Navy, she’s shopping, for Dad after work, tures they’ll be looking for! 

brown, burgundy and 


ee CORRECT-FIT LASTS * CUSHION INSOLES * VENTILATORS » WASHABLE COLORS 


ra ° 
Order right from this page! Write: Rubber Footwear Division, Dept. B. G& nd icott a) on ks mson corp 


ST. LOUIS, MO JOHNSON CITY, N.Y NEW YORK, N.Y 


7163 Arch-Kix Oxford in mother and 7176 Arch-Kix — multicolored oxford 811 Men’s Casual-Eze Blucher. Wo 7115 Arch-Kix lace-to-toe in men's 
daughter sizes. Sponge insole, cushion _for misses and children. High-quality ven duck drill-back upper on thick boys’ and youth sizes. Sponge insole 
arch and heel. Washboard crepe-type canvas with white heavy-ribbed toe platform. New correct-fit last. Crepe rust-proof eyelets, extra grade laces 
sole. Red, blue, pink, white. bumper. Sponge cushion arch and type wavy sole. Brown, burgundy Black webbing back stay 
insole wheat, navy Three ventilators, Black 
with white trim, or 
all white 





WILL MAKE BIGGER PROFITS 
A REALITY FOR YOU! 


Answer to every little customer’s dream, and profit 
potential unlimited! That’s the Little Yankee line 

for Spring, previewed at the Chicago Show .. it’s the 
really complete line for growing feet. 





Plan now for that early Easter of ’56; and plan on 
bigger and better business all season with Little 
Yankees, the bigger and better line of children’s shoes. 


The Yankee Shoemakers, Newmarket, New Hampshire 





W. L. Douglas Shoe Company, Nashuille 


A subsidiary of General Shoe Corporation 


Tennessee 


It’s a market that’s getting bigger all the time. with the 
heanstalk-like growth of American boy population and a proportionat 
Scout increase alone with it There are close to 3.000.000 Cub 
ind Boy Scouts now (plus several hundred thousand adult leaders) 
And every one 1 potential customer for Official Boy Seout 
shoes His uniform not complete without a pair of 
these serviceable ind vood-lookine shore nade to the rieid 
speciheations set by the national See organization itself And there 
ire at least two valuable side bet Is « Scout shoe franchise 
we'd like to mention: (1) a Seon customer often 

purchase other merchand Vou ¢ ( ir 1 Scout within 

1 few years grow p> into one pending 


youn? men customer ‘ ‘> ral ‘ wTo the eountry 


happily know that we 

We'd be elad for you to t 

Write today and ask for detail 

i le ley for Official Boy Scout hoe 


Official 
Service Oxford 





Airtemp ‘‘Out-of-the-Way”’ Air Conditioner 
saves valuable floor space! 


Your Airtemp Dealer 
will show you how 
Suspended Air Conditioning 


GIVES YOU 


eee MORE ROOM FOR PROFIT 


offers you a choice of 13 sizes in 


WATERLESS or 
WATER-COOLED PACKAGES 


Only AIRTEMP rls 


COSTS LESS TO OPERATE AND OWN—longer life and economy is built 
into every Airtemp compressor—costs less to operate, does more 
work—withoul vibration or noise! Compressor is completely sealed 


in oil so that dirt and moisture can’t get in. 


MORE DEPENDABLE — 5-year warranty guarantees the entire refriger- 
ation circuit of every Airtemp “Packaged” air conditioner. You'll 
find Chrysler-Quality and engineering built in... not just assembled, 
but manufactured by Airtemp. 


EXPERT INSTALLATION AND SERVICE—your nearby Airtemp Dealer 

is factory-trained . .. an air conditioning specialist who will in- 

stall your new Airtemp “Packaged” Air Conditioner properly. We’re NEW 

ADVANCED Styling! im 13 sizes— 


Waterless or Water-cooled Packages 
from 2 to 30 H.P. 


proud of his prompt, efficient service. 


Call your Airlemp Dealer now 

(he’s listed in the Yellow Pages). 
Or write Airtemp Division, ° 
Chrysler Corporation, Dayton 1, Ohio, 


for the name of the dealer nearest you. 4 Vina 


CHRYSLER CORP 


AIR CONDITIONING * HEATING FOR HOMES, BUSINESS, INDUSTRY 





“Tops” in casuals— 
Men’s, Boys’, Women’s, Children’s 


AT THE P.P.S.S.A. 

HOTEL NEW YORKER 

ROOMS 629 - 630 
NOVEMBER 27 - DEC. 1,1955 


red-Lite py Cambridge 


Cambridge Rubber Co., Cambridge, Mass. 
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to fit ‘em all . . . now for the first time a complete size range 


SIZE in Judy 'n’ Jerry footwear, which means more family buying 
and more profit for you — at an average mark-up of 


OE Se ey BEI D t PR NRE ag Ae I 


prices far below actual value — Judy 'n’ Jerry shoes retail 


SELLING AT from $2.69 to $5.50 to give you an average mark-up of 48% 


Se Ee ee PGR, Seige ACSA AS MRO: * 


every occasion and every age group from 1 to 12... in- 
cluding ‘‘big girl’’ styles that are so popular with the Younger 

STYLES FOR Set. Yes, more styles mean more profit for you — at an Yo 
average mark-up of 


ROD OER AP LTTE 6 EE BERR LIES OEE ITNT * peme 1 OORT: BORE 


SEE US AT ROOM 708 
HOTEL NEW YORKER 


+ 


ie 





For new catalog or salesman’s call, write to: 


SHERMAN BROS. SHOE MFG. CORP. 
230 Jackson Street, Lowell, Massachusetts 
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TINGLEY has 4 great new 
profit makers for you! 


2. Children’s 
Boots 


FOUR SIZES 
FIT ALL SHOES FROM 
5 to 13 


1. Children’s 
Rubbers 


FOUR SIZES 
FIT ALL SHOES FROM 
6% to 1244 


You can cut your stock in half at least with 
these children’s boots, not dipped products 
but quality boots with lefts and rights that 
really fit and “stand up” 


A tough stretchable molded rubber that is 
feather-light, has no fabric lining to get wet, 
is washable inside and out — with more profit 
for you 


4. Hi-Top 
Work 
Rubbers 


FOUR SIZES 
FIT ALL MENS SHOES 
6 to 13 


3. Youth's 
Boots 


THREE SIZES 
FIT ALL SHOES FROM 
12 to 5 


Especially made for broad heavy shoes includ- 
ing safety shoes. Molded in one piece rugged 
but light, available in rubber or Dupont 
Neoprene to resist grease, oil, fate, chemicals, 
solvents, acids, etc. 


Compression molded like all Tingley Footwear 
at a pressure of 2,000 lbs. per square inch, 
rugged and dependable yet light in weight, 
unlined can be quickly washed inside and out. 


See how the Tingley 
principle of few sizes and 
universal fit can simplify stock keeping 
and make more money for you. Send 
for your free copy of this 


~\ brand new Tingley catalog today. 


oo 


Tingley Rubber Corporation 
903 Ross Street, Rahway, N. J. 


Please send me the new Tingley catalog and 


the name of my nearest distributor. 


Name 
Address 


TINGLEY 


RUBBER CORPORATION 


City 
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Room 1406, Hotel New Yorker 


_— 
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the Quality Line 








The time’s right, .. . for talking turkey! Dealers everywhere 
are gobbling up our quality line of American Juniors, 
Here’s why! American Juniors are FIRST in style... FIRST in quality... 
FIRST in perfect fit. Our in-stock service is the FASTEST ‘ 
. : . : : . ‘ : : ee our Complete Line at 
in the children’s shoe business today. You can’t lose! Get in on terrific, PPSSA 
profit-making, ever-lovin’ American Juniors TODAY |! | —s- Rooms 506-507-508-510 


$495 $4.95 | HOTEL McALPIN 
suggested retail for most styles to New York City 


Send for our catalog today. Write us for franchise for your city. 








AMERICAN UN :OV R-S S HO E oe. ¢ 
ONE ISLAND STREET, LAWRENCE, MASS. 
Division: Consolidated National Shoe Corp 
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(Advertisement) 


Now Puerto Rico Offers 





100% ‘Tax Exemption to New Industry 


by BEARDSLEY RUML 


“We don’t want runaway industries” says Governor Mujioz. “But we 
do seek new and expanding industries.” Federal taxes do not apply 
in Puerto Rico, and the Commonwealth also offers full exemption 
from local taxes. That is why 325 new plants have been located in 


Puerto Rico. protected by all the guarantees of the U.S. Constitution. 


y A dramatic bid to raise 
the standard of living 
im Puerto Rico, the Com- 
/ monwealth Government is 
now offering U. S. 
facturers such overwhelm- 
Beardsley Rum! jing incentives that more 
than three hundred new factories have 


manu- 





already been established in this sunny 
island 961 miles off the Florida coast. 
First and most compelling incentive is 
the 100% tax exemption for most manu- 
facturers who set up new plants in Puerto 


Rico. 


For example, if your company is now 
making a net profit after taxes of 
$53,500, your net profit in Puerto Rico 
would be $100,000 —a gain of 87 per 
cent, simply because Federal corporate 
income taxes do not apply in Puerto 
Rico and all local taxes are waived 
as well, 





Your dividends in Puerto Rico from a 
corporation there could be $50,000 
against $25,000 net in the U. S.— because 
Federal personal income taxes do not 
apply either. 


What About Labor? 


Puerto Rico’s labor reservoir of 637,000 
men and women has developed remarka 
ble levels of productivity and efficiency 
thanks, in part, to the Commonwealth’s 
vocational training schools. These schools 
also offer special courses for managers 
and supervisors. 


The progress made in technical skills 
may be gauged from the fact that there 
are now twenty-eight factories produc- 
ing delicate electronic equipment. 


Among the U.S. companies that have al- 
ready set up manufacturing operations 
in Puerto Rico are Sylvania Electric, 
Carborundum Company, St. Regis Paper, 
Remington Rand, Univis Lens, Shoe Cor- 
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CORPORATE TAX EXEMPTION 


If your net profit Your net profit 
after U.S. Corporate in Puerto Rico 
Income Tax is: would be 


$ 17,500 S$ 25.000 
29,500 50,000 
53,500 100,000 

245,500 500,000 
485,500 1,000,000 


DIVIDEND TAX EXEMPTION 


If your income* after Your net income 
U. S. Individual in Puerto Rico 


Income Tax is: would be : 
% 3,900 $ 5,000 
7,360 10,000 
10,270 15,000 
14,850 25,000 
23,180 50,000 
82,680 100,000 
43,180 200,000 
70,180 500,000 


*These examples are figured for dividends paid 
in Puerto Rico to a single resident. Based on 
Federal rates effective Jan. 1, 1954 














poration of America, and Weston Electric. 


“Close to Paradise” 
Listen to what L. H. Christensen, Vice 
President of St. Regis Paper, says 

“The climate is probably as close to para- 

dise as man will ever see. 1 find Puerto 

Ricans in general extremely friendly, 

courteous and cooperative. 

“This plant in Puerto Rico is one of our 

most efficient operations, in both quality 

and output. Our labor has responded well 
to all situations.” 
Mr. Christensen might have added that 
the temperature usually stays in the 
balmy 70’s twelve months a year. 

The swimming, sailing and fishing are 
out of this world. Your wife will rejoice 
to hear that domestic help is abundant. 

The Commonwealth will leave no stone 
unturned to help you get started. It will 
build a factory for you. It will help you 
secure long-term financing. It will even 


screen job applicants for you and then 


train them to operate your machines, 


Transportation 
Six steamship companies and five air- 


lines operate regular services between 
Puerto Rico and the mainland. San Juan 
is just 54% hours by air from New York 

Light-weight articles such as radar 
components come off the line in Puerto 
Rico one day and are delivered by ai 
freight next day in Los Angeles, Chicago 
and other mainland cities. And, of course, 
there is no duty of any kind on trade 


with the mainland 


Are You Eligible? 


Says Governor Mutioz: Our drive is for 


new capital. Our slogan is not move some 
thing old to Puerto Rico,” but “start some 
thing new in Puerto Rico” or “expand in 
Puerto Rico,” 
To get all the facts, and to find out 
whether you and your company would 
be eligible for complete tax exemption, 


telephone our nearest office. 


New York MU 8-2960 579 5th Ave 
Chicago AN 3-4887 70 W. Monroe 
Los Angeles .... WE 1-1225 5525 Wilshire 


OR MAIL COUPON 


poorer een ee 4 
| Commonwealth of Puerto Rico | 
| Economic Development Administration | 
| 

579 Fifth Ave., New York 17,N. Y. | 
| Dept. BRI ‘ | 
| Mail me “Facts for Businessmen.” I am | 
| interested in the advantages of Puerto | 
| Kico for we industry I have checked | 
| (_) Electronics () Plastics L) Apparel | 
| (Leather () Optical () Metals | 
| | 
| Other a | 
Name 
Company _ 
| Address | 
| | 
| = 
he cere cee cee cee come cee ame came cue GD GEE GED GED GED =D ouD 4 






IN SHOES THAT DELIGHT 


Shoes that are new shoes 

that are different shoes that 

are smart, comfortable and practical 
made from our non-elastic 

KNUI STRAW on these new 

lasts that capture the Italian influence 
Note the unusual moccasin vamp 

edging, and the elastic TayloRing for 
easy self-adjustment. Matching elastic and 
non-elastic knit Swiss straw 1s produced 
in the new Knitting Division of Thomas 
laylor & Sons at Hudson, Massachusetts 


carte Ede 
me LU | 


TAVLORED-TO-FIT ® 








Shoes by 


Mondl Mfg. Co. of 
Oshkosh, Wisconsin 








For samples and complete 
information, write 
THOMAS TAYLOR & SONS 
HUDSON, MASSACHUSETTS 
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SPECIALISTS SINCE 1864 IN THE ART OF WEAVING HIGH-GRADE ELASTIC SHOE GORING EXCLUSIVELY 


>| Pmbiem of 
BUSINESS CHARACTER 





weaerwrr EY 


By lewision Member 


* 


Rice Leaders 
of the Tlorid 
Alssociation 
Lepr MG ernimag 
et eo) eT 


sass? 
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Pinchos 


says— 


“NOTHING CAN MATCH MY 
LITTLEWAYS FOR WOMEN—EXCEPT 
MY NEW LEISURE MOCS FOR MEN!” 








Here's proof that lightning can strike twice in the same spot! My 
new leisure mocs for men are proving to be just as sensational as 


my Littleways for women (and you know how famous they are’). 


Low-cut two-eyelet 
tie moccasin made on 
conventional or 


Italian type last Leisure type moccasin 
| s 


made on conventional 
or Italian type last 





See us at 


P.P.S.S.A. No shoes, no boots, 

NEW YORKER 

HOTEL : 
ROOMS 982-983 in every type, for 

» every age, for every 

Drop in and 


| just make moccasins 


pocketbook 


get your juicy Maine 
red McIntosh Apple 
_ Seater CATERING TO THE VOLUME TRADE ONLY 


MEDWED FOOTWEAR CO.— Factories: Skowhegan, Maine and Madison, Maine, Boston Office: 179 Lincoln Street 
SL LL a NE SSE III UE ERA RNR AIMEE 8 RARER a a 


November 15, 1955 45 








Men of decision choose calfskin 





His discerning taste in his personal appearance . . . his flaw- 
less work . . . his well thought out decisions have made him a 
success. 

It is natural that such a man would choose calfskin. He 
knows calfskin is young leather to begin with, and that calfskin 
retains its fine-grain smoothness and young-leather look longer 
than other leather. He's sure also that each shine will only 
heighten its soft lustrous beauty and wear will serve only to 
bring graceful folds of character to his calfskin shoes y 


_@e . . { > 
Lawrence's Saxon, Polo Calf® and Continental Calfskin Cr? 


cui: 





build better shoes and a better customer following. That's Ag 
\ 
why they will build better profits for you. y 


A. C, LAWRENCE LEATHER CO., Peabody, Mass. 

Regal introduced this new Italian Cross-Strap expertly 
A DIVISION OF SWIFT @ COMPANY (inc) , a . 
crafted from Lawrence’s No. 27 Polo Calf®. Its low top 
lines give it the true continental look, that is preferred 
by men of fashion. 


Boot and Shoe Recorder 





¥ ~ 


® s 
owe 
Ne 


) 
tt 
SN : gor 
— . 
“. ttt 
fA Peseeseees: 
pera peeeees 
tees - 
tit 


we |doff our 


















































Eu Bennil,/ 


... to the children’s shoe 
merchants whose orders and 
re-orders are causing us to 
double our production in a new 


and larger factory 


Come, See, Compare 
the new extended line of 


bu Bonnet snors 


the volume-priced children’s line 
with the high-priced features 


HOTEL NEW YORKER 
Room 808 


Remember: There’s a Blue Bonnet shoe size, width and style to meet every fitting need toddler 


stage to teen-age! To retail at $4.50-$5.95. 


BLUE BONNET SHOE CO., manufacturers, 50 Island St., Lawrence, Mass. 


November 15, 1955 











The Eke’ lehar wer Nate” 


— the Goodyear Outsole Stitching Machine 


MODEL “A” 


i The w is fe he combined move- 
Outstanding among dozens ofimprove- 1 he work is fed byt 


: »sser foot and table... 
ments in this greatly advanced stitch- ment of presser f 


i ine isi : -feed action. instead of the awl. This new feed 
a principle alone leads to quality ad- 
vantages, some economies not before 
possible, and a reduction in operator 
effort. 

For complete details about the new 
Model ‘‘A’’ Goodyear Outsole Stitch- 
ing Machine, get in touch with the 


United Branch Office that serves you. 





Leading features of the 
New Goodyear Outsole Stitching 
Machine — Model “A” 


@ Faster and smoother in operation. 


@ Awl and needle breakage reduced to a surprising 
degree with savings in costs and fewer delays. 


@ Better thread control system aids stitch appearance. 


@ Work is held firmly. Stitch is firmly set. 


@ Rubber and crepe soles can be stitched dry, saving 
time and money. 


@ Larger bobbin means fewer replacements per day 
— fewer wasted thread ends. 


@ Numerous improved design features front- 
mounted wax pot — built-in light improved edge 
gauge. 


@ Less operator training required. 


UNITED SHOE MACHINERY CORPORATION 42") 


BOSTON, MASSACHUSETTS 
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Snes tneied on deck and court 


ee ee ge ee ee 


, Ty ER 
2 4 T 

WOMENS “ 
OXFORD . : 
Suggest d Retail $8.9 
Ropeez, wonder material for soles, is a brand-new 
development in family sports footwear that will make 
fast, profitable sales for you. 

Exelusive with Tyer, Ropee: is antl slip lightweight 
yet durable, flexible, shock-absorbent. It resists heat 
—is cool for summertime wear. It’s made by im 
pregnating imported, heavy-duty jute with a special 


MEN'S “ es ©. neoprene rubber compound. 
OXFORD Kreg 7 
Suggested Retail $9.95 All Tyer canvas shoes — with Ropeez or regulation 


soles —are smartly-designed, top quality and loaded 

LIGHTWEIGHT with sales-making features. Join the trend to Tye 
FLEXIBLE « COOL sell the volume-building, profit-making Tyer line of 
sports footwear. lor catalogs, price lists and mer- 


chandising aids, send this coupon: 


Please send me Dept BSKR-11 


complete information on Tyer Kopeez hootwear 


—TYER Kier — 
WD 3 anpover, MAssacuuserts,4.s 


Your Name 


Your Company 





Street 


City Zone 


moe 


I 
1 
j 
} 
! 
' 
! 
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Introducing the world’s 





aaleycie 
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comfortable i ee 


@ thanks to the 
one and only 


Y PACTFATE 


protected shoe linings 





Here is a foot comfort story that makes a 
perfect sales pitch. It’s a natural. What’s 
more—it’s based on facts. 
“‘Health’’ comfort. Pacifate* Protected Shoe 
Linings inhibit the growth of Athlete’s Foot 
—the #1 American foot problem. Pacifate 
Lining gives the best, most durable 
protection to the feet against possible 
reinfection from Athlete’s Foot inside the 
shoe. Pacifate is the only shoe lining ever 
approved by the National Foot Health Council. 


“Stay-in-Shape’’ comfort. Because Pacifate 
lining protects the leather from perspiration and 
bacteria inside the shoe—it preserves the leather 
from cracking, the shoe from getting out of 
shape. It actually strengthens the shoe. Shoes 
continue to fit well. 
“Stay smooth’’ comfort. Pacifate Protected Lining 
made from a special high-grade cotton that 
resists rot and wear, helps prevent holes in the 
lining. And the Pacifate process makes lining 
smoother. Feet feel better at the end of the day! 
And the cost? Only about two cents more per 
pair. That’s all! 
Why don’t you find out how this great foot 
comfort story can help you sell your shoes? Ask 
your shoe supplier for PACIFATE ... or get 
in touch with Pacific Mills, 1407 Broadway, 
New York 18, N. Y. 


PACIHG MILLS 


A MEMBER OF 


C vu Vinitlon et 


INDUSTRIES 
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Attract shoppers, protect windows 
and save money, too, with a 
Kawneer all-aluminum canopy 


Read how Mr. Parmalee enjoys these benefits and 

others since he installed a Kawneer all-aluminum can- "If we had bought an awning instead of this 
; é % marquee it would only be another year 

opy on his store. Check these features that make it one and we would have to replace it again." 

of the lowest cost modernization fixtures you can buy: 





"Even more than the appeara 
+ protects shoppers and window displays «+ easy to clean or i practicability, is the t oe when 
. it rains or snows, we have quite a dry 
«resists heavy weather + cuts air conditioning costs + cool surface. AS a result many people come in 
« lasts for years « stops rain and snow « lets light through under this while waiting for cabs, etc., 


" ‘ . en 0 . jnwe 
+ attractive + no rolling up or down « reduces fading which attracts them to our windows, 


noe, economy, 
fa 
fa 
| 


Kawneer See your Kawneer dealer 


or write for special canopy folder 
General Offices 


NtitLes ee Or ee. a, | 
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soles in color! 


TREDAIR soles in 4 


You'll stride ahead to fashion leadership 
when you style your dress, sport and leis- 
ure shoes in gay, fashion-wise colors. . . 
from the ground up! All these Cat's Paw CAT'S PAW soles in color! 
soles give you color as a special selling 
point... along with regular dividends of 
exceptional comfort, extra-long wear. . . 
and instant, nation-wide acceptance of the 
Cat's Paw name. Write for samples and SOF-TRED soles in color! 
full information . . . today! 
Cat's Paw Rubber Co., Inc., 
Baltimore 30, Md. 


| 
| 
| a? soles in color! 
y | 
tir av re 


} soles at our suite 


ring the Popular Price Shoe St 
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Here are three of the debut numbers of 
SPORT LIFE shoes — a new, delightfully styled 
extension of the CHILD LIFE line for growing girls 
. made as well, priced to sell, and exclusively 
yours via a fully protected franchise. 


You'll find solid, 14-carat profits in 


) Shawing at the or attend the regional shows 
PALMER HOUSE in your area, call or write 

Room 908W — for the full facts — providing 

f CHICAGO there is no CHILD LIFE dealer 
Oct. 23-27 sa in your community. 


HERBST Shoe Manufacturing Co. 


Milwaukee 45, Wisconsin 
New York Office — 557 Marbridge Bldg., New York 17, N. Y. 


AL Hf you can't make the Shae Fair — 
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OPERATION-PROFIT! = \UMPYNG- JACKS 


FLEXIBLE SqoES. FoR cit? REN 


mei we 





The profit-making store, and I believe that 
is what every retailer is striving to operate, 
must build its activities on one very impor- 


tant premise: 


“How can we successfully take care of the 


wants of our customers ? 


The answer is: Make your advertising tell 


your message effectively to them. 
Point your selling ideas to the customers. 


Don't be afraid to start something new. Don’t 
just sit by and let the other fellow think up 


new ideas and new methods. 


Brighten up your store. Put in new fixtures. 
new lighting, new air-conditioning and new 


gadgets. 
Make the changes profitable ones; and 


Give your customers satisfactions in service, 
fit, style and quality as well as the assurance 
that their shoe dollar will give them the best 


return for their investment. 


That is a time-proven formula for successful 


and profitable store operation. 


4h ys oer 


, ’ . 3 
Editor Emeritus VAISEY-BRISTOL SHOE COMPANY, Inc. 
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Washington 


Newsreel 





Fewer Anti-inflation Curbs 


No General Price Rise 


Help the Poor Retailer 

















If you think the brakes on the boom are being applied too sharply, cheer 
up. The Eisenhower Administration is ready to ease the pressure on the 
brake pedal soon after the first of the year. 

Complaints from business that money is getting a bit too tight, that the 
Administration is going too far in letting the steam escape from the boom, 
have just about convinced the White House financial strategists that they 
can ease up on current restrictions in the next 60 to 90 days. 

By Spring, they may even be ready to step on the gas a bit. 

High cost of borrowing money has about reached its crest, and should 
drop off somewhat before long. Policy planners in the Administration 
claim credit for slowing up the inflationary trends of last Summer, and 
now are talking behind the scenes of dropping some of the anti-inflation 
curbs. 

A lowering of bank rediscount rates will bring down interest rates for 
purchasers of new homes, automobiles, and household goods. 

Tax reduction, which shapes up as a likely political prospect in Con- 
gress, will have the effect of diverting still more dollars into the consumer 
spending stream. 

No doubt about it, the Administration intends 1956 to be a year of 


high income, lower taxes, and a record volume of money in circulation. 


Cost of living will probably inch up some this Fall and Winter, but it 
will not be the signal for a general price spiral, government officials say. 

Officials expect the cost of living to continue to see-saw up and down 
as it has for the last two years, but they don’t see any sign of a long-term 
price rise. 

Most of the recent price increases are seasonal, the Bureau of Labor 
Statistics says, adding that there is still no evidence of price increases at 
the consumer level as a result of hefty wage hikes granted in basic in- 
dustries this year. 

Most of the wage hikes are being absorbed by higher productivity, 
and stiff competition may prevent price rises from being passed on to 


consumers, it is believed in government circles. 


Government and industry should give more help to merchants in handling 
federal retail excise taxes in order to simplify collection problems and 
boost excise revenues, Congress is being told. 

E. C. Stephenson, Detroit department store executive and spokesman 
for the National Retail Dry Goods Association, tells a House Ways and 
Means subcommittee that more cooperation from the Treasury Depart- 
ment, the Internal Revenue Service, manufacturers, wholesalers, and 
importers would eliminate a lot of retail excise tax problems. 

He says that actual administration of the excises is in the hands of 
sales persons who are untrained in the complexities of excise tax rulings 
and who rely on price ticket information to govern their actions. He 
argues that the Treasury Department should require all manufacturers 
and importers to submit new items of merchandise to the government for 
a ruling of taxability and to require them to indicate on invoices which 
items are subject to the 10 per cent tax. 


[TURN TO PAGE 96, PLEASE | 





dwards 


Tne SHO FOR CHILOREN 


Edwards fine quality is more than fifty years young. 
It’s a heritage that stems from more 
than half a century of creating and 
manufacturing only the finest shoes for 
children. And each year more and more 
dealers are saying .. . it’s Edwards for 


the finest quality in juvenile footwear. 


in Black Patent 


izes-—Babie 


thru Growing Girls 





Response 
for Hobin Hoods tv 


BIG SALES INCREASES REPORTED BY 


READ THESE WIRES from Robin Hood Dealers 


sales are up!...15% IN GRAND RAPIDS... 


247 IN DENVER...69% IN ELIZABETH, N.J.... 


R. E. SNYDER, The Wurzburg Co., Grand Rapids: “buffalo HARRY E. FONTIUS, JR., Fontius Shoe Co., Denver: “Find 
sill Jr. show very effective. Sales up about 15%. 3uffalo Bill Jr. TV show very satisfactory. Gave out 
Gave out 4,000 rings in 4 weeks. Gaining much cus 2,800 rings in 3 weeks. Business during those 3 weeks 
tomer recognition for Robin Hood name in shoes.” up 24% on Robin Hood shoes.” 


HARRY DILLON, Boston Shoe Co., Lovisville: “Buffalo Bill Jr, 
TV show a natural here. Robin Hood shoes in increas 
ing demand 


WILLIAM NICOLDS, Brown's Capitol Hill, Oklahoma City: 
“Robin Hood sales increased 70% over last year. TV 
i a show great success. Buffalo Bill Jr. rings bring chil 
ies dren in for Robin Hood shoes. Wonderful program. 
WILLIAM SCHEFT, H. Scheft Co., Boston: “Show has ex Wonderful shoes.” 
cellent appeal. Experience very good. Gave out over 
1,000 rings. Sales up in spite of weather, polio and 
poor children’s business downtown. J. HOWARD LOVELY, Miller's Inc., Knoxville: “80% of the 
o ig og et he children who visit store have seen Buffalo Bill Jr. 
show. 90% ask for rings. Credit show with 30% of 
traffic drawn and 20% of sales. Well pleased.” 


GEO. H. POTASHNICK, Stix, Baer & Fuller, St. Louis: “Defi 
nite response from children in this area as result of 
Buffalo Bill Jr. TV show, Effect on sales good. Have “a aa ee 

re-ordered rings due to big demand.” 

LARRY SONKA, Fashion Thimble Shoe Co, Irving, Tex.: “Feel 
television show has had effects on sales. Have talked 
M. PARKER, The Outlet Co., Providence: “Buffalo Bill Jr. with Mr. Rhodes who also carries Robin Hood shoes 
TV show very effective. Resulted in strong volume and he feels the same as I. Definitely the television 
increase,” show is helping the sales. 


BETTER GO ROBIN HOOD! BUSINESS IS GREAT! 


Brown 


St. Louis... Makers of: Air Step @ 
Life Stride ¢ Naturalizer « 
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Terrific 
Show, BUFFALO BILL Jr. 


DEALERS YOU KNOW 


from coast to coast. Robin Hood 

















































20% IN KNOXVILLE... 







70% IN OKLAHOMA CITY! 






E.W. HOUGHTALING, Fisher Shoes, Detroit: “Buffalo Bill Jr. 
TV show terrific. Noticed decided increase in Robin 
Hood sales. Have ordered new supply Robin Hood 
giveaway rings.” 






















THOMAS KACZMAREK, Kaczmarek Shoes, Elizabeth, N. J.: 
“69% increase in pairage of Robin Hood shoes sold 
Aug. 15 to Sept. 17 against like period in 1954. Buffalo 
Bill Jr. TV show definitely contributing factor.” 































: ’ Buffalo Bill Jr.—top new Western — increases Robin Hood sales, 
JULES DORNZWEIG, Gimbel Brothers, Philadelphia: increases store traffic, puts Robin Hood over 
August business very satisfactory. big and fast 
e e e 6 Here's the Buffalo Bill Jr ring that dealers call 
“the greatest of the giveaways Their wires 





"We have tell how this ring is building traffic and brand 





JOE KATZ, Katz Department Store, Nashville: 
noticed an increase in sales by the interest of children 


anemia And that’s only the beginning! 


demand 





In December — ROBIN HOOD will give the children's shoe busi 


HERMAN WEINTRAUB, The May Company, Cleveland: wars ness another boost with a new giveaway: full-color transfers the 
show beginning to show some results. Children asking kids will use to make real Western shirts like those Buffalo Bill Jr 


' ; d Calomit the Buffalo Bill Jr. TV sho 
for Robin Hood shoes. Know results will greatly im SF ey SNE ON ED Vireeee wer Bris ne 
prove as time goes on.” At Easter —A big Robin Hood Contest to name Buffalo Bill Jr's 


new horse. Big interest! Big prizes!... a trip to Cheyenne, Wyoming 









to meet Buffalo Bill Jr. at the Frontier Days Celebration plus 





hundreds of other prizes including TV sets and Camera Kits 





Write, wire or call for full information. Robin Hood Division, Brown Shoe Company, St. Louis 


Shoe Company 


Buster Brown @ Official Boy Scout Shoes ¢ Official Girl Scout Shoes 
Pedwin © Propr-Bilt ¢ Risque * Robin Hood © Roblee * Westport 
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and here’s 


what it 


will get 


ee 


A Retailer asked us recently, “this copy of Heydays made by a Name Brand 
Factory is 25c cheaper...why?” A very good question, with an easy answer. 


Heydays uses; (1) more costly calf, (2) an 8% iron instead of a 6 iron 

sole, 334%4% more wear. (3) Elasticized no-snip binding instead of plain faille, 
(4) Heydays heels are covered with calf, not paint or plastic. The 

same relationship exists here as between plastic and china dishes. etc., etc., etc. 


And of course the pattern was with Heydays first. Comfort and fit 
are superior with Heydays, but so what... all shoes fit and are comfortable 
or they are not complete. 


We asked the retailer a question: 
What would this imitation cost if its quality were increased to the Heydays level? 


He compared the shoes... his answer was a smile. He realized 

at once that Advertising, Cut Prices, Longer Terms, Consignments, etc. 
...none of these, nor will all combined improve 

the quality or saleability of a shoe one iota. 


New Spring Catalog Now On Press. Write for Copy 


RAIN 


Stocked in Blue 
and White Colf 


HEYDAYS SHOES, INC. © 2032 LOCUST STREET © ST. LOUIS 3, MISSOURI 
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STEVEN J. JAY, president of 
R. H. Fyfe & Co., Detroit, Mich., 
Says: 

“The outlook for retail shoe busi- 
ness carries a glow of constant in- 
crease in sales. We are aware, of 
course, that hard goods have a ter- 
rific hold on the dollar of the con- 
sure 


reasonably 


sumer, but feel 





that increase of employment, plus 
overtime will give them the oppor- 
tunity to take advantage of a rea- 
sonable market, both quality and 
price wise. Look for a steady in- 
crease in sales for those who will 
strive for this goal. An interested 
public demand for footwear is mak- 
ing for a continued increase in 
same, 

“Generally, this is to be accepted 
as a real straw in the wind for a 
better and profitable business right 
through Easter of 1956. 

“Originality in operation of a 
retail store will do much to strength- 
en and attract customers. Competi- 
this should do 


tion is keen and 


much to develop many innovations 





15, 1955 





November 





TALK _ 
Uh 
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The 


upkeep of stock, deep sizes on the 


and attractions in our stores. 


most wanted styles will make for 
less walk outs and will result in a 
better ringing of cash registers. 

“All in all, 1956 should be what 
we make it.” 


” * a 


G. A. SPRALEY of The Stewart 


Dry Goods Co., Lexington, Ken 
tucky, says: 

“We are optimistic regarding the 
shoe business through the remainder 
of the Fall season and look forward 
healthy Spring and 


With 


earlier this year than last, it could 


to a aster 


business. Laster coming 


BUSINESS 


ces 





well lead to an earlier, longer 


very 
and better Summer selling season 


than 1955. 


“As long as general business con 


ditions remain as they are, ot 


somewhere near where they are 


now, we see no reason for pes 


simism regarding moderate price 


increases on shoes to consumers 


later this year and in the Spring. 





ADE 





consumer 


We believe the 


is an intelligent and reasonable in- 


average 
dividual who knows there are in- 


creasing labor and material costs 
all along the line and will go along 
amicably with a modest increase on 
their shoes, 


“The problem of competition in 






hy /2 


this area, and | presume in most 
areas, 18 and always has been, pet 
haps always will be, a difficult one. 
However, | believe that each indi 


vidual retailer who will apply a 
little more of the old gray matter, 
a little more effort and initiative to 
worry too 


his business need not 


much about this.” 


A 4 * 


Meave M. McCAIN, Jr., 
Louis Mo., 


presi 
dent of Swope’s st 
says: 

“I feel that the so-called general 
business boom has not given small 
retail shoe business as much of an 
increase as possibly the larger shoe 
companies. There is still a large 
amount of boom dollars going into 
However, I assume 


hard goods 


6| 





end of the 


increase in the 


that by the year there 
will be a greater 
sale of soft goods, including shoes. 

“Fall 1955 business will possibly 
show a continued rise over last 
Fall. What will happen to business 
up to Laster next year hard to 
say at this time. It will be easier 

form an opinion after the Fall 
season when 


gets under way and 


we see the new price structure. 


“The 


shoe prices as they are, 


average consumer accepts 


they 


since 
have been established at the present 


level for the last number of years, 


and a very moderate increase may 


not affect shoe consumption too 


much, However, certain people buy 


shoes in a special price category 


and if a line of shoes increases as 


much as two dollars a pair retail, 


it is very obvious this would put 


them into a new category and the 


customer would shift to another 


brand. 


“Competition at the retail level 


is extreme in this area and with 


more and more consolidation of 


retail shoe stores with manufac- 


turers, with a more specialized di- 
vision in handling promotion, ad- 
merchandising, it is 
difficult each 


for the independent retail merchant 


vertising and 
becoming more year 
profit as he 
to the fact 


to realize the same 


formerly received, due 
that additional funds must be spent 
into 


in drawing customers your 


atore, 
“The 


new styles for 


most interesting trend in 


women’s shoes for 


Spring and Summer 1956 will prob- 
fall into the 
colors and more general acceptance 


ably category of new 
of lucite shoes and heels. Use of 
the new leather treatment will prob- 
ably take away from some of the 
fabrics that have been used, since 


we have been showing mesh and 


62 


fabrics very consistently for the 


last few years.” 


* *” * 


J. CARL CAMPBELL, of Carson 
Pirie Scott & Co., Chicago, IIL, 
says: 

“The important problem facing 
the shoe business for the Spring 
1956 is the problem of making a 
profit. The 


have done an excellent job 


shoe manufacturers 
in styl- 
ing and lines with new leather fin- 
ishes, new colors and so many in- 
teresting accessorized trims. How- 
ever, the problem of merchandising 
selection lies with the 
they 


much closer cooperation and better 


this broad 


retailers and unless receive 


servicing from the manufacturers, 


it can be a disastrous season inso- 
far as profit.” 


cy 4 4 


Avert J. SCHIRO of the Stand- 
ard Shoe Maine, 
says: 

“We look for a small percentage 


final months of the 


Store in Bangor, 


increase in the 


year and feel that business should 
hold pretty 


early months of 1956. 


well throughout the 


‘The average consumer frowns 


at increases in prices and we know 
that there will be some change of 
price grades if there is a full dollar 
rise in national brands. Every- 
one’s personal cost of living is at a 
high point and economy for many 
is still a ‘buyword.’ 

“Competition is ever increasing 
at the 


pendent, variety, department stores 


retail level from the inde- 


and chains. Kach independent here 
is doing the best he can all by him- 


self, 


Abia /, 


Wy 


talked 
for Spring and Summer seems to 
be the Wedge 


types have been strong and should 


“The most about trend 


Italian influence. 


continue. Open shoes are well ac- 

cepted, except for the entirely wide 

open toe. 
“Increased sales are possible by 


use of mass window and interior 


displays featuring current types in 
shoe stores have 


demand. Family 


an excellent opportunity for such 


variety.” 


Mish, 
4 “Wy yy ** UN 


td 


eo 
oe 


| 2 
oe 


o 
e.. 


“The shoe salesman who lives in that house laid his own granite walk.” 
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Edéar Rand Active in Many Fields 


International Shoe Company President W ho 
Died in Chicago During Shoe Fair Was 
Leader in Welfare, Cultural and Civic Activt- 


ties as Well asin Business and Government. 


STRICKEN by a fatal heart attack in his hotel suite 


in Chicago, October 26, as the National Shoe Fair was 
nearing its close, Edgar Eugene Rand, president of 
International Shoe Company, reached at the age of 
50 the end of a career that was unusual if not unique 
in the shoe business. 

As indicated in the brief dispatch from Chicago 
reporting his death which appeared in the November | 


Rand 


not only the responsible chief executive of a company 


issue of Boor AND SHoe Recorper, Mr. was 
generally recognized as the largest shoe manufacturing 
organization in the world, but had played an important 
role in other fields of activity, including banking, edu- 
cation, public health, government and civic life. Still a 
young man by today’s standards, he had accomplished 
more in his life span in these various fields of activity 
than the great majority of men can hope to achieve, 
even if they live to be much older. 

Edgar Rand was a son of Frank Chambless Rand, 
one of the founders of International. He was gradu- 
Vanderbilt 1927, and a year 
Miss Frances Moore. Meanwhile he 


had become associated with the shoe business organized 


ated from Lniversity in 


later he married 
by his father. After serving in various capacities and 
becoming familiar with all aspects of the enterprise 
he was chosen a director in 1939 and vice-president in 
1947, serving in that post for three years. In 1950 he 
hecame president of the company, succeeding Byron A. 
Gray, who became chairman of the Board of Directors. 


Rand interrupted his career in the shoe industry 


to serve his country in important duties in Washington 
after the United involved in World 


States became 


November 15, 1955 


EDGAR FE. RAND 


Adminis 


Shoes 


War II. 
tration 
had 


apparel so regulated, and Rand’s duties were 


He held posts in the Office of Price 
War 


rationing, the only 


and with the Production Board 


been subjected to item of 
related 
to the rationing program, also to materials allocation 
and price controls for the shoe and leather industries 


1945-46, he 


Stuart Symington of the War Assets 


special “assis 
Admin 


Missouri 


During part of served as 


tant to W 


istration, now United States Senator from 


in dealing with the disposal of surplus war footwear 
\ Rand 


L\mong his served as a 
member of the Board of Trustees of Barnes Hospital 


other activities, Mi 


} 


on which his father was trustee for 33 years and chair 


) 


man for 27 years. Edgar Rand was also a director of 


Columbia Terminals Company, American Investment 
Mercantile Trust ( 
Louis San Francisco Railway Company and Scruggs 
Barney, Inc. He 
the Big Brothers Organization of St 
ty 1949, He 
Vanderbilt University, a trustee of Webb Preparatory 


School, a 


Company of Illinois, ompany, St 


president of 
1939 


Vandervoort served as 


Louis from 
was a member of the Board of Trustees of 
of the executive committee of the 


of St 


member 


Chamber of Commerce Louis, a vice-president 


of the Lnited Fund, 


and a director of the St. Louis Symphony Society 


a member of Civic Progress, Ine 


Heading the Leather, Shoes and Leather Accessories 
Division of the Committee of American Industry in the 
ro PAGE 106 
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Clockwise, starting lower 
left: Grey with white 
underlay, sole and heel 
in special Foamtreads 
Construction by Wellco; 
“Italio,” black and white 
fabric in own screen 
printing, by Cambridge; 
Yellow and white with 
novelty sock lining, 
special Foamtreads 
Construction 
by Wellco; “Sun- 
Basker,” multicolor 
sandal, sand color rub- 
ber sole, Summerette 


by Ball-Band. 


Out in Front Yor Style: The 


‘ 
Color, Detailing, Designs and Types Show an Awareness of Current Fashion 


Trends Never Excelled Among Manufacturers of This Type of Footwear. 


by 
ELEANOR 
M. RUTTY 


Clockwise, starting lower 
left: “Cruisette,” pink and 
white stripe, pink strap, 
heel cover and binding, 
hard sole, Kedette, U. S. 
Rubber; “Lucky Shu,” 
horseshoe sock lining, for 
teen-agers, hard sole, 
Summerette, Ball-Band; 
“Bow Pump,” elasticized 
bow, rust color faille with 
black, matching sock lin- 
ing, arch feature, Servus; 
“Breeze,” black espadrille 
pump, pink trim, La 
Crosse; “Paisan,” navy, 
elasticized vest effect 
center goring in navy 
blue and white, Sun-step 
by B. F. Goodrich; “Prin- 
cess Italian,” pin drill, 
backed, navy blue trim, 
Italian tongue, Bristol. 





Clockwise, starting lower 
left: “Firecracker,” elas- 
ticized braid, hard com- 
position sole and heel, 
Sunaire Casual by Bea- 
con Falls; “Monaco,” 
Oriental print, 14/8 
“tunnel” wedge, rubber 
sole, Sun-step by Hood; 
Elasticized braid band 
Annette Cushion In- 
sole by Endicott-John- 
son Rubber Footwear 
Div.; “Sea Shell 
Pump,” yellow with 
black and gold trim. 
by Cambridge; “Fan- 
dango,” _ braid-trim- 
med, Kedette, United 
States Rubber. 








Rubber-Soled Casuals 


Here they are, the new rubber-soled casuals for 1956, and they should produce plus sales for your store. 


more style-right, more colorful, more saleable, than they They are all casuals, and, of course, Summer casuals, 


have ever been before. They offer you a golden oppor- — and they cover all types: very open sandals consisting 
tunity for extra business, if you will take advantage of of strippings or wide bands; straps; closed pumps; 
it. They should be the extra-plus in your Summer practical sports types. They are on rubber 
thicknesses; on hard composition 


soles, in 


shoe operation. They are not the replacement for your various colors and 
regular casual shoe Ss, nor for your year-to-year rubber- soles and heels: on flat heels and high shaped wedges; 
soled shoe business. These shoes are something special rURN TO PAGE LOO, PLEASE | 


Clockwise, starting lower 
left: “Suburban,” contrast- 
ing stitching and laces, 
Sunaire Casual by Bea- 
con Falls; Fleetwood 
‘“*‘Ropeez,’’ non-slip 
‘“*‘ropeez’’ sole, light 
weight, non-conductive, 
exclusive development for 
yachting and court games, 
Tyer Sportz; Navy blue, 
white sole and eyelets, 

Annette Cushion Insole 
by Endicott-Johnson Rub- 
ber Footwear Division. 











(ptimism Dominates at 


STEVEN J. JAY 
President, National Shoe 


Retailers Association 


PRopaBLy the busiest places in the country on Mon- 
day, October 24, were the four Chicago hotels at which 
the National Shoe Fair was held. Lobbies, corridors, 
restaurants and elevators were jammed, Elevator oper- 
ators had trouble getting their doors closed against 
the crowds and in some of the restaurants at meal time 
it was standing room only. Attendance was at a record 
level, and although most retailers come to the show to 
look rather than to buy, buying was so active that it 
was termed a buying show by many exhibitors. The 
show, which is sponsored by the National Shoe Manu- 
facturers Association and the National Shoe Retailers 
Association and is the nation’s largest, was held as 
usual in the Conrad Hilton Hotel, the Palmer House, 


Hotel 


were so heavy that one hotel closed registrations as 


the Morrison and the Congress. reservations 


early as October 1. The sudden death of Edgar Rand 
at the Conrad Hilton was not generally known until 
left. 


Usually the Sunday preceding the formal opening of 


many visitors at the show had already 


the show is one of the biggest days for traffic, but this 


year, perhaps because of the balmy weather, local 


66 


failed to make an usual 


numbers, giving exhibitors a chance to get their dis- 


retailers appearance e in the 


plays set up. Monday, however, more than made up 
for Sunday's slack. Traffic everywhere was heavy and 
even on this first day there were indications that it was 


to be a buying show. 


Higher Prices and 1956 
Continued optimism was the spirit at the Fair in 
spite of the two main themes that dominated the think- 
ing of those attending: higher prices and the prospects 
for 1956. 


be expected, there was a sharp difference of opinion. 


On the subject of higher prices. as might 
The majority of manufacturers and retailers believe 
that higher prices will generate little if any reaction 
from consumers but there is a strong minority that is 
not convinced of this and looks upon the price in- 
necessary evil. However, this is 


creases as at best a 


not the majority opinion. As yet there has been no 


indication of consumer sales resistance to higher prices. 

As to next year’s prospects, a good majority of those 
attending the show expect business to be at least as good 
as in 1955, with a good chance of its being better. 
Retailers are particularly interested in what style is 
doing to the shoe business. With all its headaches, it is 
for the first time opening up a way for the shoe trade 
to get a bigger slice of the nation’s spendable income. 
This was definitely shown last year in the increase in 
sales of men’s shoes which is generally attributed to 
have a chance to see 


new styling. Retailers will now 


what style will do for children’s lines. The Continental 
influence is penetrating everywhere. 

The Fair opened officially Monday morning with a 
breakfast at the Palmer House, at which Dr. Kenneth 
McFarland, consultant to General Motors Corporation, 
was the guest speaker. John W. Morgan, Chairman of 
the National Shoe Fair Committee, presided. In wel- 
coming the retailers, Mr. Morgan urged cooperation 
and support for joint promotion events in their com- 
munities, such as seasonal openings. He cited the 
excellent results obtained in his own town of Parkers- 
burg, West Virginia, in stimulating consumer interest 
in shoes. Twenty-seven department stores. chains and 
independents cooperate. Mr. Morgan also reminded 
retailers that the early Easter this year makes it neces- 
sary to place orders early, 

At the breakfast, the National 


“Oscars” were presented to George Gayou, manager of 


Shoe Fair's first 
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National Shoe Fair... 


Best Fair Yet Draws Many Buyers Planning for Biggest Spring 


Consumer Price Resistance Not Expected to Develop 


the Fair. L. E. 
the National 


Langston, Executive Vice President of 
Shoe Retailers 


Prato, the shoemaker who won fame in the $64,000 


Association, and Gino 
Question TV program. The Oscars, which are bronze 
representations of the “happy shoemaker” which has 
been adopted by the National Shoe Fair as its ofthc ial 
insignia, were presented for important contributions to 


Both L. E. 


Gayou have been associated with the Shoe Fair 


the shoe industry. Langston and George 
since 
il was first inaugurated in 1936, 

Mr. McFarland, the guest speaker at the breakfast, 
gave an inspirational and educational talk advising the 
use of skill, originality and imagination in shoe retail 
ing rather than following the ordinary pattern. He 


summed this up as “finesse.” 


Joint Press Conference 


At noon on Monday a press conference was held at 
the Morrison Hotel. The press panel consisted of John 
Gilbert Hahn, 
president of the National Shoe Retailers Association: 
Albert Wachenheim, former president of NSRA; and 
Clovis 


W. Morgan, Chairman, and retailers 


Saunders. The manufacturers’ representatives 


were Samuel Slosberg, president of the National Shoe 
Association; Jarman; and 


Manufacturers’ Maxey 


Herbert Lape, Jr. The panel was optimistic about the 


They 
that 


affect of higher prices on consumer buying. 


They 


price adjustments were long overdue and that a second 


expected little if any resistance. indicated 
adjustment would probably come next Spring because 
of the steadily increasing cost of the materials that go 
into shoes. The manufacturers and retailers on the 
panel were in general agreement and answered ques- 
tions from the press representatives present in pretty 
much the same vein. 
fashion, fit, comfort, value, 


not selling price but 


service.” 


Retail W orkshop 


Tuesday opened with a well-attended breakfast ses- 
sion at the Conrad Hilton, followed by a Retail Work- 
shop conducted by Amos Parrish and Company. In 
the workshop, six steps for better sales promotion were 
highlighted and better promotional planning was urged, 
revolving around item, institutional, brand name and 
style presentation. Retailers were advised to set a sales 
goal six months ahead, to be followed by a breakdown 


of the sales goal for each class of shoes based on sales 


November |5, 1955 


As Clovis Saunders put it, “We're 


SAMUEL L. SLOSBERG 


Vational Shoe 
{ssoctation 


President, 
Vanufacturers 


distribution for the previous year. Budgeting of promo 


tion money to reach each goal, timing for planned sales 
peaks, and planning of specifi promotion events for 
each projected sales peak were urged, The presentation 
included illustrated examples of all types of good adver 


tising. Institutional promotion suggestions stressed 


the importance of emphasis on proper fit, style, brand 


names and wear, ‘Tie-in windows, interior displays 


radio and TV promotions, traffic making events, fashion 
shows and special displays were given attention, 

An unusually large number of foreign shoe manu 
facturers were represented at the show. In addition to 
a large Italian group, there were manufacturers and 
retailers from Colombo, France, kgypt 


Turkey 


participated, From outside the continental boundaries 


Singapore, 


and other countries. English firms, of course, 


of the United States came novelties from Hawaii and 


casuals from Puerto Rico, which sells most of its shoes 
110, PLEASE 
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SHOE FAIR 


4 E ARE THE 
§ OBJECTIVES - AIMS 
® 210 associates - 











The striking 210 Associates’ display at the Shoe Fair. 
The big panels will now be shipped to other shoe 


Gino Prato, the $64,000 Question man, was given a 
and leather conventions throughout the country. 


big welcome at the Fair by representatives of Italian 
shoe manufacturers when he visited their showrooms. 


Lined up here in the Palmer House for registration IS speakers at the Friday night meeting preceding 
at the Fair, left to right: Philip Schmelkin, Sioux the opening of the Shoe Fair, left to right: Dr. Charles 
City; Lloyd M. Barnett, Los Angeles, Ed McLaughlin, A. Roberts, Sherman, Tex.; Kay Sleator, Foot Flairs, 
Philadelphia; Charles Barnett, Chicago; David Roth, Maynard, Mass.; Benjamin L. Finn, executive director; 

Dayton; and Harold Abrahamson, Brooklyn. and E. E. Dobbeck, I ptown National Bank, Chicago. 


Emil Hartman, Hartman's, St. Paul, and Arthur C. New Officers of NSTA elected at Chicago Meeting, 
liook, Hook's, Buffalo, at the “Sellorama” display left to right: Paul D, Cook, treasurer; Dick Graffis, 
sponsored by the Reconven. This was a display of second vice-president; Ray C. Randall, president; Ted 
promotion and advertising material for shoe retailers. Hinds, first vice-president; and Ed Trench, secretary. 
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Brogue Detailed Low ( 


A 
ee] 


Tue successful application of a variety of brogue 
details to the basic lower silhouette shoe has 
developed a whole family of interesting new styles 
which have brought this important type into 
favor with men who want sturdier footwear. 
Here is an excellent new treatment on a three 


eyelet blucher. In it, discreet brogue details and 


a masterfully cut, pinked and perforated circular 
seam overlay contrast with boldly wheeled welts 
and extended heel seats and somewhat 
soles, Detailed in rich black grained calf 
most unusual and effective shoe, For further 


information write Boor anp SHoe Recorper 











One section of the women’s shoe department at Gladding’s, 


Providence. The 


department extends to the right. Gladding’ s specializes in fashion shoes. 


Your Customers Won't 


G ladding’s in Providence Is the Oldest Dry Goods Store in America, but 
Its Methods Are Modern and Efficient. Philip Sheridan, Manager of 
the Shoe Department, Tells How He Keeps His Operation Profitable. 


Tw womens shoe department at 
Gladding’s. Providence, R. 1L.. has 
been deve loped into one of the most 
successful in the area. It has grown 
steadily and substantially in terms 


of gross volume, net’ profit, and 
public prestige. 

Gladding’s is a medium-sized de 
partment store majoring in) wom- 
en's and children’s fashion apparel 
and accessories. It is the oldest dry 
goods store in America, founded in 
1766. Although old in years it has 
maintained a position of distinction 
in merchandise offerings and ser 
modern, 


vice, and an attitude of 


aggressive management. The store 


is located in the downtown shop- 


70 


ping center in the city’s highest 
retail rental area. 

Kleven years ago Gladding’s ap- 
pointed Philip Sheridan manager 
of its women’s shoe business. For 
the four years previous he had been 
manager of the women’s shoe de- 
partment at the Boston Store, Provi- 
dence. Prior to coming 
operated a store of his own in 
Youngstown, Ohio, and was mana 
ver of the McKelvey Store in that 
city and the Jones Store in Kansas 
City, 

When the Boor aNnp SHoe Re- 
CORDER asked Mr. Sheridan about 
his basic policies, he gave the fol- 
of the complete 


lowing summary 


Kast, he 


store operating picture. 

“How's business? How are you 
doing? These questions or similat 
ones are asked and answered many 
times a day. The answer, if we are 
honest with ourselves, is that busi- 
ness is good on the right merchan- 
dise—right in style, color, quality, 
price and timing; business is not 
good on merchandise that is not 
right, 

“We must all realize the sobering 
truth that our customers will not 
judgment, our 
This 


hard fact that very 


buy our errors in 


mistakes, or our inefficiency. 


{ old. 


puts us on the spot. It 


is a 
definitely 
how- 


has its compensating factor 
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ever, because if our merchandise 





offerings are fashion-right, the re- 






wards can be big, for milady is 






ready and willing to buy and buy 






. and buy. 






“Fashion rightness is that state 





of being perfectly in tune with the 






: buying preferences and desires of 


the American public. It is the fac- 







tor that is selling, and will continue 






to sell, more and more of everything 





from shoes to ships, from cars to 






coats, 


“Its attainment is an ideal for 






which we must continually strive. 






It is difheult to achieve; it re- 





quires constant thought and study. 






In this matter | contend that we are 









all students. and that we must utilize 





Mr. Sheridan holds weekly or semi-weekly meetings with the 
every help and guidance available sales staff giving them complete facts about the shoes they 
to us. 1 contend that no man can are going to sell and discussing the general fashion picture. 






Buy Your Mistakes... 


declare ipso facto just what fashion 





will be. Our information must 
be 


sources, 






from a multitude of 





obtained 










“Because we in the shoe business 


must buy our merchandise so fat 






in advance of the apparel and ac- 





cessory buyers, we need more con- 





centration. study and effort. It is, 





of course, the apparel story that we 






must study, because shoes today are 






purchased primarily to go with 






clothes. Therefore, it is the. sil- 



















houette. fabrics. textures, skirt 






length, colors, ete.. that we must 


= 


—— oe 


study. It is taken for granted that 





ie 


must contact as many sources of : ; , ‘ ; ; 
Mr. Sheridan consults the Unit Control System, which tells 


e almost at a glance which shoe numbers have enough accep- 
[TURN TO PAGE 135, PLEASE | tance with the store's customers to justify re-ordering them, 


there is a pattern and trend to guide 


us to a certain degree, and that 









precedent, customs, season, ete., 






have some bearing on the matter. 










“To arrive at our answer, we 









information as possible. We must 
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Footwear for Style and Utility 


Te 


Styles for men, left to right: Metallic grey leather with tan suede stitched 
apron; Sand coloured suede step-in, punched vamp, contrasting stitched 
rand crepe sole; Blue step-in style, featuring punched and stitched apron. 


New methods of treating and tanning leather were 
effectively demonstrated at the forty-sixth British Shoe 
and Leather Fair, held in London from October third 
to seventh simultaneously with a Fashions in Footwear 
Exhibition at a London hotel. Everyone knows, of 
course, that fashion changes, and, to a great extent, 
fashionable footwear dominated both exhibitions. But 
even the fundamentals of tanning and coloring of leather 
are undergoing modifications through the application 
of scientific research to the material. 

An example of this was shown in a new patented 
“patent” leather for which it is claimed that the “patent” 
crack 


as it 


surface is almost unscratchable and will not 

however severe the usage given to it. “Rilgloss,” 
is called, is a plastic material bonded to leathers, such 
as semi-chrome, by a secret process. Its polish lasts as 


long as the leather to which it is bonded. For evening 


A pearlised lilac calf covered heel matches the imita- 
tion lace-up trim on this ivory peep-toe by Van-Dal. 


A bunch of colored fruit decorates the plastic vamp of 
this English shoe seen at the Fashion in Footwear 


exhibit. The halter back and heel are of pink kid. 


by GUY LEONARD 


British Trade Writer 


shoes and handbags the material is said to be un- 
equalled. It is further claimed that it gives its best 
results when applied to the finest leathers. 

A simple change in leather processing has produced 
something that all women who wear gloves with evening 
vowns will envy, that is, gloves which leave no dust 
behind to stain fabrics. The 
secret, or part of it, at any rate, is that contrary to 

[TURN TO PAGE 98, PLEASE | 


hands and mark dress 
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Soft new translation 
from the Italian... 
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The shoe industry is a fashion industry a seasonal 
industry. We plan and prepare months ahead, for a season 
that may last only a few weeks 

In a fast-moving fashion industry like ours, delivery 
on time really counts. If the season is good, there may 
be time for re-orders, But if a retailer gets his shoes late, 
it’s often worse than not getting them at all. We all know 
this. We search constantly for resources who can deliver 
dependable products on time . . . every time 

The shoe industry knows that Wilner quality 
the lightest, finest, Eastern White Pine, kiln dried under 
rigid electronic control and machined to within fifteen 
thousandths of an inch means fewer manutacturing 
delays due to cripples and poor fitting 

And Wilner’s control over every operation from our 
own forests through our own trailers to your door, means 
dependable deliveries always 


' % 
Worlds Largest Manufacturer of Wedge Heels ilner 


WOOD PRODUCTS CO. 





NORWAY, MAINE * NORWAY 480 ° ST. LOUIS OFFICE - 410 NORTH FOURTH STREET - CHESTNUT 1-0927 
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JACK M. SCHIFF 


New flighs Ahead for Spring 


by JACK M. SCHIFF 


President, National 


{ssociation of Shoe 


Chain Stores; Co-Chairman, Popular Price 
Shoe Show of America. 


Wirn 1955 an all-time 


and in sales of footwear, the popular price shoe industry 


record year in’ production 
anticipates it will prove a springboard for continued 
the first half of 1956. Manu 


facturers and retailers of popular priced shoes expect 


high level activity in 


both production and retail sales in the first six months 
of next year to equal the high levels of the first half 
of 1955. They feel this 


popular price lines because of the great expansion in 


will be particularly true of 


style, color, materials. and other salable factors in the 
be offered 
they 


merchandise which will consumers. Chain 


store retailers are confident can maintain, of 


perhaps add slightly to volume. They are not naively 
optimistic and do not anticipate that every week will 
very high level 


rreat increases over 


continue to show g 


figures of spring 55 but do have every reason to expect 


November 15, 1955 


that population vrowth and even more attractive met 


chandise cannot help but thei 


market 


‘ <pand the PA) of 


Buying and mere handising plans lor next spring were 


made early this year, The two factors of better than 


Fall 


facturing costs prompted retailers 


expected early retail sales and tiflening manu 


to blue print their 


Dhese 


particularly on footwear 


next years programs earlier than ever were 


translated into earlier buying 


with minimum style characteristics which in turn is 


contributing to the record production rate. Inventories 


in retailers’ hands are in line with the rate of sales 


They are probably five percent to ten percent higher 
than a year ago at this time but this increase in stock 
investment will not be a deterrent to retail order placing 
LO’ 


[TURN TO PAGI PLEASH 





Fashion, PPSSA Predict 


Highlights of the Fashion Indications That Will Be Emphasized 


for the Coming Season at the PPSSA Fashion Breakfast Session. 


As in previous PPSSA shows, the coming season's 
new shoe fashions in the popular price field will be 
given the full and complete treatment. There will 
be a variation this time, however. Instead of a 
fashion show with live models to exhibit the new 
styles, there will be an 8.00 A.M. breakfast session 
in the Grand Ballroom of the Hotel New Yorker 
on November 28th, at which Bettina Ballard, for- 
mer fashion editor of Vogue, will give a compre- 
hensive review of fashions as created by the con- 
tinental couturiers and the translation and 
importance of these designs in American shoes and 
apparel, Doris A, Weston, Fashion Director, and 
Helen Joseph, Shoe Coordinator for PPSSA, will 
conduct the balance of the program, These fashion 
authorities believe that two trends will be dominant 
in the women’s and children’s shoe field for Spring- 
Summer 1956 .. . the CASUAL AMERICAN 
LOOK and the FAR EASTERN influence——and will 
indicate why and how. 

They will emphasize the shoe silhouettes they 


anticipate will influence the consumers in the 





lor Spring-Summer 96 


» 


season just ahead: “Clings will continue as the No 
| Sandal. However, there has been a gradual 
return to favor of the sling base, cut low on the 
sides or sometimes with open shank on one side 
closed on the other. Due to increased customer 
demand for opened up, light looking shoes, sandal 
ized stripping and banded types are expected to 
start early and carry over for Summer. The popu 
larity of patent and luster leathers, which lend 
themselves to these types, gives added importance 
to this category. 


“Backless patterns are seen retaining their 


position, Closed pumps, delicately treated and 


trimmed, will maintain their position of importance 
The sweater pump, in new detailing, continues an 
important shoe in both closed and open toe 
“Combination spectators and tailored pumps 
with spectator detailing (fine pinking, perfing, ete.) 
[TURN TO PAGE 96, PLEASE 





We’re showing these 4 great children’s lines NOW! 


And we're placing them on an agency basis in better _ plenty of sales-building changes in all 4 lines. Watch for 
stores everywhere. them, work with them and get set for a bigger Spring "56. 
Our men are on the road now with new styles and Terms 5%—30 days f.o.b., Reading, Pa. 


FINE QUALITY CHILDREN’S SHOES SINCE 1882 


Curtis Stephens Embry Co.,lInc. 


Reading, Pennsylvania 


SAMPLES IN: 
Room 411, Marbridge Bldg., 47 W. 34th St., New York City 
Room 919, Haas Bldg., 219 W. 7th St., Los Angeles, Calif. 
















PPSSA 












A. W. BERKOWITZ 


President, New England Shoe and 
Leather Association 





completing the most successful year 
in its history, and planning for even 
greater production and sales goals 
in 1956, will make the 15th Popular 
Show of 

27-December 1, 
Under the 


Price Shoe America. 


November another 
record-breaking event. 


joint sponsorship of the National 


Association of Shoe Chain Stores 
and the New England Shoe and 
Leather Association, the semi 


annual market week is expected to 
attract the largest number of exhi- 
bitors using the greatest amount of 
display space at any Spring event. 

Retail sales and production of 


half of this 


year have exceeded all expectations. 


shoes in the second 
Instead of a down trend this Fall as 
had been predicted, production has 
continued to roll ahead of last 


years figures and will set an all- 


around 
this 


background and in recognition of 


time record of somewhere 


580 million pairs. Against 


November 1/5, 1955 


Tue popular price shoe industry, 






To Play Vital Spring Role 


Fifteenth Semi-Annual Show More Important than Ever 


stiffening wholesale shoe costs and 





an early Easter, retailers began 
planning their Spring operations 
and buying some of their 1956 
requirements considerably earliet 






















MYER SAXE 
Co-Chairman, Fashion Program 
Commitee 


than they did a year ago. This was 


e 


particularly true in regard to 


staple merchandise. In shoes where 
material and com 


color. pattern 


ponents were particularly impor 
tant. buyers have either held off o1 
made commitments only on total 
pairage, leaving details open. Thus 
the PPSSA will take on a vital role 
in giving buyers and producers an 
opportunity to determine — style 
specifications on a significant por 
tion of their businesses, the success 
often 


profit or loss results of the entire 


of which determines the 


season, 





for Buyers Because of Fashion and Price Problems. 








mentioned fashion 


Phe 


area of the popular price business 


above 





has expanded to unprecedented 


dimensions. Categories of footwear 


which int previous years were 


thought of as “staples” are influen 


ed by color, materials and patterns 
as never before, Retailers and buy 
ers will find) popular price lines 
offering a range of styles that will 


ability. The 


change has ac 


tax their merchandising 
pace of fashion 


celerated and the role of new stvles 

















ALFRED L. MORSE 


Cot hairman 


} ashion Pr ogram 


Committee 


in creating extra pair purchases is 


understood as it never has been 


This 


inventory 


requires retailers to expand 
and to maxi 
able 


to specify new merchandise at the 


investment 


mize their flexibility so as to be 


latest possible lime 


rURN TO PAGE 96, PLEASE | 
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Hotel New Yorker unless 
Hotel McAlpin Specified 
COMPANY ROOM NUMBER 


1173-1174 
1041 


Accurate Shoe Corp. 
Ace Footwear, Inc. 
Acme Boot Manufacturing Company, 

Inc. 1145-1146 
Adams Bros. Inc. McAlpin 516 
Addison Footwear, Inc., John 544-545 
Air-O-Magic Div. H. C. Godman Co. 632 
Air Tred Shoes Corp. McAlpin 310-312 
Alberts Shoe Co. 534 
Alert Shoe Corporation 608 
Allan Shoe Mfg. Co., Inc 1563 
Allen Shoe Co., Inc. 725-726 
Allure Shoe Corp. McAlpin 651 
Alrose Shoe Co., Inc. 820 
Alsam Shoe Mfc. Co. 639 
Altschul, Inc., Julius McAlpin 519-521 
Ambassador Shoe Co., Inc. 721-722 
American Biltrite Rubber Co. 1442-1443 
American Girl Shoe Co. 

McAlpin Colonial Room 
American Juniors Shoe Co., Inc. 
McAlpin 506-507-508-510 
American Maid Footwear, Inc. 
1049-1060-1061-1062 
917 
980 
1553 
505 


American Shoemaking 
Angel Shoes 
Anglo-American Agencies Corp. 
Anwelt Shoe Mfg. Co. 
Apt Shoe Mfg. Co. (Aptitudes) 
McAlpin 402-404-406 
Armstrong-Norwalk Rubber Corp., The 
1445-1446 
McAlpin 421 
516-517 
1014 
1125 
1187 


Arthur Murray Footweor 

Ascutney Shoe Corp. 

Atkinson Shoe Corp. 

Atlas Footwear Corp. 

Atlas Shoe Mfg. Company, Inc 

Auburn Maid Footwear, Inc. 
1052-1053-1054-1055-1057-1058-1059 

Auerbach Shoe Co. Suite 2600 

Ayers Shoe Corp. 1506 


1245-1246 
Suite 2916-2917 


B & B Shoe Co. 
B & C Shoe Co. 


80 


mA aia’ RA 
oo 


SPRING LIN 


COMPANY ROOM NUMBER 


B & W Footwear Co., inc. 
Bachman Shoes, Inc. 
Badorf Shoe Co., Inc. 
Badorf Shoe Co. 
Bali Footwear, Inc. 
Bambi Footwear, Inc. 
Bambo Shoe Manufacturing Co., 

Div. of Pierce Shoe Mfg. Co. 
Bancroft Shoe Mfg. Corp. 
Bangor Shoe Mfg. Co., Inc. 
Banner Slipper Co 
Barclay Shoe Corp. 
Barcy Shoe Co., Inc. 
Baris Shoe Co. 1619-1626 
Barr & Bloomfield Shoe Co. 960-961-962 
Barre Footwear Co. Suite 2029-2030-2031 
Barry Mfg. Co. 1085 
Bartley, Inc. 1150-1151-1152 
Bata Shoe Co., Inc. 1260-1261-1262 
Bay Bee Shoe Co. 1068-1069 
Beacon Shoe Co. McAlpin 653 
Beacon Shoe Mfg. Corp. 1543 
Beaudin Shoe Company, L. E. 614-615 
Beckerman & Sons, Inc., M. 831-839 
Bedford Shoe Co. 650 
Bedford Shoe Corp. McAlpin 621 
Bee-Bee Shoe Co. 929-930-931 
Beford Shoe, Inc., A. J. 631 
Belfast Shoe Co. Suite 3110-3111-3112-3114 
Belgrade Shoe Company 

McAlpin Green Room 

Ben & Sally Dance Footwear Inc. 1105 
Bender Shoe Co. 1572 
Bendottie Footwear Corp. 1504 
Benson Shoe Company 907-908 
Berco Shoe, Inc. 727-728 
Berned Shoe Co. 970 
Bernie Shoe Co. 834 
Beverly Shoe Co., Inc. Suite 2366-2367 
Bickford Shoes, Inc. 734 
Billie Shoe Co., Inc. 730 
Bing Bow Company McAlpin 452 
Bird & Son, Inc. 1006 
Blossom Footwear, Inc. 1448 
Blue Bonnet Shoe Co. 807 
Bluewater Shoe Co., Ltd. 1404 


721-722 
1536-1539 
1505 
1506 

804 
1121-1124 


1160 
1566 
742 
618-619 
808-809 
Suite 2622-2623-2624 


ROOM NUMBER 


921-924 

McAlpin 446-448 
967 

McAlpin 445-447 
5th Floor Lounge 
647 

701-702 
1150-1151-1152 
723 

Suite 2744-2745 


COMPANY 


Bobby Beck, Inc. 

Bolero Shoe Co. 

Bolita Ballets Inc. 
Ben-Tell Footwear Corp. 
Boot and Shoe Recorder 
Boot-ster Mfg. Co., Inc. 
Bourque Shoe Co., Inc. 
Boyertown Shoe Corporation 
Braga Shoe Co., Inc. 
Breed Sandal Co., Inc. 
Breeze Products, 

Div. U. S. Foot Appliance Corp. 
Bridgewater Workers Co-op Assn. Inc. 
Brilliant Brothers Co. 

Bristol Manufacturing Corporation 
1239-1240-1241 
Broitman-Gaffin Shoes, 1673-1674 
Brown Shoe Co., David 1648-1649 
Brown Shoe Company, Inc., H. H. 535-536-537 
Bruce Shoe Co., Inc. 821-822 
Burq Co., A. S. 1045-1046 
Burlington County Shoe Corp. 1119 
Burns Shoe Mfg. Co., Inc. McAlpin 429 
Buskens, Division of BGS Shoe Corpora- 
McAlpin Crystal Room 


905 
503 
1641 


Inc. 


tion 


1070 
629-630 


C. & S. Shoe Co., Inc. 
Cambridge Rubber Company 
Cambridge Rubber Company— 
Vul Cork Division 
Camitta Shoe Co. 
Camitta & Sons, Sam 
Campus Shoe Mfg. Co., Inc... 
Candy Kid Shoes 
Cangemi Coeds Div. Tober Saifer 
Shoe Mfq. Co. McAlpin 628 
Capers Ballet 919 
Capitol Shoe Mfg. Corp. 906 
Capitol Slipper Corporation 922-923 
Caprice Imports, Inc. 1582 
Cardone & Baker, Inc. McAlpin 428 
Career Girl Shoes, Inc. Suite 2211-2212 
Caribbean Modes, Inc. 1005-1017-1018 
Caribe Shoe Corp. 603 
Casa Dante Footwear McAlpin 429 
Casten Shoe Co., Inc. 851 


638 
1654-1655 
1620-1625 

973 

603 
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American Casual, Oriental and Far Eastern Influences Are 


Strong in the Lines to Be Shown at Hotels New Yorker and 


COMPANY 


Caswell Shoes, Inc. 
Caughey Footwear, Inc. 
Central Shoe Mfg. Co., Inc. 
Central Slipper Co. 
Charing Cross Shoes 

Charm Footwear Co., The 
Chelmsford Shoe Co. 
Chesapeake Shoe Mfg. Co. 
Cinderella Shoe Co. 


McAlpin, November 28 Through December 1. 


ROOM NUMBER 
McAlpin Suite 895-897 


Suite 2247-2248-2250 


McAlpin 631 
1503 

1165 

Suite 2070 
1466 
1529-1530-1531 
1019-1026 


Citations—Somersworth Manufacturing 


Co., Inc. 
Claff & Sons, Inc., M. B. 
Clark Shoe Company 


McAlpin 300-301-302 


947-963 


McAlpin 362-364-366-368 


Classical Girl Shoe Co. 
Clickie's, Inc. 

Clinic Shoemakers 

Clover Leaf Novelty Co. 
Clover Shoe Mfg. Co., Inc. 
Co-Ed Shoe Mfg. Co., Inc. 
Cohen & Sons, Inc, |. 

Cole Company, B. E 


McAlpin 573-575 


1627 


McAlpin 522 


1127 


McAlpin 568 


816 
1638 


Suite 3332-3333 


Cole Company, B. E.—Tiffany Originals 
McAlpin 451-453 


Colonial Footwear Corp. 
Columbia Novelty Slipper Co. 
Comet Shoe Mfg. Corp. 
Comfort Products Co. 
Comfort Sandal Mfg. Co., Inc. 
Comfort Slipper Corp. 
Companion-ettes Shoe 
Confetti Division, 

Brauer Bros. Shoe Co. 


Connolly Shoe Co. 


Connors & Hoffmann Footwear, Inc. 


1431 
1252 

646 
1003 
1107 


735-736-737 
Suite 2070 


McAlpin 654 


1584 


Suite 2466-2467 


Continental Casuals, Inc. 
Continental Footwear, Inc. 
Converse Rubber Co. 
Coon Co., W. B. 

Copley Shoe Co. 


November 15, 1955 


1580-1581 


1436 


1439-1440-1441 
McAlpin 602-604 
Suite 3011-3012 


COMPANY ROOM NUMBER 
Corcoran Shoe Co., Joseph F 531 
Coronet Footwear, Inc. McAlpin 614 
Cosmos Footwear Corporation 604-605-606 


Cotillion Footwear McAlpin Suite 995-997 
Craft Shoe Mfg. Co. McAlpin 437-439 
Crest Shoe Company 712 


Criterion Footwear, Inc. 1065-1072 
Culver Mfg. Co., Inc. McAlpin 545-547 
Cumberland Shoe Co McAlpin 553 
Curtis Shoe Co. of Texas 1520-1525 


Cushionized Shoes 850 


Cushman Company, Charles 711-714-715 
Daniels Mfg. Co., Inc. 1487 
Danvers Shoe Co 1577 
Dartmouth Shoe Co Suite 2529-2531-2532 
David Shoe Co., Inc 1027 
Davis Shoe Co., H. E. 510 
Dean-Morris Shoe Co., Inc 1571 
Dean Vail Corp. 1242 
Debbie Footwear Co., Inc. 1024 


Deevers Shoe Co. 
DeMarco Shoe Co., Inc. 
McAlpin Suite 1092-1094 
DeMilo Footwear Co., Inc. 
Suite 2607-2608-2609 


McAlpin 431-433 


Desco Shoe Corporation 642-643 
Diamond Shoe Corporation 506-507 
Diane Footwear 1122-1123 
Dine Shoe Corporation 842 
Dolly Novelty Shoe Co 651 
Dolmode McAlpin 460-46! 
Dominic Rao Originals McAlpin 621 
Dominion Shoe Co. 548-549-550 


Dori Shoe Co., Inc. 
Dover Shoe Mfg. Co. 


McAlpin 408-410 
Suite 2347-2348-2350 


Dual Fabricators Corp. 1263 
Dunn and McCarthy, Inc. McAlpin 665 
Durable Shoe Co., Inc. 1527 


E-Z Footwear Corporation 
Suite 4016-4017-4018 





COMPANY ROOM NUMBER 
Eagle Shoe Mfg. Company, Inc. 527-528 
Eagle Shoe & Slipper Mfg. Corp... 1540-1541 
Eaton Shoe Co., Charles A 508 


Eby Shoe Corp. McAlpin 523-525 
Ed White Junior Shoe Company 

McAlpin 502-504 
Edmor Shoe Manufacturing Company 1528 
Edwards & Co., J McAlpin 518-520 


Elegant Footwear Co 1221 
Elf-Eez by Jayrich 904 
Elfskin Corp. 1064 
Elite Shoe Co Suite 3037-3038-3039 
Ellen Shoe Co 1205 


Em Jay Originals Inc McAlpin 464 
Emons Shoe Company 518-519 
Empire Shoe Mfg. Co 1547 
Empire Specialty Footwear Co 


North Ballroom 


Endicott Johnson Corp. of Mass Parlor G 
Enna Jettick Shoes, Inc McAlpin 661 663 
Epstein & Cooper Sales Co. 1206-1207 


Esquire Boot Polish 945-8th fl. lounge 
Esquire Slipper Mfg. Co., Inc 524 
Evy Footwear Co. 1129-1130-1131-1133-1134 
Fairchild Publications bth Floor Lounge 
Faith Shoe Company, Inc 1136-1137 
Fashion-Bilt Shoe Co 634-635 
Favorite Footwear Inc 1028 


Federal Leather Co. 1154-1155 
Fein & Glass, Inc. 620-621 
Fenton Shoe Corp 731 
Fine Craft Slipper Co 1207 


First National Bank of Boston 

Factoring Div McAlpin Suite 1390 
Footwear Co 1544 
Suite 3916-3917-3918 
McAlpin 467-469 
Suite 2429-31-32 

McAlpin 314 
PLEASE | 


Five Star 
Five Star Shoe Co., Inc 
Flautt Shoe Co., Inc., John 
Fleisher Shoe Sales Corp 
Flexmor In-Stock Division 


{TURN TO PAGR 92, 








Does your present *9.95 - *12.95 shoe line 
have all these powerful Yorktown advantages ? 


nationally advertised in 


LIFE and ESQUIRE 


...and all 


Style 413 
Black 


Style 414 





98 in-stock men’s styles . . . dominant values at $9.95- 
$12.95 retail. 

Air-Tred air-cushion shock-absorber shoes at $10.95- 
$11.95 retail. 

Big-repeating leather-covered cushion insole shoes at 
$11.95-$12.95 retail. 

Boys’ shoes made with men's shoe superiorities at $7.95- 
$8.95 retail. 

Pueblos hand-sewn true mocs finest in their price range at 


$10.95-$12.95 retail. 


backed by an IN-STOCK Service 
that really delivers! 


Write now for catalog or for salesman to call 


GARDINER SHOE CO., INC. 


MAIN OFFICE, FACTORY AND IN-STOCK DEPARTMENT 
GARDINER, MAINE 


NEW YORK SALES OFFICE: Marbridge Bldg., 47 W. 34th St. 


FAR WESTERN DISTRIBUTORS: Solnit Shoe Co., Los Angeles 
Buckingham & Hecht, San Francisco 
. MAR ERIN #, 


at P.P.S.S.A.— Hotel New Yorker 


ROOMS 501-502 - 552-553 + Nov. 27-Dec. 1 


Megs 3 Fp - RTS. 5 aS i 2 RE: — 
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What's Wrongs with Shoe Selling? 


... And How to Make It Right 


CHAPTER IX 


Records and Survival Tips 


Tue easiest way to make records serve you is to see 
that every one who comes into contact with them, o1 
handles any part of the work, understands their im 
portance, When the salespeople understand how the 
stubs influence both current and future buying, th 
stubs become a part of their potential take home pay. 
Then taking time to pull the stub or to make out is not 
just one more time and energy consuming action but 
cooperation that helps to protect their future earnings. 
\nd if vou wish to get maximum cooperation, it is 
that 


thoroughly drilled on the classification letters, and also 


your have been 


responsibility to see to it they 
have a printed list easily accessible at the wrapping 
area, 

The section manager should be given an explanation 
of why it is important to you to know what kind of an 
adjustment was given to the customer. Explain to the 
floor person just what is considered a factory damaged 
shoe, It is some condition which affects the wear, the 
fit or the finish of 


noticed by the inspector at the factory. And since the 


the shoe which should have been 
fault was at the production level it is the manufacturer's 
responsibility to allow credit with the return of the 
goods, But by the same token a fair buyer will not ask 
credit for merchandise on which the customer has been 
allowed an adjustment for reasons other than factory 
damage. If the customer was allowed an adjustment 
on the grounds that the shoe was improperly fitted, or 
did not wear as well as she anticipated, that is a policy 
adjustment and the department must assume any loss. 
But in order for the buyer to follow through. it takes 


replacement made,” 


only a minute for the person to write a note 


“misfit “factory damaged,” “dis 


satisfied with wear $2.00 allowed on new pair,” 


“customer unhappy—full credit allowed,” and put the 
note with the shoes, held together with a rubber band, 
so the information will not be lost. But if the person 
does not understand why the information is important 
to you, to him or her, it is just one more time and 
energy consuming detail. Always remember you have 
spent 5-10-15-20 or even twenty five years accumulating 
all the things you know about merchandising and the 
shoe business, but the majority of people working with 
you are comparatively newcomers. Yes, | know, just 
when you had a floor person who had learned all the 
right answers, the person was transferred to another 
area and now you are starting all over with a new one. 
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by M. GRACE CRONE 
But if you will stop and think you will reeall that we 
said training is a never ending job. 

kor example, let’s dise uss the person who keeps yout 
stock work oul 


of a central pool) and the many litthe ways that she 


control records, (particularly if you 


can he ol assistance to you, To her the pages can hve 
just sheets in a book with numbers on them and each 
day she takes the stubs that have corresponding num 
Frankly, in 
boring job. But 
I irst, 


your 


hers matching the sheets and enters them 


my estimation this could be a very 
you can make those sheets come alive for het 
by explaining to her as you do to salespeopl 


classification break-down, so that when she sees a stub 


or control sheet marked (for example Fa S$) she knows 
time you buy a 


ii is an arch shoe in blue suede. Any 


particularly cones rned 


Phat is her key to 


shor 


piece of merchandise you are 
about. flag the sheet with a red tab 


help you watch the activity of the Invite yout 
stock record virl to the meeting with yout salespeople 
introducing new merchandise, Of course you can always 
check the record yourself for information, but why not 
stock record girl feel that she is 
You 


taking an unfair advantage of het 


let your in important 


part of your operation. may feel that you are 


when you ask her 
you but what's unfair about 


You 


records 


to do these little things for 


making a person feel will end up 


the best 


possible to have. allowing for all the human variations 


important ¢ 


having the most accurate that it is 


that enter the picture 

We all want to be important and feel that we are 
some one pretty spec ial, and this brings us to the most 
They 
words 
Please ind 


like 


vling participle I want them, every time they are 


mmportant words in any language have been 


called by some authorities “the magi fo ome 


are the basis of all human relations 


thank you.” But | do not want them used a dan 


used 
to have an inflection all their own, befitting the occasion 
that has its 


| want them said with a smile own parti 


ular significance. Every time you use these two words 
make them not just lip service, but something very 
And they 
you make 


And if you 


them to 


special for the person who receives them 


should be used for every special request from 
stock person to the president of the firm 
feel you have a shortage of these words, give 
the people who work with you and forget the people 


| 


| PLEASE | 


{TURN TO PAGE 137 
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Win one of these important awards 
by promoting Brand Names throughout 1955! 
Write for entry blank today. On this 
form you will simply outline what advertising, 
publicity and promotion you are doing 
to tie-in with Brand Names. Or you may 
simply project your plans for 1955—tell us what you plan to do. 
The entrants selected as finalists will be invited 
to prepare a formal presentation later. 
It is easy to enter. It's fun. It's profitable. 
Winning a Brand Names Plaque or Brand Names Certificate 
is worth prestige and money to you. 
Enter the 1955 Brand Name Retailer-of-the Year Competition today. 


BRAND NAMES FOUNDATION, incorporated 
37 West 57th Street, New York 19, N. Y. 


Please send me an entry form for the 1955 Brand Name 
Retailer-of-the-Year Competition, and a copy of the free booklet 
“How Brand Names Help Build A More Profitable Business.” 
FREE! Send for the booklet 
‘How Brand Names Help Build 


A More Profitable Business. ’’ 
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BOSTON REPORTS 
INCREASE IN PUMPS 


Most shoe stores and departments 


in Boston report having done a 
slightly better business in October of 
this year than in the same month of 
last year, and are looking forward to 
a fairly good Winter season. There 
has been a decrease, however, in the 
sale of the lighter colors and a more 
than perceptible increase in the sale 
of black and brown. There has also 
been noted a steady pick-up in the 
demand for evening slippers io be 
formals at the many so 


getting 


worn with 


ciety functions just under 
way. 

The Walsh Shoe 
Street, which has celebrating 


its fiftieth black 


suede the leading material, mostly in 


Shop on Arch 
been 
anniversary, finds 
pump types although opened-up shoes 
continue to be popular. In more basic 
types, gray suede oxfords with open 
toes and vamp decorations have been 
selling fairly well. 

It's pump types, too, at Filene’s, 
some with V-throats and some with 

throat 
some in 


the conventionally rounded 
line, but both in black 

suede leather and others in smooth 
calf. 


however, in flats and slip-on types 


Colors have been selling well, 


green, red, brown, tan and gray. 
Bonwit-Teller, in the Back Bay 
area, reports having sold more pump 
types than ever before although open 
shoes have also sold well, Colors are 
black, brown and red in that order. 
Evening slippers are beginning to be 
called for, it was said. 
Winter 


been promoting black heavily, show 


Conrad’s, on Street, have 
ing both closed and open types in 


black black 


and black and gray combined in their 


suede, smooth leather 


higher grade line. These come with 
high, slender heels. In the more con 
servative line, black, brown and red 
have been found to be in the lead. 
The Tremont Street Walk-Over 
store also finds an increasing demand 
for black, 


demand for colors. 


following the earlier Fall 
Best 


suede and 


sellers are 


pump types in smooth 
Jeathers. 
sell well to 
blue, gray, black and brown 


Wilbar’s, 


Here, too, flats continue to 


younger customers in 


recently had a 


near by, 


November |5, 1955 


than that 
Both plain 


larger showing of colors 
seen in most other stores 
and decorated pumps were promoted 
heavily in such colors as avocado, 


reddish 


Many carried artistic throat and vamp 


brown, gray and pure red 
ornaments. 

The Kays-Newport store, at the cor 
ner of Tremont and Boylston Streets 
has been having success with a pro 
motion of polished alligator pumps 
and slingbacks in brown and in tan 


heels 


report an in 


These carried midway 
Men’s 


creasing demand for the heavier types 


shoe stores 


always sold in Boston as Winter ap 
October 


somewhat 


proaches figures, however, 


have been disappointing, 
just about equaling those of last year 
although the Fall season had opened 


with high hopes for a good increas 


m * ” 


NEW STYLES INTEREST 
NEW YORK WOMEN 


THE shoe retailing picture in New 
York hasn't altered in these past few 
Merchants 


ness is good and that customer re 


weeks, report that’ busi 

sponse continues to be satisfactory 
In the 

there are definite indications of ac 


women's shoe category 
ceptance and preterence of many of 
There is an active 
leathers, 


heels, ornamentation, et As 


the new. styles 


interest in the silhouettes, 
colors. 


RecA 


Howard Payne Hv. 


points the way 


“ 
our wonderful tall 
thee ser 


Three imperiant 
chapters te this story 


Heels, fabrics and colors tell a three 
point story for Julius Garfinckel & 
Co., Washington, D.C. 


for color. red suede (scarlet o1 
Basque) continues to be important 
occasionally — in 


mostly in suede 


smooth leathers. Combinations of col 
ors are also selling well—red with 


black, black, et 


There is a good deal of interest in 


brown with 


shoes that go with the tweed clothes 
0 popular this season, especially the 
textured leathers such as the shrunken 
Smooth aniline calfs 


rains, llamas 


in the middle tones of brown, are also 
Merchants indicate that 


vinylite continues to get unusual ac 


selling well 


ceptance from consumers. There i 


quick and active turnover and re 
tailers report they don't keep them in 
stock very long. 
The “after 
coming a most important sales maker 
in black matte kid or calf, trimmed 


with black satin and with rhinestone, 


dark shoe 18 fast be 


glass or self heel. Brilliants or jet as 
ornamentation on black suede add up 
to a gala and popular after five shoe 

Heel 
lion and there is 


the 17/8 and 18/8 heels, 


continue to be a considera 
enormous interest in 
espe ially 
leather 


in the very thin, curved, 


stacked heels in these heights. 
Altogether, 


been selling well and merchants are 


women’s shoes have 


optimistic that this acceptance of the 
new styles will continue 
Retailers of men’s shoes indicate a 


satisfactory and steady selling situa 


tion and the same applies to chil 


dre n’s shoes 
* . 


SAN FRANCISCO SALES 
MOVING UP 
Fai L. retail sales are 


pace in San Francisco 


starting off at 
an excellent 


and shoe retailers are frankly opti 


mistic as they report sales increases 


of from five to fifteen per cent over 
the month of October for last year 


Several factors are contributing to 


the bright sales picture Employ 


ment is continuing at a high level 


and the influx of new residents i 


el 


continuing throughout this area 


eral hundred new homes are being 


completed each month in the outlyin 


uburban district ind they are being 


occupied as fast as they are read 


number of ney 


for occupancy \ 


housing project have 


million dollar 


heen started recentl ind othe 
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in prospect. Some of them have their 


own shopping centers, and San Fran 
cisco merchants are opening branch 


tores in many of them. However, 


downtown merchants consider all of 


these new home owners as prospective 


customers, and heavy advertising cam 


paigns are being directed to attract 


them to the downtown shopping 
areas 

Shoe merchants report that almost 
all types of shoes are moving well. 


Macy's and Bros 


making a special appeal to the cam 


Roos have been 
pus trade with saddles in a variety of 
colors to match sweaters, skirts and 
are all priced at $8.95 

With the opening of the opera and 
Fall theatre 


an increare 


dresses, These 
season, there has been 
in the sales of dress foot 
brackets 


Liebes 


wear in the priced 
Typical of these is the H 
showing of black suede shell pumps 
$22.95. and the 
bareback swing strap numbers at the 
City of Paris at $18.95 

I, Magnin & Co 


with 


higher 
with spike heels at 


topped the price 


scale some beautiful imported 
suede pumps from France at $49.95, 


and an alligator pump at $125 
* ¥ * 


BLACK SUEDE BEST 
IN TWIN CITIES 
Minneapolis 


BUSINESS has 


slower 


been somewhat 
although still good. Sales in 
the week October 15 


were two per cent under a year ago, 


which ended 
according to the Federal Reserve 
bank of Minneapolis. 


and there is much interest evidenced 


Trafh is good 


in looking over shoe displays of new 
offerings. It is expected that heavier 
buying of women’s shoes will begin 
shortly now that back-to-school pur 
chases are out of the way 

featured in 


Suede is a_ favorite, 


black and navy for daytime and eve 
Calf is 


good movement in high fashion stores 


ning second and there is 


of alligators. Browns are moving up, 


navy is in demand but black is the 


86 


y 


)) a) ane | f 
ay) yt \ 6| \( 
Yes 


ae 


John Wanamaker, Philadelphia, plays 
a fashion is fun theme for these smart 
little shoes by Pappagallo. 





colors which 


Other 


give good promise of sale are smoke 


leading shade. 
gray, beige and green. There is some 
movement in red. 

Trims are very important. Jet or 


rhinestone decoration, braid trim, 


buckles, 


terest to 


buttons and bows draw in- 


shoes whose characteristic 
is daintiness and femininity. 

Powers offered glove-stitch trim on 
soft calfskin for street wear. In these, 
comfort was stressed with low and 
medium heels in oxfords and pumps. 
Colors were black, briarwood or red, 
$16.95. Walk-Over fea- 


tured tailored flats in novelty leather, 


selling for 


grained, with matching handbags in 
pecan, a new shade, and in black, 
selling at $12.95 for shoes and $12.00 
plus tax for bags. Napier offered alli- 
gator in brown or black with match- 
ing bag, in smart selling at 
$29.95 for shoes and $25.00 and up 


for bags. C. M 


daytime shoes in calf 


pumps, 


Stendal played up 
at $17.95, in a 
variety of colors among which was 
mosstone green. 

The suede theme is carried out in 
dress shoes which are shown in ex- 
soft, 


and with 


tremely supple suede, low-cut 
high gracefully tapered 
Maurice L. Rothschild-Young- 
Quinlan showed very slim suede san- 
black, 


high narrow heels, selling at $22.95 
and $24.95. 


heels. 


dals in navy or brown with 


Saint Paul 


THE 


marked by extensive sales, store-wide, 


business picture has been 
featured in department stores, which 
have brought heavy traffic to the loop 
Shoe departments have offered 


new Fall 


area 


excellent values in shoes 


and newspaper advertising has been 


high Shoes have been tied-in with 


color schemes in fashion promotions 
and in daytime and evening costume 
promotions. Field-Schlick offered its 
stock of shoes in 


entire women s 


; 


PAR 
" 


dressy and street styles at 15 per cent 
off to celebrate an anniversary sale. 
“Colden 


promotion 


Schuneman’s featured the 


Touch” in fashions in a 
which included shoes in clear vinylite 
with glitter bow and luster calf heel 
in cinnamon brown, black or grey. 


Both 


stores are 


department stores and shoe 


tieing-in handbags more 
strongly than usual to gain this extra 
sale with a shoe purchase and have 
had good results. 

Street 


black 


Brown calf 


shoes in suede are 


strongest sellers. is also 
selling well. Newman’s offered softees 
at a special value with fringed vamp 
in tan, beige, charcoal and red. Bes- 
den-Kennedy featured 
necklace of stretchable 
for good fit, in black suede or roasted 
chestnut calf, selling at $16.95. Mau- 
Rothschild offered pumps 
with stretch-collar at $10.95 in pol 
ished calf in black, navy and 


red. 


pumps Ww ith a 


fancy braid 


rice L.. 


cognac, 


little shoe 


decoration. The 


Evening sandals have 


but are strong on 
Emporium featured navy pearl luster 
in T-straps and green pearl in halter 
$19.95. Straps 
braid trim, rhinestones and jet, per- 


Many 


evening shoes have covered toes with 


straps, selling at 


forated bindings, are all good. 


open heels. 


” # v 


CHICAGO RETAILERS 
WELCOME SHOE FAIR 


A WELCOME to visiting shoe men 
and special recognition of The Na- 
Shoe Fair was the 


downtown and 


tional theme of 


most some outlying 
shoe retailers and departments at the 
end of October. Windows, 
displays, special 
and advertising were used. Several 
newspapers also took this 
[TURN TO PAGE 88, PLEASE] 


interior 
promotional events 


Chicago 
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MADE FOR SERVICE . 


King Bee 
MEN'S 
SLIPPERS 


AND 


SANDALS 


ADD A TOUCH OF SPICE, A DASH OF 
MAGIC! EXTRA SALES HANDED YOU 
ON A PLATTER ARE YOURS WHEN 
YOU STOCK, DISPLAY AND SELL ‘ ; 
KING BEE! MIGHTY HARD TO RESIST pe SEE KING BEE AT THE 
ARE THE STYLING, QUALITY WORK. og 

MANSHIP AND DARING USE OF MA. = POPULAR PRICED SHOW 
TERIALS FOUND IN THESE TRULY 
HANDSOME SLIPPERS AND SANDALS. 
KING BEE SLIPPERS FEATURE BILTRITE 
NUR-O-CEL WHISPER LIGHT SOLES 
AND BILTRITE NURON CREPE SOLES, 


HOTEL McALPIN 


RED ROOM 


KINGS FOOTWEAR COMPANY @® 47 WEST 34TH STREET, NEW YORK CITY 
7 


MEN’S AND BOYS’ DIVISION OF HONEYBUGS, INC. 


November 1|5, 1955 
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occasion for special footwear style 
sections 


The 


and 


unusually heavy advertising 


large window display area 
brought good traflic to the stores and 
found consumers in a buying 


Most of the 


sized their wide range of brands. The 


also 


mood. stores empha 
Fair had four main State street win 
dows devoted to its leading brands 
Goldblatt’s gave over six windows to 
branded shoes, including men’s, wo- 
and children’s. Lytton’s 


men’s, gave 


several regular fashion windows to 
shoes and Mandel’s had a prominent 
window entitled “National Shoe Fair 
Time.” 

An outstanding was 
that of Scott & Co 


which included advance styles being 


presentation 
Carson Pirie 
shown at the Shoe Fair in its window 


and interior displays. Throughout 


The new 


Mich- 


all, emphasis was on style 


Andrew Geller Shoe store on 


igan avenue featured gray in tailored 
calfskin for 
Meanwhile shoe business continues 


wear with suits. 


at a satisfactory pace throughout the 
been a 
pick-up in recent weeks in tailored 


Chicago area. There has 
type shoes, with more pump patterns 
than ever before being sold for this 
purpose. 

Closed 


collar and throat stitching, halter type 


pumps with contrasts in 
sandals, cocktail sling versions with 
jewel heels, and variations of vinyl 
have been moving in dressy types. 
Calf 


though suede has edged up. 


strong, al- 
Black 
continues first color, although brown 
better 


shoes continue 


continues to hold on than in 


some years, 


” * * 


BLACK, BROWN, BLUE 
LEAD IN MILWAUKEE 


MILWAUKEE retailers, back from 
the National Shoe Fair in Chicago, 
looked over their October figures and 
found October business equal to or 
Sched- 


exceeding that of last year. 


[CONTINUED FROM PAGE 86] 


holiday 
late 
was 4a 


ules were being set up for 
slated to start in 
Already 
trickling of slipper business and the 
holiday 


promotions, 
November. there 
first beginning of activity in 
wear. 

Handbags co-ordinated with pumps 
in polished calf, luster leathers, suede 
and reptiles have sold in bigger vol- 
Fall 


operator of women’s shoe shops in 


ume this than ever before, an 


the city’s leading women’s ready-to- 
Since a street 
this Fall for 


business has 


wear store declared. 


floor salon opened 
moderns,” 
that 


ipated and has increased the volume 


“young 


doubled which had been antic 


of traffic in both handbag departments 


and in the store’s second floor wo 


men’s shoe salon. 


Browns have been a close second 


to black in all women’s shoe shops, 
been unusually 


A shop that promoted 


and blue has 
Fall. 


neutral 


popu- 
lar for 
a new color, “pine cone 
brown,” reported a “fabulous recep- 
tion” to the new tone and expects it 
to be a top shade next Spring for 
light gray, beige and blue apparel. 
Another style shop reported re-orders 
on a highly-styled ankle 
tailing at $17.95, in both blue suede 
trimmed with calf and 
luster calf trimmed with black suede 


Vinylite, too, is selling in greater vol 


strap, re 


blue copper 


ume, the shop reporting big demand 
for a $16.95 number with high heel or 
open-toed, sling heels in vinylite and 
black suede with rhinestone bow trim. 
a draped model in the same combina 
tion and brown luster calf with round 
jeweled ornament at the toe. In most 
cases, matching bags have been put 


chased. 





PL; 


Comfortable shoes can be smart and 
it’s smart to advertise them that way, 
as Thayer McNeil, Boston, does. 


In the lower price levels, aluminum 
heels and aluminum trim have been 
selling in volume, but another depart- 
ment buyer said, “Il wouldn't 
touch the stuff. Haven't an aluminum 
heel in the house.” 


store 


In a survey of five downtown wo 


men’s shoe shops, every retailer men- 
black 
suede opera pumps with faille collai 
or black halter with 
faille detailing in the upper brackets; 
black 


with 


tioned in his top-selling list 


suede sandals 


suede sweater pumps, again 


faille collars, and lizard plain 


pumps in the brown tones. 


HEEL INTEREST MOVES DRESS 
SHOES IN PHILADELPHIA 


THE last few weeks business ha- 
been spotty. The ups and downs in 
the retail trade have been due mostly 
Some think that any 


business slack at this time is based on 


to the weather. 


the closeness to the holiday buying 
period with the retention of funds. At 
the same time, retailers balance the 
records with shoes that are basic and 
others with shoes that are dressy. 
Heels with in 


creased 


have much to do 


customer interest in buying 


dress shoes. Heels that divide suede 


with lustrous aluminum, slim heels 


that are decorated with rhinestones or 
and a variety of other 
building 


steel cut beads, 
new details in 
business, making women less satisfied 
shod 
pumps they are already wearing. 
The plain tailored type pump in 
standard 


heels are 


to stay with the plain heeled 


the three heel heights is a 
seller and practically every shoe store 
keeps these in a good size range espe- 
cially in black and the brown tones 
in which the shoe comes. Even at 
this writing there are periods when 
all that is wanted are good walking 
and then there is a continued 
call for glamour shoes. The majority 
defi- 
nitely giving good display space to 
all the new and high style shoes in 
stock. Whether people are 
to buy them now or not, they 


shoes 


of progressive merchants are 


their 
ready 
are mentally shopping for them. 
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NEOPRENE SOLES 


add long wear and comfort 
to sturdy safety shoes 


Courtesy of 

Hy-Teat Safety Shoes Dwision 
International Shoe Company 
St. Louis, Mo 


There’s no job too tough for these rugged safety shoes. Only neoprene offers this balanced 
With steel shanks and toes plus sturdy brown glove-leather SS 


uppers, they’re made to take rough treatment. For added combination of properties 
durability they’re fitted and stitched throughout with 
threads of Du Pont ‘“‘Dacron’’*. 

Neoprene soles withstand scuffing and abrasion on con- Resistance to oils, greases 
struction jobs . . . will not chip or crack. In machine shops Resistance to flex cracking—even at freezing 
their resistance to oil, grease and solvents assures long temperatures 
wear. Heat will not harm them, so that neat sole profile is e Resistance to abrasion, chipping 
there to stay. And the resilience of neoprene soles makes @ Resistance to acids, and other 
comfort one of your best sales points. 





for work- and safety-shoe soles 


chemicals 

It’s easy to see why neoprene helps solve the problem of Resistance to heat 
designing shoes that wear longer, feel better, and sell faster. 
That’s why you'll find soles of Du Pont neoprene on to- 
day’s finest work and safety shoes. 


SEND FOR FREE BOOKLET 


E. 1. du Pont de Nemours & Co. (Inc 


? 
| 
Elastomers Division BS-11, Wilmington 98, Del 


*Du Pont's trade-mark for its polyester fiber 
| 
Please send me your booklet which contains information 


about neoprene soles descriptions of neoprene's unusual 
properties and superior qualities 


The rubber made by Du Pont since 1932 


Name os" * ____. Position 


| 
| 
| 
Firm = , . | 
| 
| 


Address 


AL6 us. pat OFF City seeanieiiiiae Hale. —— { 


BETTER THINGS FOR BETTER LIVING .. . THROUGH CHEMISTRY 1 a ee aa ee as adendiaiaiaaiiadim 
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Manufacturing 
td Markets 


New York State 


SHOE manufacturers in New York report steady produc- 
tion and orders coming in at a satisfactory rate. Those in 
the high grade, high style bracket indicate that they have 
had good acceptance of their resort lines. Interest seems 
to be concentrated in white with color, black and white, 
The 
white shoe, in its newest interpretations of the spectator- 
look and with very thin heels is definitely an important 
resort item. 


bright colored suedes as well as printed leathers. 


As for upstate Rochester, shoe manufacturers are giving 
a good deal of attention to pricing and its probable effect 
on their business. 

About all that shoe executives were certain of was that 
prices were going up. A typical prediction was that prices 
of some of the cheapest numbers will be advanced Jess than 
costs have jumped, while medium and higher price shoes 
will bear at least their share of higher production costs. 

Rochester manufacturers argue with some logic that a 
general will considerably 
strengthen their competitive position. This is because most 


upward revision of prices 
of the cheap shoes produced in areas having low manu- 
facturing costs will disappear from the market. 

The main reason, of course, is that higher wage scales 
next year, largely due to the higher minimum wage, will 
remove most of the advantage which plants in low cost 
regions have enjoyed. 

A Rochester maker of children’s 
already received overtures from a few big wholesalers who 


shoes said he has 


are about to handle quality footwear after many years in 
the low end of the business. 

The price differential between cheap shoes at the new 
prices and good shoes at new prices will be to the advan- 
tage of quality footwear, he predicts. 

Meanwhile, uncertainty over how far and when prices 
will jump has had an unsettling effect on orders received 
by some factories. One company reported its customers 
generally preferred to wait and see what prices will be 
before placing large orders. 

Rochester manufacturers are experiencing one of their 
best years and most shoe men think current activity will 
carry over into the new year. 

In the Binghamton Johnson City-Endicott area the major 
shoe manufacturers are predicting a maintenance of high 
production at least until the end of the year. 


Chicago 


THERE is a pleasant sense of satisfaction and optimism 
in the Chicago market as a result of the National Shoe 
Fair. As one leader put it, “This was a happy show.” He 
was contrasting it to shows of other years, which, although 
the year’s figures turned out to be successful, did not por- 


90 


tend so at the start. 
plenty of traffic at this Fair and they did business. Order 


writing began early and continued throughout the show, 


Practically all manufacturers had 


with good firm commitments in all price ranges. 

Many of the visiting retailers use the Shoe Fair as a 
time to survey lines, They did so this year, but at the 
same time made definite appointments with representatives. 
Salesmen are now on the road to write these orders and 
will continue busy for the next month. There was prob- 
ably more visiting of lines this year than usual, due to the 
wide range of styles. Also, this year produced more new 
ideas than have been seen in shoes for a long time. Retailers 
know that they need to promote ideas along with their 
shoes, so they wanted to see as much as they could. 

There was a genera] demand for early deliveries, some 
in November and December. Any number of retailers said 
they would take a few of the early shoes, as soon as they 
could get them. They have learned that these early style 
presentations pay off in sales. Also, they give retailers a 
good indication of buyer style and pattern preference and 
help guide placing of final commitments. 

The early Easter was responsible somewhat for the 
readiness to buy now. Although there was no evident 
resistance to price increases, opinion was divided as to 
their ultimate result at the retai] level. A number stated 
they believed that increases could cut into pairage particu- 
larly if there are additional increases by Fall. However, 
meanwhile many guarded against any rises in the near 
future by sizable orders. There appeared to be no general 
desire to shift lines because of the increases. The fifty cent 
or dollar raise will take place in the store. However, some 
retailers indicated that they may seek lines in new cate- 
gories to replace some of the less expensive shoes. This will 
not be at the expense of established brands, however. 


New England 


VoLUME shoe manufacturers in New England, particu- 
larly those engaged in making women’s footwear, find 
themselves stymied for the time being, at least, by the 
refusal of most chains and other large buyers to pay the 
higher prices which manufacturers fee] they must have in 
view of increased production costs. Hence, advance orders 
for Spring shoes have not materialized to the extent which 
had been hoped for. Some business, it is true, has been 
booked, and few manufacturers are without cutting but 
there was not much of a backlog as of the first week in 
November, Really large orders are not expected until the 
question of price is settled. Since October and November 
are traditionally dull months in New England factories, 
however, manufacturers are not inclined to be pessimistic. 

Companies making branded lines of men’s shoes are in 
generally better shape than those making women’s un- 
branded footwear. Most report better than usual advance 
buying and say, also, that fill-in business is holding up as 
well as had been expected. The same is true in the chil- 
dren’s segment of the industry. 
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Extrasoft rubber hee 


there's no problem of missing heel seat nails. This also gives 


Feels twice as soft as ordinary rubber heels 


HE B. F. Goodrich EXTRASOFT heel is an entirely 
new kind of heel. It feels twice as soft as ordinary rubber 
heels--gives far more comfort. Buyers feel it, like it im 
mediately. 
Another new feature is the EXTRASOFT heel’s light 
weight--it weighs so little it actually floats in water. This 
too means easier walking, more comfort. The EXTRASOFI 


heel is made for men’s shoes in black and brown. 


It has the B. F. Goodrich wood core that gives manufactur- 
ers important benefits. Wood core reduces ‘cripples’ because 
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a tight edge making the heel an integral part of the shoe 


All of these features help you make a better shoe-—-one 
that is easier co sell 


NATIONALLY ADVERTISED SHOE PRODUCTS 


B. F. Goodrich 


INDUSTRIAL PRODUCTS DIVISION 


9I 





PPSSA Spring Lines 
On Display 
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COMPANY ROOM NUMBER 


Flexmor Shoe Company Suite 2529-2531 -2532 
Foot Delight Shoe Co., Inc. McAlpin 465 
"Foot Flairs’’ Div. Mutual Shoe Company 
McAlpin 456-466-468 
Foote Shoe Co., The John 542-543 
Footwear Craft Slipper 1206 
Footwear News bth Floor Lounge 
Foreside Div. Kristine Shoe Co 974 
Formfitting Slipper Co. 1147 
Foster Shoe Co., W. A. McAlpin 411 
Four Star Footwear Co., Inc. 1444 
Francine Shoe Co. Suite 3037-3038-3039 
Franzen Shoe & Slipper Co. 838 
Frederick Shoe Associates, Robt. 1205 
Inc., A. 511-512 
William §25 
740-743 


Sons, 
Freeman Shoe Co., 


Freeport Shoe Co. 


Freedman & 


Gai 


717 
952 


Shoe Mfg. Corp. 
Gaines, Inc., Irving 
Gambits Shoes, Division of BGS Shoe 
Corporation McAlpin Crystal Room 
Gardiner Shoe Co., Inc 501 -502-552-553 
Garfield & Rosen, Inc 1629-1630-1631 
Gem Footwear, Inc 1434 
Genfoam Shoe Company— 
Div. General Shoe Corp. 
Georgia Shoe Mfg. Company 
Gerber Shoe Company, Inc 
Gettysburg Shoe Co, 
1229-1230-1231-1236-1237 
Givren Shoe Co E. ds 526 
Goddess Shoe Co Suite 3232-3233 
Gold Craft Shoes, 953 
Gold Seal Rubber 1029-1030-1031 
Goldberg 954-955-956 
Goldberg 611-612 
Goldstein Footwear, Inc. 928 
Goldstein Sons Co., Julius 530 
Goodyear Footwear Corp. 1244 
Gotham Shoe Mfa. Co., Inc. 1036-1037 
Grace Shoe Mfg. Corp. Suite 2637-2638-2639 
Great Northern Shoe Co. 522-523 
Grosvenor Shoe Co., Inc., C. A. 823 


1542 

1460-1461 -1462 
840-841 

509 

941 


McAlpin 462 
1585-1586 
Suite 2311-2312 


Inc 
Co, 
Bros., Inc. 


& Co., Inc., S$. 


Haddad Shoe Corp'n 
Hagerstown Shoe Company 
Hallowell Shoe Company 
Hamilton Shoe Co. 
Hammond, Inc., Arthur A. 
Hampshire Shoe Company, 
Div. International Shoe Co. 
Hancock Shoe Corp. 
Hannahsons Shoe Co 
Happy Tot Shoe Corp. 1126 
Hazzard Co., R. P 1548-1549 
Heel Hugger Shoes—Everyday Shoes 
McAlpin 667-666-668 
Heicklen Sales Company, Lewis 648 
Heilbrunn & Sons, J. 1664 
Henel Shoe Co. 837 
Henriett Shoe Co. Suite 2266-2267 
Henry Shoe Mfg. Co., Inc. 744-745 
Henry Shoe Mfq. Co., William 1565 
Herbst Shoe Mfq. Co. McAlpin 531-533 
Hercules Shoe Mfg. Corp. 609-610 
Herman Shoe Co., Joseph M. 551 
Hill Bros. Co 541 
Hirsch Shoe 1644 
Hi-Tones McAlpin 460-461 
Hobby Footwear, Inc. 1142-1143 
Hollywood Shoe Polish, Inc. 1427-1428 
Holmes, Stickney, Inc. 
McAlpin 669-671-673-675 
Honeybugs, Inc. McAlpin Red Room 
Horwitz Co., Inc., Vincent 627-628 
Howard & Foster Co., 504 
Hubbard Shoe Co., Inc. 801 -802-852-853 
Hubler Shoes, Inc 1534-1538 


520-521 
966 
McAlpin 351-369 


Co 


Inc. 
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COMPANY ROOM NUMBER 


Hug Tite Div. H. C. Godman Co. 
Hussco Shoe Co. 


1084 
645-652-653 


Ideal Shoe Company 1614 
Illing of California. McAlpin Suite 992-994 
International Fabric Corp. 1044 
International Shoe Machine Corp. 1144 
Irval Footwear Corporation 1437 


Jacobs & Sons Co., Inc., A. 
Jamey Shoe Co., Inc. 
Jay Shoe Mfg. Co. 
Jay-Allen-Ward Co., Inc. 
Jayrich Footwear Co. 
Jenrose Shoe Company, Inc. 
Jo-An Shoe Mfg. Co., Inc. 
Jo An Shoe Mfg. Co. 
Joanette Footwear Co. 
Jocelli Shoes 
Jo-Gal Shoe Co. 
Johnson-Baillie Shoe Company 
Jolene-Debtowners, Div. Tober Saifer 

Shoe Mfg. Co. McAlpin 606 
Jonell Shoe Co. 938-939 
Juliet Footwear Company 1254-1255 
Juvenile Shoe Corp. of America McAlpin 522 


830 

718-720 

McAlpin 460-461 
1509-10 

904 

Suite 2036-2037 
1168-1169 

Suite 2607-08-09 
1421-1424 
McAlpin 465 
968-969 

650 


1004 
1639-1640 
1453 


Kaplan Products & Textiles, Inc. 
Kemler Shoe Co., Chas. 

Kent Shoe Co., Inc 

Kesslen Bros., Inc. Suite 2136-2137 
Kesslen Shoe Co. 827-828-829 
Kessler Shoe Manufacturing Co., Inc. 644 
Kickerinos McAlpin 577-579-5381 
Kimel Shoe Co. McAlpin 360 
"Kingsway" by Friedman-Shelby 

Shoe Co. 

Klayman Shoe Co. 

Klev-Bro Shoe Mfg. Co. 718-719 
Kleven Shoe Sales Co., Inc. McAlpin 464 
Knight Slipper Manufacturing Corp. 1467 
Knipe Bros., Inc. 547 
Knomark Mfg. Co., Inc. 946 
Kork-Ease, Inc. McAlpin 444 
Koss Shoe Co. 518-519 
Kramer Shoe Co., Inc. Suite 2447-2448-2450 
Kreider Shoe Co., A. S. McAlpin 545-547 
Kreider & Son Co., A. S. 546 
Kreiger & Rosen Shoe Co. 622-623 
Kristine Shoe Co. 825 
Kristine Shoe Co.—Foreside Div. 974 
Krome & Co., Inc., A. 1643 
Kroto, H. J. Suite 3017-3018-3019 
Kyros Shoe, Inc. 919 
Kute Kiddies Shoe Co. 810 


L & G Footwear Corp. 
Laconia Shoe Co., Inc. 
Lady Evelyn Shoe Mfg. Co. 
Landis Shoe Co., J. 
Laganas Shoe Co., Chris 
Langerman Shoe Co. 
1229-1230-1231-1236-1237 
Lansford Shoe Corp. 1142-1143 
LaSalle Slipper, Inc. 1449 
Lasting Shoe Co., Inc. 1519-1526 
Lawrence Maid Footwear, Inc. 
1048-1052-1053-1054-1055-1057-1058-1059 
McAlpin 522 
1463-1464 
McAlpin 465 
948 
1014 


1583 
915 


618-619 
705-706 
1565 
649 

847 


Lazy Bones 
Lederer Industries, Inc., The 
LeMar Shoes, Inc. 
Lesande Shoe Co. 
Lesol, Inc. 
Lessing Rudner Footwear, Inc. 
Suite 2142-2143 
Lincoln Shoe Co. 818-819 
Linda Jo Shoe Company .1138-1139-1140-1141 
Lion Sandals, Inc. 530 
Lippman Co., James A. 1645-1646 
Lissok & Company McAlpin 618-620 
Little Falls Felt Shoe Co. 1214 
Little Ones Footwear, Inc. 1228 
Littleton Shoe Co. 925 
Livermore Shoe Co. Suite 2744-2745 


ROOM NUMBER 


1622-1623 

1622-1623 

McAlpin 460-461 

Suite 2329-2331-2332 
McAlpin Suite 795-797 
McAlpin 416-418-420-422 
514-515 

1517 

1471 
McAlpin 551 
McAlpin 423 
850 

851 


COMPANY 


Lois Shoe Co. 
Lo-Max Corp. 
Lo-Tones 
Louis Shoe Co. 
Lown Shoes, Inc. 
Lucerne by Viner 
Lucey Co., Inc., John E. 
Lucille Footwear Co. 
Lucky Footwear Corp. 
Lucky Strides Shoes, Inc. 
Lujan Sales Company 
Lumbard-Watson Co. 
Lynn Craft Shoe Co. 
Lynn Mocassin & Shoe Mfg. Co. 

Suite 2607-2608-2609 
Lynn Novelty Shoe Co., Inc. 916 


1628 
McAlpin 40! 
980 

1522 

914 
929-930-931 
McAlpin 400 
929-930-93 | 
950 
849 
1514 
1618 
983 
1166-1171 
1447 


Mac Shoe Co. 
Maine Aires 
Maine Shoes 
Maisak-Handler Shoe Co., 
Manor Made Shoes, Inc. 
Maribelle Shoe Co. 
Marigolds 
Marilyn Sandal Corp. 
Marlo Shoe Corp. 
Martin & Tickelis Shoe Co., Inc. 
Maytown Shoe Mfg. Company, Inc., The 
Maxwell Shoe Co. 
Medwed Footwear Co. 
Melody Shoe Corp. 
Meltzer Footwear Corp. 
Men's Specialty Division— 
Brown Shoe Co. 
Mercants Footwear Sales Company 
Metropolitan Shoemakers, Inc. 
McAlpin 432-434 
1118 
1047-1063 
848 
909-910 
985 
1536-1537-1539 
936-937 
McAlpin 677-679 
1575 


Inc. 


602 
975 


Meyer Label Co., Inc. 
Meyer Co., Inc., Frank C. 
Middlesex Shoe Co. 
Miller Shoes, Inc. 
Miller & Bergmann, Inc. 
Miller Hess & Company, Inc. 
Milton Shoe Company, Inc. 
Minor & Son, Inc., P. W. 
Moccasins Inc. 
Modecraft Shoes 
McAlpin Suite 1093-1095-1097 
Modern Priscilla Shoes for Women 
501-502-552-553 
McAlpin 441-443 
McAlpin 442 
1523 
944 
975 
1647-1663 


Modern Shoe Mfg. Co. 
Mold-Eze Shoes, Inc. 
Mo-Moc Footwear Company 
Moose River Moccasins 
Moose River Shoe Company 
Mosinger-Cohn 
Mound City Division— 

Brown Shoe Company 601 
Moxees by Belgrade. McAlpin Green Room 
Muskin Shoe Co., The 

Suite 2643-2644-2645-2646 

Mustang Shoe Mfg. Co. 1407 
Myers & Sons, Inc., D. 1661-1662 
Myrna Shoe, Inc. 732-733 


811-812 
1568-1569 
729 
987 


Narjos Shoe Co., Inc. 
Nashua Footwear Corp. 
National Shoe & Lea. Co., Inc. 
National Shoe Products Corporation 
Natural Poise Div. Wohl Shoe Co. 
Mezzanine Right 
New Step Footwear Co., Inc. 1429 
New York Shoe Trading Co., Inc. 1652 
Newbury Shoe Corp. McAlpin 305-307-309 
Newhall Slipper Co., Inc., Edw. 1587 
Nina Footwear Co. McAlpin 450 
Nohel Mfg. Corp. 1405 
Norrwock Shoe Co. Parlors D, E, F & H 
Northeast Footwear Corp. 1403 
Northeast Shoe Co. McAlpin 403 
Norwich Shoe Co., Inc. Suite 3916-3917-3918 
Novelty Slipper Co., Inc. 1039-1040 


[TURN TO PAGE 102, PLEASE] 
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Footwear Sales Step Up 


when CELASTIC BOX TOES 
Step Forward! 


Why? Because mother, dad and the little ones all appreciate the toe comfort 
Celastic hard box toes or Celastic soft box toes give them — for the life 
of their shoes. 


Footwear for dress or play . . . lined or unlined . . . every style benefits 
and the sales of shoe manufacturers and the outlets they supply reflect 
it! Are you using these quality box toes to build loyalty for your brands? 


UNITED SHOE MACHINERY CORPORATION + BOSTON, MASS. 


a er a 
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STYLING, in the continental manner . .. the Italian look at its loveliest! 


Viner style magic, in the season’s smartest colors . . . the newest leathers! 


LONGER LINE . . . extended size schedules . . . The most complete line of 


flats in America. Genuine Hand Sewn, Sorority Welts, Moc-Casuals, 
Children’s and Boys! 


NATIONAL ADVERTISING ... The largest sustained advertising program 
in VINER history full page color ads all season long in CHARM ... 
GLAMOUR... MADEMOISELLE, influencing more than 10 MILLION* 


readers — reinforced with smart-as-tomorrow tie-in promotional materials 


for your own store! A ae 
4 


y 
~~ a 
> 

a 


ROCHELLE 


FANTASIA 











PREMIER 


*Estimated Readership, Based 


on ABC net poid circulation NIKI 


Hotel McAlpin 


ITALIA 











Washington Newsreel 


Businessmen can almost bank on 
cuts in 1956. But the reductions 
personal income taxes 
levies, and probably 
tax rates, 

Leaders of both parties have dropped 
earlier talk of “general” and “propor- 
tionate” tax cuts to benefit everyone. 
Instead, they are looking to favoring 
voters in the election year tax cutting 
Estimates are that at 
will be pared from federal 
tax take, and it could be a lot higher 
as members of both parties vie to see 
who credit for the tax relief. 

Although there has been talk of tax 
for some months, the dam broke 

the Administration announced 
that booming business is shrinking the 
budget deficit to $1.7 billion, and that 
with spending, the govern- 
ment should be able to balance the 
budget for the first time in four years. 

Personal tax which do 
benefit of unincorporated busi 
may take one of several forms, 
but will probably approach 10 per cent 
by the time the lawmakers get through 

In addition to giving tax cuts to 
unincorporated busines personal tax 
cuts will provide more spending money 
for But it could help fuel 
inflation as well as aid sales, and this 


tax 
will 
not 
not 


be in 
corporation 
excise 


activities. least 


) " 
2 billion 


claims 


cuts 
when 


cautious 


income cuts 
owners 


nesse 


consumers 
may be used as one of the arguments 
against a large tax cut. 
« . a 

Credit-happy consumers are engaged 
in the biggest 
nothing-a-week 
history 


nothing-down-al most 
orgy in the 
It’s provoking mixed reactions, 
ranging from fearful prognostications 
of economic chaos to reassuring analy- 
ses that the whole thing is 
and indeed a fine thing. 

Polities 


nation’s 


necessary 


has a lot to do with the 
differing estimates of whether credit 
is overexpanded, will 


soon be over- 
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expanded, or is entirely healthy. In 
recent months, credit has become an 
important tool in polities, and will in- 
crease in importance as the 1956 
elections approach. 

Dr. Jules Backman, professor of 
economics at New York University, 
says the high level of personal debt 
threatens the nation’s future pros- 
perity. If families spend beyond their 
income now, they stimulate the econo- 
my, but eventually they will have to 
spend less than their income to repay 
the debts and the stimulus is lost, he 
continues. 

Nonsense, says A. L. Trotta, mana- 
ger of the credit division of the 
National Retail Dry Goods Association 
(department and specialty stores). The 
volume of time sales in relation to con- 
sumer income has actually declined 
over the past 16 years, he says. And 
not enough emphasis is being placed 
on the quality of the present consumer 
debt, he adds. In 1939, credit debt 
equalled 2.3 per cent of the total 
national disposable income, and is only 
2.1 per cent now, he adds. 

The government has been displaying 
mixed about the consumer 
debt. Officials recently raised the redis- 
count rates across the country to try 
to slow the credit glut some by reducing 
the money supply, and tightened up 
the terms under which the government 
will new homes sales. But one 
top Administration official says the 
debt picture “is no for alarm.” 
He says he wishes the total were a 
little He believes the only 
danger is the number of low, or no, 
payment and long-term loans 
available, which are decreasing, so “‘the 
picture is improving,” he says. 


emotions 


insure 
cause 
smaller 


down 


* * ~ 


A new economic barometer, expected 
to furnish businessmen and marketing 


analysts with reliable advance warnings 
of economic developments, is being set 
up by the Federal Reserve Board. The 
Board has spent nine years developing 
the new statistical system. 

The new system, called “flow of 
funds accounting,” furnishes parallels 
of the past as guide lines to meet 
future economic problems. It will pin- 
point to the greatest degree of any 
system yet the financial status of con- 
sumers, showing their sources of in- 
come, expenditures, and their economic 
behavior patterns. 


* » * 


Plant and equipment investment by 
American business is climbing steadily 
toward a robust $27.9 billion for 1955, 
about three per cent more than was 
planned at the beginning of the year. 

To put this ambitious pro- 
gram, businessmen propose outlays at 
a record adjusted annual rate of $29.7 
billion in the fourth quarter. Spending 
in the current quarter was planned at 
an annual rate of $29 billion. In the 
first and second quarters, the rates 
were $25.6 billion and $27.2 billion. 

If scheduled expenditures are made 
for the remainder of the year, outlays 
for the full 12 months will be only one 
per cent lower than the peak figure of 
$28.3 billion in 1953. 


across 


* * + 


Employment, now running at almost 
65 million, will advance in the months 
ahead. Job opportunities are expected 
to expand in more than three-fifths of 
the maior cities. Hiring gains are ex- 
pected in coal mining, durable goods 
production, auto manufacturing, steel, 
aircraft, shipbuilding, farm machinery, 
furniture, appliances, electrical ma- 
chinery, wholesale and retail trade. 
Only slight dips are expected in con- 
struction, food processing, instruments, 
and petroleum processing. 





Fashion, PPSSA Predict 
For Spring—Summer °56 


[CONTINUED FROM PAGE 77] 


in all-one color, are being promoted at 
higher prices. 

“In casuals and dressy flats, the im- 
portant silhouette will be: Skimmers, 
the No. 1 pattern; the Triangle Pump 
(vanishing  throatline) is gaining 
fashion interest. Slings, up to 12/8 
heel heights, are seen gaining strength. 
Instep straps will continue an im- 
portant pattern and it is expected that 
sweater pumps will carry over strongly. 

“Materials will cover the wide range 
from patent to straw mesh, linens and 
shantung. Buffed leathers, soft grains 
and printed leathers will be important. 
The Oriental influence could very well 


96 


bring a revival of gold leather as trims 
or all-over shoes. Vinyl continues to 
sweep the industry in clear, tortoise 
shell, colored and printed. 

“Narrower toe lasts and modified 
tapered lasts have finally ‘arrived’ at 
volume levels and should have im- 
proved demand. 

“In heels, the shape continues slim 
in all heights, although the importance 
of medium heights (15/8-17/8) is 
steadily increasing. 

“Trims and ornamentation continue 
to be dainty and integrated with the 
lines of the shoe. There is a growing 
interest in buttons. Tortoise, clear and 
pastel plastic are seen emerging as 
important trims. Metal and covered 
buckles will continue. Stimulated by 
Oriental influence, gold bullion, filigree 
embroidery using metallic threads and 
jewels, will be good. Color and prints 


in sock and quarter linings will be 
used for interest and eye appeal.” 

Children’s and men’s shoe styles will 
also come in for discussion at this 
forum session and a special PPSSA 
Fashion Kit, containing a swatch card 
of important colors, a check list of the 
major questions, etc. will be distributed 
to all those in attendance. 


Joins Pedwin Sales Force 


Sr. Louis G. Frederick Speckel, 
formerly a salesman with the J. L. 
Hudson Company in Detroit, has joined 
the wholesale sales force of Pedwin 
division of Brown Shoe Company, ac- 
cording to Walter Johnson, divisional 
sales manager. Mr. Speckel will repre- 
sent the Pedwin line in the Virginia 
and North Carolina area. 
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FABRIeushon’ 


combines comfort and style 


for nasnli Bridge 


Comfort in any style! That's the plus of 
FABRIcushon, That's why in just 2 years 
I ABR I ushon has become standard for the 


shoe industry! 


Chosen first by the big names of the in 
dustry to create style-leader stitched and 
sculptured shoes, FABRIcushon’s bonus of 
comfort proved the plus that brought repeat 
sales, every time. 


For FABRIcushon used in the vamp of any 
shoe, from high style to sports style for 
men, women and children means comfort 
without qualification! That's why FABRI 
cushoned shoes are building customers and 
profits for retailer and manufacturer alike! 
FABRI cushoned comfort is selling 


shoes, be sure it’s selling for you, Look 
for it. Ask for it. Feature it! 


\s seen in TRG 


FABRIcushon 


PROCESS PatTintte 


fabric-to-foam wedded forever 


ANDREWS-ALDERFER COMPANY 
1055 Home Avenue, Akron, Ohio 
tepresentatives in Boston, Carlisle, Chicago 
Cincinnati, Detroit, Lo Angele Milwaukee 
Nashville, New York, St. Louis. Manufacturing 
affiliate in Toronto, Canada; London, Eng 
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Footwear for 
Style and Utility 
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normal! practice the glove leathers are 
not buffed after the dye has been ap- 
plied. It was this final buffing—con- 
sidered necessary hitherto—which left 
millions of minute particles of dyed 
leather on and in the gloves. If the 
gloves were black then the hands of 
the wearer became stained with the 
black particles. The slightest contact 
of gloves and clothing produced a 
dusty mark which needed much brush- 
ing to remove. 

The firm which has produced these 
new glove leathers has also produced 
some new dyes. These are so fast that 
the leathers can be washed repeatedly 
without losing color, These two develop- 
ments in combination are of the great- 
est importance to those who wear 
leather jackets and other garments. 

Many boots and shoes made these 
days are compounded of leather for 
the uppers and insoles, with a rubber 
or composition material for the soles. 
Boots of this kind were seen specially 
designed and manufactured for the 
British Commonwealth Expedition to 
the Antarctic. These boots will have 
to resist the most extreme conditions 
of cold, snow, and ice and _ rock 
abrasion. In their manufacture more 
than ten British firms played a part. 

The product is said to be exactly 
what the explorers wanted—and their 
demands were very exacting. The 
uppers are of leather, and the soles of 
a composition almost identical with 
that the British expedition 
which climbed Mount Everest. The same 
material] is also supplied for boots for 
the Royal Marine Commandos 

Another new development—new in 
Europe, at the printing of 
patterns on leather by means of a silk 
screen The silk screen has 
long been used for printing on paper 
for specialized needs. This development 
began in the United States, and ex- 
perimental work is still going on there. 
Now a British firm is using the silk 
screen method in Britain. It is claimed 
that the patterns are as long lasting 
as any other dyes used in leather 
manufacture, and the designs can be 
simple or as complicated, or fantastic, 
as the designer wishes. 

One particular charm of this system 
is that it can offer really exclusive 
patterns for those who can afford to 
pay for them. If a woman wants a pair 
of shoes which no one else can buy she 
can have a design made, and then have 
the pattern destroyed. It is said that 
three exclusive patterns have been 
supplied to the shoemaker to Queen 
Elizabeth II. 

Naturally, as in previous years, the 
Shoe and Leather Fair produced its 
“sensation” this year. It was a pair of 
women’s bootees in mink. Not only 
were they in mink but it was Canadian 
ranch mink, and very expensive. It 


used by 


least—is 


pr ocess, 
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was claimed that the bootees would 
give “reasonable” wear in bad weather. 

The Fashion in Footwear Exhibition, 
too, had its surprise item. One British 
designer presented shoes with twin 
heels (four heels to one pair of shoes). 
These vied in interest with shoes with 
heels of Perspex. Plastic was widely 
exploited, and on shoes in pastel kid 
with sling heels, this was used for the 
vamp, which is thus practically in- 
visible. 

From these peaks of sublimity it 
may seem a hard drop to the practi- 
cality of a new development in galoshes. 
For these a new plastic foam material 
is used for the lining which is molded 
in one piece with the outer covering 
so that there are no seams to tear. 
A plastic foam material of this type 
was found to give excellent insulation 
to American servicemen in the severe 
cold of Korea. 

For the athletic, and for those who 
habitually break their shoelaces just 
before beginning the morning run for 
the train, a new type of shoelace has 
been developed. The lace is designed 
chiefly for use with ski boots, and will 
take a strain of 250 lbs. It is made of 
a mixture of nylon and cotton and is 
waterproof. 

It was said at the Shoe and Leather 
Fair that a drive is in progress to 
make glacé kid compete with calf in 
the manufacture of high fashion wo- 
men’s shoes. In this drive makers will 
concentrate on pastel shades for next 
spring, and they will be just like those 
that grandma wore! 


PPSSA to Play 
Vital Spring Role 


[CONTINUED FROM PAGE 79] 


In recognizing this acceleration of 
fashion in popular price merchandise 
PPSSA has increased its service to the 
industry in order to help clarify its 
planning for next season’s selling 
fashion trends. Manufacturers and re- 
tailers have received a number of re- 
ports and evaluations, starting in 
September and continuing throughout 
the pre-season line-planning period. 
These included a comprehensive Ad- 
vance Portfolio which contained special 
reports on European shoe trends by 
Bettina Ballard, former fashion editor 
of Vogue, reports on Paris fashion 
openings by Mrs. Ballard and Betty 
Green of Independent Retailers Syndi- 
cate, evaluations of trends by 
PPSSA style committees prepared by 
Helen Joseph, shoe coordinator, and 
reports on apparel and textile markets 
by Doris Weston, PPSSA fashion di- 
rector. Subsequently flash reports on 
new developments in leathers were 
published. 

The semi-annual PPSSA Fashion 
Forecast has just been mailed to 5000 
members of the industry in a new 
format. This publication charts the 
important developments in the major 
shoe categories by color, material, pat- 
tern, treatment, and ornamentation. 


shoe 


A brand new additional service will 
be provided to registrants at the 
PPSSA in the form of a “sketch book.” 
These will consist of pads of shoe 
outlines of the principal shoe types. 
They can be used by buyers and re- 
tailers to note details of styles they see 
at PPSSA so that they can have a 
visual record when they return to 
their offices. 

Every member of the audience will 
receive a PPSSA “Fashion Kit” another 
new feature. This will contain a check 
list of the important questions, leaving 
room for notation of answers, a vest 
pocket swatch card showing the im- 
portant Spring leather colors, a copy 
of the Fashion Forecast and a tip 
sheet on how to help retail sales clerks 
do a better job of explaining the shoe 
fashion themes. 

A revised edition of the PPSSA 
“Directory of Volume Shoe Buyers” 
has just been published and distributed 
throughout the industry. As in the 
past, it contains severa] thousand list- 
ings of retail companies, their buyers, 
categories by major types of shoes, 
and price lines. 

The official PPSSA Directory will be 
expanded to include information pre- 
viously contained in the “Major 
Resources for Popular Price Shoes’ 
another PPSSA publication. It is ex- 
pected that the official directory will 
be taken home by buyers and retailers 
and used between shows as a resource 
list. The new _ publication will be 
distributed to registrants at the forth- 
coming PPSSA. In addition to listings 
by resources it will also contain the 
traditional lists of exhibitors by floors 
at the two show hotels. 

During PPSSA week a number of 
functions have scheduled. They 
include a press luncheon Monday, 
November 28th, at which the presi- 
dents of the two sponsoring Associa- 
tions and the co-managers of the show 
are hosts to approximately 40 members 
of the trade press, wire services, and 
consumer newspapers. Questions from 
the floor will be answered by industry 
representatives. 

On Tuesday the board of directors 
of the National Association of Shoe 
Chain Stores will have a luncheon 
meeting at Hotel New Yorker. Tuesday 
evening the Boot and Shoe Travelers 
Association will celebrate its 50th 
anniversary with an industry wide 
dinner program in the Grand Ballroom 
of the Statler Hotel. A ticket desk will 
be set up at Hotel New Yorker for 
members of the trade who have not 
yet made their reservations. 

On Wednesday the Joint Industry 
Committee of PPSSA will convene at 
luncheon to review the current show 
and to determine programs at the next 
event. 

PPSSA again will offer exhibitors 
and retailers the convenience of a 
highly concentrated show. The ap- 
proximately 1000 rooms utilized for dis- 
play purposes will be located in the two 

[TURN TO PAGE 135, PLEASE] 
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We're Rushing 
to see the 
NEW SERVUS 


SPRING 
TENNIS and 


CASUAL Now is the time to prepare for early spring sales. Here is a 


new line of Tennis and Casuals that will guarantee Quick Sales 
and Good Profits for you in 1956... a line that’s Styled Right 
and Priced Right! 


You'll want to see this ‘snappy’ line of Best Sellers! 


Meet your Servus Salesman at the P.P.S.S.A., November 27 


December |, or, Call, Write, or Wire, and he will be knocking 


at your door with the new 1956 line! 


Oxford 


THE SERVUS RUBBER CO. 


ROCK 'SLANOD tLe inors 


See you at the P.P.S.S.A., Hotel New Yorker, ce 


330 Broadway New York 7 mw ¥ 


Rooms 1419, 1420, and 1426, November 27 - December 1. 
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Spirit of youth and 
progress at WALK- 
OVER is typified by 
(L to R) Jim Kehoe, 
asst. sales mgr., Jean 
R. Keith, pres., Clar- 
ence Nowack, retail 
stores mgr. and Bob 
Fesler, sales mgr. 


"You'll meet the new WALK-OVER spirit everywhere — in our new styles, in our 
new progressive management, in our new merchandising and advertising pro- 
grams. Most important, you'll meet this new spirit in the WALK-OVER salesman. 

The enthusiasm with which he greeted the showing of the new Spring line 
is indicative of the pride he has in his product. He knows the WALK-OVER 
Spring line boasts the broadest selection of sure-selling styles ever put on the 
market. He knows, too, that WALK-OVER is backing his presentation with a 
faster-than-ever stock service. The moment you shake hands with him, you'll 
know what I mean by “the new WALK-OVER spirit.” 


hated aa 


President 
100 Boot and Shoe Recorder 


P.S. Drop us a line or wire collect if a salesman hasn't yet 
been around to show you our new Spring line. 





MONTE CARLO 


82 Slip-on, Black lvory 
with White Kid Suede 
Vamp Insert, No, 4002 


MONTE CARLO... 


258 Blu Tie, Tan Gluv Ski, 
Unlined, Perforated Thru, 
No. 4901 


MONTE CARLO 


78 Blu aT Black Bd 
Softee with White Kid, 
Suede Vamp Insert 

No, 4889 


GEO. Ki. KEITH COMPANY Brockton 63, Mass. 


November |5, 1955 





PPSSA Spring Lines 
On Display 


[CONTINUED FROM PAGE 92] 


COMPANY ROOM NUMBER 
O'Donnell Shoe Co., Inc. 
Old Town Shoe Company 
Orange Shoe Mfg. Co. 
Ornsteen Shoe Co., Inc. 


525 
McAlpin 308 
. 808-809 

. 826 


Panther Moccasin Shoe Co. 1042-1043 
Pappagallo McAlpin 569-571 
Paramount Footwear Co., Inc. 1545-1546 
Paris Shoe Co. 705-706 
Parkhill Shoes 735-736-737 
Parkway Shoe Corp. 971-972 
Parry Footwear, Inc 975 
Pearl, Inc., Simon 1668-1669 
Peek-A-Boot, Inc. 1103 
Peerless Footwear, Inc. 1148-1149 
Penn Footwear Co. 1250-1251 
Penobscot Shoe Company, 
"Penobscot Tranpeze" 
Perry-Norvell Co. 
Pfeiffer Co., Inc., Frank H. 
Pleiffer's, inc. 
Phillips-Premier Corporation 
Phyllis Shoe Co. 
Pierce Company, C. S. 1227 
Pierce Shoe Manufacturing Co. 1162 
Pierre Shoes, Inc. McAlpin Blue Room 
Pincus Originals, Lester Suite 2070 
Pinkerton Shoe Co., John. McAlpin Suite 1395 
Pittsfield Shoe Co., Inc. Suite 2148-2149 
Pleasant Valley Shoe Co. 1521 
Plymouth Rubber Co., Inc. 1454-1455 
Plymouth Shoe Company 532-533 
Pollack Shoe Co., Dan— 
Danelli Originals 

Porter Shoe Company, Inc. 
Potvin Shoe Co., R. J. 
Precision Buckles, Inc. 
Presberg Co., N. S. 
Prestige Shoe Corp. 1167-1170 
Pretties of Boston Suite 3232-3233 
Prima Footwear, Inc... McAlpin 560-561-563 
Prima Theatrical Footwear 117 
Princess Shoe Co. 824 
Prom-ettes by Radcliffe McAlpin 316-318 
Putterman-Loree Footwear 

Suite 3414-3415-3416 


McAlpin 304-306 
649 
806 
805 
903 
707 


McAlpin 412-414 
703-704-709 
McAlpin 554 
1087 

McAlpin 656 


Quabang Rubber Co. 1578 
Quaker Shoe Corp. 1150-1151-1152 
Quality Maid Footwear Corp. 1022-1023 


Radcliffe Shoes, Inc. 
Ramsey Shoe Corp. 636-637 
Rand Products Co. 1473-1474 
Randolph Mfg. Co., Inc. 1558-1560-1561-1562 
Rao-Koury Shoes, Inc. McAlpin 417 
Recordia Footwear Corp. 1567-1570 
Red Wing “Moccs" of Canada Ltd... .1128 
Regina Footwear, Inc. 1050-105! 
Reliable Footwear Co. .. 1025 
Renee Footwear Corp. 1430 
Respro, Inc. 1264 
Rex Shoe Company, Inc. 640-641 
Rhinestone Creations McAlpin 425 
Rialto Shoe Co., Inc. 617 
Ripon Knitting Works McAlpin 556 
Robbie Shoe Corp. Suite 2229-2231-2232 
Roberts-Hart, Inc. . 538-539 
Robin Hood Division, 
Brown Shoe Co. 
Rockettes Originals, 
Division of Marlo Shoe Corp. 
Rockingham Shoe Co. 
Rondeau Shoe Co., Inc., H. O. 
Ronnie Shoe Co., Inc. 
Rosen Shoe Mfg. Co., Inc., George H. 
Rosen & Son, Inc., S. 
Ross Shoes, Inc. 


McAlpin 316-318 


McAlpin 501-503 


951 

McAlpin 532 
835-836 
918 
716 
1465-1472 
1564 


402 


COMPANY ROOM NUMBER 


.. 1506 
cones teee 


Roy Shoe Co. 
Royal Shoe Company, Inc. 
Rubber Corporation of Penna. 
1450-1451-1452 

Rubin Bros. Footwear, Inc. 1073-1074 
“Rul” The Rubber Corporation of 

California 
Ruth Shoe Co. 


St. Louis Shoe Co. 
Salem Shoe Mfg. Co, Inc. 540 
Salvage Shoe Co., Louis H. McAlpin 463 
Sandler of Boston McAlpin East Room 
Saucony Shoe Co. 1506 
Saxe Glassman Shoe Corp. 844-845 
Scampers 850 
Scottie Shoe Company aeee 
Seidenberg, Michael J. 975 
Selby Shoe Co., The— 

Juvenile Div. . McAlpin 550-552 
Selva Dance Shoes McAlpin 528 
Sentinel Div. International Shoe Co. 

Suite 2411-2412-2414 
Servus Rubber Company, The. 1419-1420-1426 
Shain & Company, Inc. 964 
Sham-O-Kin Shoe Corp. 1217-1218 
Shapiro Shoe Co., Inc., Ben 1114 
Shapiro & Silverstein Footwear Co.. 1222-1223 
Sheraton Shoe Co., Inc. 724 
Sherman Bros. Shoe Mfg. Corp. 708 
Shields Slipper Corp. 1468-1469 
Shir Inc., Benjamin ; vaveeee 
Shoe and Leather Reporter... 7th Fl. Lounge 
Shoo-Zees Mfg. Co. 1506 
Sibulkin Shoe Co., M.. .McAlpin Suite 792-794 
Silver-Stride Shoe Mfg. Co., Inc. 
McAlpin 435 
Simplex Shoe Mfg Co. McAlpin 500 
Sinclair Shoe Co. 949 
Skippy Footwear Corporation. 1450-1451-1452 
Skow Moccasins, Inc. 982 
Society Footwear Corp. 1172 
Softread Casual Shoe Corp. 
Suite 2607-2608-2609 
1016 


1417-1418 
. Suite 2200 


McAlpin 311 


So-Lo Marx Rubber Co. 
Somersworth Manufacturing Co., Inc.— 

Citations ....McAlpin 300-301-302 
Somersworth Shoe Company, Inc. 

McAlpin 303 
Songo Shoe Mfg. Corp. 752-753 
South Berwick Shoe Co., Inc.. Suite 2716-2717 
Southern Shoe Company, Inc. oc0veee 
Spatola Footwear, S. C.., 

Div. Pierce Shoe Mfg. Co. 
Sport Specially Shoemakers, Inc. 
Sportwelt Shoe Co., Inc. 
Standard Handbag Co. 
Stein-Sulkis Shoe Co. 
Step Maker Shoes, Inc. 
Stepping Stone Shoes, Inc. 
Stetson Shoe Company, Inc., The 
Stillman Shoe Co., H. C. 
Stone Tarlow Co., Inc. 
Strathmore Shoe Co. 
Sturdy Steps Inc. 

Style Footwear Co., Inc. 
Stylecraft Bag Mfrs. 
Stylecrest Footwear Inc. .. 
Sudbury Footwear Inc. 
Sufix Shoe Mfg. Co. 
Sullivan Shoe Co., The P. 
Sundial Shoe Co., 

Div. International Shoe Co. 
Supreme Slipper Mfg. Co., Inc. 
Surrey Shoe Corp. 

Sylvania Shoe Mfg. Corp. 


Tarsal Tred Div. H. C. Godman Co. 
Tenaly Shoe Mfg. Co., Inc., B. M. 843 
Texas Boot Company naps coh ane 
Texas Moccasin & Sandal Mfg. Co.. 625-626 
Tingley Rubber Corporation 1406 
Three Star Slipper Corp 
Tiffany Originals—B. E. Cole Company 
McAlpin 451-453 


1161 
1268-1269 
. 534 
1185 
McAlpin 361-363 
McAlpin 517 
1518 
1573-1574 
814-815 
1554-1555 
East Room & 424 
1106 

Suite 2607-08-09 
McAlpin 454 
.... 1470 
2744-2745 
1219-1226 
607 


Suite 


Panel Room 
1163-1164 
738 

1153 


633 


COMPANY ROOM NUMBER 
Tober Saifer Shoe Mfg. Company 
McAlpin 629 
Tobin-Hamilton Co., Inc...... .. 4253 
Toby True Shoe Co.... Suite 2229-2231-2232 
Torch Rubber Co., Inc.— 
Moltofoam Div. . : 
Tower Shoe Mfg. Corp. 
Treasure Shoe Mfg. Co., Inc. 
Trend Shoe Corporation 
Tres Biens by Coronet 
Tropical Craft Corporation 
McAlpin 1066-1071 & 311 
Tropical Footwear Co., Inc. 1243 
Troylings ; McAlpin Suite 795-797 
Tru-Stitch Moccasin Corp. 
1265-1266-1271-1272 
True Value Slipper Corp. 927 
Truitt Brothers Inc. 1550-1551-1552 
Tweedie Footwear Corp... McAlpin 608-610 


... 4203 
1273-1274 
.. 1248-1249 
su 
McAlpin 614 


United Shoe Machinery Corporation... .1247 
United Slipper Co. .. .1020 
Universal Shoe Mfg. Co.— 

Div. Craddock-Terry Shoe Corp. 1422-1423 
Universal Shoe Mfg. Co. 1422-1423 


Inc. 


McAlpin 512-514 


Vaisey-Bristol Shoe Co., 


Valley Moccasin Co., Inc. 
Suite 2607-2608-2609 
832-833 
. .920 
1660 
.. 1532-1533 
817 
Suite 2070 
McAlpin 416-418-420-422 


Variety Footwear, Inc. 
Vermont Shoe Co. 
Victory Footwear Sales Co. 
Victory Shoe Co. of Brockton 
Viko Shoe Co. 
Vincelli 
Viner Bros. Inc. 
Waller Sales Co., Charles 
Wall-Mac Shoe Company Inc. , 
Ware Shoe Co. Suite 3211-3212 
Washington Square Footwear Co..1216, 1433 
Waterbury & Son Co., S....McAlpin 574-576 
Wayne Shoe Co. . 1636-1637 
Webster Shoe Co., Inc. 

Suite 3032-3033-3034 
Weigert-Dagen Shoe Co..... Bs 616 
Weil Shoe Co., M. K. . . 1650-1651 
Weinstein Shoe Co. 3 ... 741 
Weiss-Lawrence, Inc. Suite 2170 
Weitzman, Louis |. ee. 
Well Built Shoe Co. 703-704-709 
Wellco Shoe Corporation McAlpin 562-564 
Werman & Sons, Inc.. Suite 2160-2161-2162 
Westboro Shoes, Inc. 1516 
Western Maryland Shoe Co. 1524 
Westport Div., Brown Shoe Co. 

McAlpin 662-664 

Weymouth Shoe Company 803 
Wingfoot Slipper Co. 
Winston Shoe Company 
Wise Shoe Co. 
Wohl Shoe Company 
Wolf Shoe Company, Inc., A. N. 
Wood & Smith Shoe Co. 
Worcester Bickford Corporation 
Worcester Shoe Company 


1576 

942-943 

Suite 2716-2717 
Mezzanine Right 
1534-1538 
.. . 846 

. 1438 

529 


Yankee Shoemakers, The Div. of 
Sam Smith Shoe Corp... 
Yorktown Shoes for Men 


McAlpin 529 
501 -502-552-553 


Redd Manager of Crosby Unit 


CoLumBus, 0.—V. Richard Redd, of 
Columbus, was appointed manager of 
Crosby’s new shoe store in the Great 
Western Shoppers Mart here. His shoe 
retailing experience extends back nine 
years. The Crosby chain operates 71 
stores in Ohio, Michigan, Indiana and 
other states. 
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Pictures Like This Send Pre-Sold 
Customers to Jarman Dealers 


An army of American men (an wreasingly style 
cious army neidentally) will see th handsome pieture 
ind three others like it in full-page ads in Life. The Post 
I quire ind Sport / trated next spring Ane 

ill be thousands of ne yre-sold Jarman prospect 
inds more re-sold| Jarman custome Best « 
Jarman national advert ne that it does more t 
men n the distinetive hoe pictured th i 
leather-likene It Mmpresse on men that to be 
they must ear Jarma of different stvle and colo 
each basic outf Die oO rré it. brow: 
or grey. spe 


ritire Jarm tH 


To retail at $9.95 to $18.95 most styles 


JARMAN SHOE COMPANY, NASHVI ‘ ERAL SHOE CORPORATION 


UV AS 


OES FOR MEN 


ll, 

















Wellco Shoe Corporation, makers of slippers and play shoes, is one of the 
notable manufacturers of patented footwear who factor with William Iselin 
& Company, Inc. We are proud of our association with these successful 
companies. Iselin factoring has long been a basic tool of successful operation 


in many industries, whether used for financial, credit or consultative services. 


WILLIAM ISELIN & CO., Inc. 


357 Fourth Avenue, New York 10, N.Y. 
Atlanta, Ga Grand Rapids, Mich. 


FOUNDED IN 1808 


ONE OF A SERIES FEATURING NATIONAL ADVERTISERS WHO ARE ISELIN CLIENTS 











Shoe Store Adjoins Supermarket, 
Profits by Location 


BARELY twenty paces from the counter where she selects 
a cake, a customer at the Food Farm supermarket on New 
York’s Staten Island can buy herself a pair of shoes. And 
on the display windows, shoe posters are pasted near those 
advertising the best buys in fresh green peppers. 

“It’s a happy operation,” says Bob Croon, manager of 
the Food Farm Shoe Mart. He reports the shoe store 
has been doing “very well” since it moved in under the 
same roof with the supermarket three months ago. 

Mr. Croon leased the space from the supermarket. It’s 
a separate enterprise, but each has found it benefits from 
the other’s customers. And, Mr. Croon adds: “You almost 
have to walk through the shoe store to leave the super- 
market.” 

Taking a cue from the food store, the shoe establish- 
ment is partly self-service. There’s a rack for every size, 
where hundreds of half pairs are displayed. When a cus- 
tomer selects a shoe, a salesman gets the other one from 
stock, finding it by means of a mating number on the 
display shoe. 

Display tables hold other shoes on sale and a large 
assortment of slippers. The Shoe Mart plugs slippers, and 
Mr. Croon says he’s able to clear 250 to 300 pairs a week. 

Although the store is situated in a department by itself, 
its proximity to the supermarket makes for some unique 
merchandising methods. 

Mothers wheel their small fry into the Shoe Mart seated 
in the supermarket’s push baskets with the groceries. The 
Shoe Mart’s salesmen fit the tots as they sit, legs dangling, 
in the baskets. 

Children’s shoes comprise about 50 per cent of the 
store’s sales, Mr. Croon reports. The Shoe Mart features 
four leading brands of children’s shoes as well as nation- 
ally advertised brands of adults’ shoes. The stock runs 
through all price ranges and comprises 30,000 to 35,000 
pairs. 

Husbands who escort their wives to the supermarket 
frequently wander into the shoe store while waiting, which 
means more sales. Grown-ups can buy shoes self-service 
if they wish, but Mr. Croon insists on a fitting for every 
youngster, 

The store relies heavily on newspaper advertising, and 
here again finds mutual benefit in its association with the 
supermarket. 

“We run promotions on different days,” Mr. Croon 
explains. “We find that the food store’s promotions draw 
customers to the shoe store, and our promotions draw cus- 
tomers for the food store.” 

Mr. Croon was planning to open a store in the same 
area of New Dorp, Staten Island, at the time the super- 
market took over a former roller skating rink. It found it 
had extra floor space, and he and the supermarket man- 
agement came to an agreement. 

There is also a women’s apparel store under the same 
roof. 

The shoe store does not feature elaborate appointments 
or fixtures. The walls are decorated in pink. Fluorescent 
channel lighting and adjustable spotlights are used. The 
floor is composition tile except in the fitting department, 
where there are rugs. The store has an open front, with 
no partitions blocking natural light from reaching the 
interior through the display windows. 

Big grocery-store-style signs advertise values on the 
windows and on the walls inside. Wrought iron display 
racks hold the shoes for self-service. The Shoe Mart is 
open every evening and is ready for customers at 8:30 in 
the morning, when the food store opens. 
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L elinioks 


Miss Potkin, you must stop hovering so close to 
that sign. . . our customers are beginning to talk. 





FOOT-KING REG-E-STURD® boys’ shoes 
SOLES are GUARANTEED 
for FOUR MONTHS WEAR! 
One more reason why FOOT-KING® 
MEANS MORE BUSINESS 


87002 Cordovan 

Sizes 1-7, Widths A to E 
87020 Brown Algonquin 
Wall Last 

Sizes 1-7, Widths B to E 
80704 Brown Mocc 
Stitched Vamp 
Sizes 1-7 
Widths A to D 












SEE FOOT-KING® SHOES 
for men and boys ON DISPLAY 


ROOM 546—New Yorker 


during P.P.S.S.A. 


Take this POWERFUL sales LOW PRICE WITH GOOD 
feature and cash it into MARKUP! 

PROFITS. Imagine the closing 

value of a WRITTEN guaran- FOOT-KING —_ + i 
tee. How can parents resist cal per tes re “4 vidthe @ 
this money-saving feature? NO ——— oa eee 
REPAIR BILLS! These shoes are , 

luxurious Goodyear welts, of FOOT-KING BOY RANGERS 
top quality leather, superior are volume boosters. Goodyear 
workmanship, vamp linings welts, sizes | to 7, widths A 
treated to resist decay, at A_ to E. 


Leading .. . as usual! 


A. S. KREIDER & SON CO. 
315 Chestnut St., Palmyra, Penna. 


MANUFACTURERS OF GOOD SHOES SINCE 1894 


SALESMEN: Some territories available to well estab- 
lished men with non-conflicting lines. 











Basic Profit Makers in 


thea(ricals 


by BERNED 


BALLE 
Genuine bl 
han e 
lined. 212 sizes 


skin, 


T SLIPPER 
ack or white kid- 


. d fully 
d-lasted ansTOCK 


for instant delivery. 


$1.80. 


“2 ‘ 


SPRING KNIT 


c 
“Pring 


ry be 


dy move 
ner, 


ment 


TAP TIE 

All over genuine black 
patent or white leather 
on our original theatri 
cal lasts. 


No Service Charge on Smal! Orders 


5% to 8M 

8% to 12M.. 

12% to 3M-N.. 
3% to9M-N.....$3.05 


.. $2.40 
$2.65 
.. $2.85 


All Prices F.O.B. Boston 


BERNED SHOE COMPANY 


207 Essex Street, Boston 11, Massachusetts 


See us at P.P.S.$.A.—Room 970, Hotel New Yorker 


Out in Front for Style: 
Rubber-Soled Casuals 
[CONTINUED FROM PAGE 65] 


in all the newest style colors and high 
styled fabrics and the newest treat- 
ments in trimmings. They reflect the 
Italian influence in high peaked tongues 
on soft, closed slipons, straw or raffia 
uppers and square-ed off soles on open 
sandals. And there is the feeling of 
Mediterranean sailors and fishermen in 
the striped fabrics. Rich braids, with 
gold threads, show the influence of 
Oriental fabrics. Prints with Oriental 


106 


motifs point to the same origin. And 
the influence of the teen-age market is 
seen in Be-Bop pumps, a pump with a 
sock lining printed with horse shoes 
and other current or traditional sym- 
bols dear to the heart of the teen-ager. 

These are some of the ornamental, 
style points of the new rubber-soled 
casuals. There are the practical as- 
pects, too. More and more of these 
shoes are completely tubbable, even the 
ones with the hard composition soles. 
Elasticized braid gives decorative and 
satisfactory fit to many of the shoes, 
both closed and open. The thick rub- 
ber soles offer unusual protection and 


walking comfort. Among all the attrac- 
tive strap and pump styles, there are 
smart one and two-eyelet ties. 

Here are shoes in styles for many 
Summer occasions which every woman 
should include in her wardrobe, not 
one or two but three or four pairs in 
as many entirely different styles. And 
one last suggestion; remember that 
some manufacturers have brought out 
identical styles for mothers and daugh- 
ters or big and little sisters. Here is 
your chance for an always appealing 
promotion; one that is especially at- 
tractive in play and casual styles. 


Edgar Rand Active 
In Many Fields 
[CONTINUED FROM PAGE 63] 


1955 Spring appeal of the National 
Fund for Medical Education, Rand led 
a successful drive for increased effort 
in the shoe and allied trades division. 
The fund was formed under the leader- 
ship of President Dwight D. Eisen- 
hower and other distinguished Ameri- 
cans when Eisenhower was president 
of Columbia University. 

Mr. Rand took a devoted interest in 
activities for the advancement of the 
shoe trade and was active in the work 
of the National Shoe Manufacturers 
Association. He had served for several 
years as a member of the National 
Shoe Fair Committee and he was the 
featured speaker at one of the break- 
fast meetings held semi-annually by the 
association during the Leather Show 
in New York. 

A native of St. Louis, Mr. Rand 
attended public grammar school until 
1919. He entered Webb Preparatory 
School in the fall of 1919, and was 
graduated in three years in June, 1922. 
He lived during 1922 and 1923 in 
Lausanne, Switzerland, taking special 
studies and traveling throughout Eu- 
rope. He entered Vanderbilt University 
in the fall of 1923, and was graduated 
from the College of Arts and Sciences 
in June, 1927. 

Surviving are three daughters, Mrs. 
Owen H. Mitchell, Jr., Mrs. Donald 
Stephen Wohltman and Miss Helen 
Rand, all of St. Louis. Also surviving 
are three brothers, Frank C. Rand, Jr., 
of New York: Henry H. Rand, now 
president of International Shoe Com- 
and Norfleet H. Rand, both of 
St. Louis; and two sisters who also re- 
side in St. Louis, Mrs. Gale F. Johns- 
ton and Mrs. William R. Orthwein, Jr. 
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Assistant Manager Promoted 


Warsaw, INp.—William F. Wagner 
of the Fashion Shoe Store, here, has 
turned the operation of the store over 
to William L. Leedy. Mr. Leedy, who 
now has the title of manager, has been 
assistant manager for five years. Prior 
to that he was manager of the firm’s 
former store in Wabash, Ind., for a pe- 
riod of four years. 
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1955 Was a Banner Year! 


Thanks to 
Our 


“Youngsters of Distinction ” 
S 


om — 
See Them 1955 draws to a close—a great year for shoes, with production 





estimated at 580 million pairs! And the brightest part of the whole 
year has been the Juvenile Shoe picture—thanks to Young America 


who are consuming shoes at an unprecedented pace, 


1955 has been a banner year, too, for Five Star dealers—thanks to 


our Youngsters of Distinction and the way they have responded to 


~ 
P.P.S.S.A. Lucky Old Pals’ and Lucky Star’s styling. Alert, fast-stepping boys 


HOTEI NEW YORKER and girls, they know what they want and are constantly seeking the 
saa new and the different. Yes, and finding it at their Five Star Dealers 
Room 1554 





That’s why you should be selling Lucky Old Pals and Lucky Star 








Shoes. See us at P.P.S.S.A. or write for catalogue and particulars 


“ye ‘ 7 ‘ 
Five Star Footwear Company 
43-01 22nd St., Long Island City 1, N. Y. * Marbridge Bldg., Rooms 403-405 * ST. 4-1975 
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Shoes are 


THE WALKER T. 





There’s a profit for you in 
this Dickerson Shoe 


Only one of more than 
haif a dozen steady staples in the Dickerson 
line, all designed and built for the foot 
comfort that almost insures time-after-time 


repeats with minimum selling effort. 


Over Three Dozen different Dickerson 
In-Stock 
for fall and winter selling. Write for the 


catalog of this fine, diversified iine of 


aloe 


DICKERSON CO. 


New York Office: 417 Marbridge Building 





She Reget ii 


featuringing 
a 14/8 heel, and open-toe, 
Pillo-Quilt Vamp . . . in almost 
100 sizes and widths, all 
In Stock in Black or in 
Blue Kid. 


~ 7 
tf 
A 


NOW 


The Smart Shoe 
That's Really 
Comfortable 


COLUMBUS 15, OHIO 








New Highs 
Ahead for Spring 
[CONTINUED FROM PAGE 75] 


unless a sudden and unanticipated 
slowdown occurs in consumer demand. 

A desire for better quality mer- 
chandise is discernible to popular price 
retailers. As a consequence many chain 
stores will be represented in price 
brackets higher than has been tradi- 
tional for some years but they will 
still feature good selections at the price 
points with which they have been 
identified traditionally. 

Expansion programs already ap- 
proved by management of leading shoe 
chains assure the public of many new 
and attractive shoe shopping facilities. 


Openings of new stores will be heavily 
concentrated in suburban’ shopping 
centers. The proportion of new stores 
planned for 1956 openings will be at 
least three to one in favor of shopping 
centers. A great many such units have 
been opened by chains during 1955 
and the majority have proven quite 
successful. Opening inventory require- 
ments for these new stores contributed 
this year to the high rate of shoe 
production and will continue to do so 
in 1956, 

While the sales volume achieved by 
a new suburban store does not repre- 
sent completely new and additional 
shoe business, there is little doubt that 
more volume is being added to the 
industry’s total as a result of locating 
these shops with greater convenience 


to the public. Their modern design and 
attractive presentations of footwear 
also influence additional purchasing. 

One of the most vital factors which 
will bring about continuing high level 
sales and production will be the ever 
increasing dramatization of _ style. 
Consumers have shown unmistakably 
that they are eager for fresh looking, 
attractive footwear in every category. 
One of the greatest opportunities which 
we feel may be more successfully ex- 
ploited than ever before lies in the 
market for men’s casual footwear. 
Influenced by continental styling, 
materials and colors, men’s casuals for 
Spring and Summer should stimulate 
the highest level of sales they have 
ever enjoyed, Children’s footwear will 
also look more exciting and colorful, 
and as for women’s shoes, it is hard 
to imagine how much more can be 
added fashion-wise, but nevertheless, 
it will be. 

Recognizing how important a role 
fashion must play in_ successfully 
expanding the popular price shoe mar- 
ket, PPSSA has focused unprecedented 
attention on providing fashion services 
to its constituent manufacturers and 
retailers. It is indeed encouraging to 
be aware of the degree to which the 
market relies on the authoritativeness 
of PPSSA research and forecasts, 
both of which have helped identify 
and clarify trends early enough to 
help the market plan its fashion lines 
more courageously and more profitably. 

The forthcoming PPSSA will present 
an unusual “Fashion for Breakfast” 
program to summarize the highlights 
of its recommendations and to up-date 
the industry on the very latest develop- 
ments of significance for next Spring 
and Summer. It is expected that this 
program on Monday, November 28th, 
will attract an overflow audience to the 
Grand Ballroom of Hotel New Yorker 
since it will provide not only vital last 
minute information, but an opportunity 
for the industry to meet at breakfast. 
In the year ahead the PPSSA fashion 
service program will be expanded to 
include a great number of reports 
on developments in the fashion and 
shoe markets from a variety of sources. 

As to the market activity at the 
forthcoming Popular Price Shoe Show 
of America, it is expected that, as 
always, PPSSA will justify its reputa- 
tion as a “big buying show.” Perhaps 
more than in recent seasons the buying 
will be centered on the highest fashion 
part of a retailer’s requirements, that 
portion of his inventory which spells 
the difference between a plus or @ 
minus operation. 


Canadian Children’s Shop 


HAMILTON, ONT.—A children’s shoe 
department has been opened in the new 
Children’s Cosy Corner store at 217 
King Street East. The store caters to 
footwear needs of children from in- 
fancy through teens. The Weatherbird 
line is featured. 
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INTRODUCING .. 
Fairy Form’'s “Lo-Cut” SHOE FORMS 


ka sate 4 y Mbit 


Fairy Shoe Form W-63 "'Lo-Cut" in transparent Twee Dee Flat Pump courtesy Swan Shoe Co., Inc., Baltimore, Md 


"'Lo-Cut" is Fairy Form's answer for the 
display of the new, low cut casual shoes to 
be featured this spring. 


Available in women's, girls’ and chil- 
dren's sizes, these ‘‘Lo-Cut"’ shoe forms are 
made with a curved crossbar which allows 
an unobstructed view of the inside of the 
shoe. And, yet, your shoe has that correct 
forming which assures fine display. 


These new "Lo-Cut" shoe forms are 
available to both manufacturers and re- 
tailers . . . write for further details. 
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All Fairy Forms are made of Fairylite Non 
Flam* Plastic produced by Shoe Form Co. Inc. 


New York Representative: 
Don Geary—303 Fifth Ave. Tel. MUrray Hill 9-3160 
St. Louis Representative: 
Clyde Criger—2200 Washington Ave. Tel. Central |-1340 
Foreign Inquiries—Please supply specific information regarding 
your type of business. *Reg. US. Pat. Off 


SHOE FORM CoO. INC., Auburn, New York 


In Canada; UNITED LAST CO., LTD., Mentreal 
Please send catalog on: [| Hosiery Forms 


[] Glove Hands [] Shoe Forms Embossing Service 
Firm 


Signed Street 


City Zone State B-32 
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WHICH sells more 


STORE WAME 
1 
MSX 48 


$1.98 


shoe store 
merchandise? 


P.: yourself in your customers’ place. Which 
kind of price-marking makes the best impres- 
sion? Which inspires respect for the store, 
confidence in the price? Which adds to the 
appearance of the merchandise? 

Monarch mechanical price-marking gives 
added value to every item so marked. Neat, 
legible, backed by the name of your store on 
every ticket, your prices are no longer subject 
fo guess or memory. Printed tickets can also 
carry cost and inventory information in code 
to save clerical work. 

The inexpensive, hand-operated Monarch 
Junior price-marking machine is light in weight 
yet sturdily constructed—will give you years 
of service. Price-marks tickets, tags and labels 
of many sizes and styles for your individual 
selection, including Senso labels that stick to 
straight or curved surfaces without moisture. 


Use. the coupon to get complete information. 


Monarch Junior price-marking machine, 
hand-operated $77.50° f.o.b. factory. 


*Price quoted is for the U.S. and possessions 


Stote and City Tax when applicable, extra 


The MONARCH Marking System Company 
216 South Torrence Street, Dayton 3, Ohio 


Please send, without obligation to us, illustrated folders on Monarch 
Junior; also sample Monarch tickets, tags and labels for use on 
shoe store merchandise 


Store Nome 
Address 


Post Office . Zone State 


110 


Optimism Dominates 
At National Shoe Fair 


[CONTINUED FROM PAGE 67 | 


in this country. Turkish and East Indian fabrics and 
influence appeared in many lines. 

The Italian group of manufacturers occupied nine 
rooms at the Conrad Hilton Hotel, making up the larg- 
est foreign representation ever to attend the Fair. The 
lines included men’s, women’s and children’s shoes. 
Most of the manufacturers in the group were from 
Vigevano, which is Italy’s major footwear fashion and 
production center. In making his rounds of the Fair, 
Gino Prato was given a warm welcome by the Italian 
delegation. Because of the Italian influence on Ameri- 
can shoe design, the Italian exhibits naturally drew a 
great deal of attention. 

In the Exhibition Hall at the Palmer House there 
were shown the latest technical improvements and de- 
velopments in the shoe trade. More than a hundred 
booths were devoted to new items for store accessory 
counters, window display materials, interior display 
equipment, new products and many promotion items. 
Items included polishes and dressings in a wide range 
of colors, hosiery, handbags, leather novelties, and 
shoe trees. Premium and give-away items included 
comic books, toys, balloons and specialties. 

Another feature of the show that attracted consider- 
able interest was the Treasure Aisle Hunt. Visitors 
were eligible for $3,500 in prizes, which were given 
away in connection with the numbered directories 
given out on registration at the Fair. In addition to 
prizes given by exhibitors, the National Shoe Fair 
appropriated $1,000 and gave away fifteen Omega 
wrist watches. 

As usual during the Fair, the National Shoe Retailers 
Association and the National Shoe Manufacturers As- 
sociation held their annual meetings and elected officers 
and directors. The following were elected by the 
National Shoe Retailers Association: 

President: Steven J. Jay, R. H. Fyfe Co., Detroit. 
Vice-presidents: Lloyd Nordstrom, Nordstrom’s, Seattle; 
Clovis Saunders, Wolff Bros., Kansas City; Keeve B. 
Pass, Rich’s, Atlanta; Louis Leibson, Edison Bros. 
Stores, St. Louis. Treasurer: David S. Hirschler, 
Hofheimer’s, Inc., Norfolk, Va. L. S. Langston was 
re-elected as exec utive vice-president and Mrs. Thelma 
C. Hennessey will continue as secretary. 

Directors elected by the membership are: J. T. Kirk- 
patrick, Kirk’s, Inc., Oklahoma City; Augustine D. 
Bourneuf, Thayer-McNeil Co., Boston; John W. Mor- 
gan, McGrew & Morgan, Inc., Dils Bros., Parkersburg, 
W. Va.; J. Clarence Powell, Powell's, Walk-Over Shop, 
Greensboro; Marcus Rice, Famous-Barr Co., St. Louis; 
Sam H. Sullivan, Sam Sullivan Shoe Depts., Laredo, 
Tex.; L. E. Tuffly, Krupp & Tuffly, Inc., Houston; Louis 
Ek. Walker, Walker Shoe Stores, Waterloo, la.; Keeve 
B. Pass. 
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Optimism Dominates 
At National Shoe Fair 


The officers and directors elected by the National 
Shoe Manufacturers Association are as follows: 
President: Samuel L. Slosberg, Green Shoe Mfg. Co., 
Boston. Executive vice-president: Merrill A. Watson. 
Bush, Brown Shoe Co., St. 
Louis; B. A. Gray, International Shoe Co., St. Louis; 


Vice-presidents: John A. 


Charles F. Johnson, Jr., Endicott Johnson Corp., Endi- 
cott, N. Y.; Harold O. Toor, H. Jacob & Sons, Inc., 
Hanover, Pa.; Abe Berkowitz, Bourque Shoe Co., 
Raymond, N. H. Treasurer: Fred A. Wilmanns, Albert 
H. Weinbrenner Co., Milwaukee. Executive secretary; 
Harold R. Quimby. 

At the annual membership meeting, the following 
directors were elected: Carl C. Andreasen, Holland- 
Racine Shoes, Inc., Holland, Mich.; Albert H. Bogutz, 
Newton Elkin Shoe Co., Philadelphia; W. 
Jarman, General Shoe Corp., Nashville, Tenn.; Wallace 
J. McGrath, John E. Lucey Co., Bridgewater, Mass.; 
John L. Moran, Moran Shoe Co., Carlyle, Ill; Warren 
J. Reardon, Daniel Green Co., Dolgeville, N. Y.; John 
B. Reinhart, Jr., Co.., Mo.; 
George |. Shapiro, Gardiner Shoe Co., Gardiner, Me.; 
Frank Ripple, Milwaukee Shoe Co., Milwaukee; Joseph 
M. Stern, United States Shoe Corp., Cincinnati; A. 
Weinman, Five Star Shoe Co., Inc., Long Island City. 


Maxey 


Trimfoot Farmington, 





SHOE ENOUGH 


By Bess Ritter 


THE wearing of shoes with toes wider than six inches 
was prohibited in England when Mary was Queen, ac- 
cording to a proclamation that she issued herself. 

In the 1940s a California shoe designer presented a 
“new” style to the feminine public which is almost identical 
to the styles that were worn by Chinese women in the 
second half of the 19th Century for a very curious reason 
It seems that the old Empress Dowager published her first 
edict forbidding the practice of binding women’s feet, 
which in turn led to three types of feminine footwear. One 
was a shoe for the natural foot. The second was designed 
for the deformed foot. The third was also for the foot 
which had been bound, but attempted to conceal the de- 
formity. This foot” or the 
“theatre boot,” and was worn by both deformed footed 
ladies and those with natural feet who wished to appear 
to have the “lily” kind. It resembled our present wedge 
models to a 
tremely high. 


was called either the “deer 


“t” excepting that the heel section was ex- 


Children weren’t allowed to wear shoes until they were 
well into their teens in the 15th Century in Germany, be- 
cause it was simply considered bad taste—comparable to 
today’s cosmetics and cigarettes. The only exception to 
this rule was for youngsters of the nobility, and their foot- 
wear was similar to gloves for the hands. The body of the 
shoe was shaped to conform exactly with the foot and each 
toe had its own separate compartment. 
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RESPONSE at > 
SHOE SHOW 


Merchants 
about RUGGIE-ETTES, new 


a 


e, 


After more than half a century of manu- 
facturing quality juvenile Goodyear welts, 
we are now able to offer you new quality 


cements. 


Light in weight, smartly styled, with the 
same high standards of craftsmanship and 
use of quality materials, RUGGIE-ETTES 


will make your sales picture brighter. 


Now, W. L. Kreider—makers of famous 


RUGGIES 
RUGGIE-ETTES 


and 


FOOT-TRAITS, ad 


to make a 


ds 


complete 


juvenile line. For school—for dress—for 
play—for year round volume and profits. 


If you are not familiar with this popular 
popular-priced line, drop us a note and 
our representative will be happy to call 


REIDER’S SONS 


MANUFACTURING COMPANY 
PALMYRA, PENNA. 


SHOWROOM: RM. 1057 Marbridge Bidg. 


on you. 


W.L.K 












New in the “Great American Family” 


New TOPPA 4 Kiaren 


Now Lawrence brings you mellow Toppa, 
a rich, smooth leather that easily lends itself 
to brilliant styling. Here’s a fine full grain 
leather with all the effortless effects of ex- 
pensive leather. 

Toppa strides in a new approach to 
women’s walking comfort. It comes in year- 
round collaborating colors to excite your 


a 


imagination. The soft, appealing beauty of 
Toppa will assure you of steady profits and 
customer satisfaction. 

Also in the Lawrence “Great American 
Family” of side leathers is FINA, supple, 
mellow and rich, KEENA, a truly superb 
leather, and AURA, a_ new lightweight 
women’s print. 


A 


A. C. LAWRENCE LEATHER COMPANY, 4 biviSiON OF Swift & COMPANY (INC.) PEABODY, MASS. 
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SHO FE Y//y 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Downtown Trade Seen Facing Extinction 


Only Way to Avoid Economic Eclipse Is to Ape Shopping Center 
Organizations Says Architect 


BostoN—Business leaders from all 
parts of the country, here to attend the 
twenty-seventh annual Boston Confer- 
ence on Distribution, were told by Vic- 
tor Gruen, eminent architect, that the 
shopping sections of heavily populated 
cities all over the country face eco- 
nomic extinction unless they take a leaf 
from the books of those who have con- 
structed well-run, well-planned  sub- 
urban shopping centers. Cities, he said 
in effect, must give shoppers the con- 
veniences found in shopping centers 
and, at the same time, retain and ex- 
pand the advantages which they now 
have over the suburban areas. 

The speaker confined his talk largely 
to a comparison of two projects—De- 
troit’s Northland Shopping Center, de- 
veloped by his firm, and a municipality 
which he identified as “City X,” not 
named, he said, because it cannot now 
be publicized. In both, he said, there 
are four main planning goals: 

“1—-The most productive use of the 
land. 

“2—The free flow of traffic through- 
out the tributary area. 

“3—A non-conflicting pattern of 
traffic on the site that means separation 
of service traffic, pedestrian traffic and 
automobile traffic. 

“4_The integration of commercial 
and non-commercial activities.” 


Program Now Testing in ‘City X’ 


Describing how these have been 
achieved at the Northland Shopping 
Center, Mr. Gruen then told how the 
same ideas are being worked out for 
the benefit of “City X.” 

“In planning ‘City X,’” he said, “we 
proceed by elimination of obsolete struc- 
tures and non-conforming uses and 
create a number of highly compact en- 
tities, well connected with each other 
and with minimum walking distances 
within each of the entities. We are 
planning not only the improvement of 
the arterial highway system and the 
construction of a loop road, but also 
improvements of public transportation 
by additional bus lines and a rapid 
transit system. We follow the North- 
land procedure very closely. We are 
proposing parking terminals with a 
capacity of 60,000 cars along the loop 
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freeway which rings the central dis 
trict. We bring buses, taxis and ai: 
port limousines onto public transporta 
tion loops which branch off the belt line 
freeway and which penetrate the dis- 
trict for several hundred feet until 
they reach bus and taxi terminals. 

“We construct an underground road 
system for all service activities. Final 
ly, we plan to completely eliminate 
private surface vehicles from the heart 
of the city, thus creating landscape 
areas, similar to those of Northland. 

“In addition, we propose a system olf 
a small electrical surface line, 
using vehicles similar to the ones used 
in various world fairs, interconnecting 
various downtown sectors, such as the 
civic center, the theatrical and recrea 
tional center, the office building center, 
the shopping center, and so on. 

“In Northland, we have attempted to 
stimulate the social, cultural and civic 
aspects by providing a community cen 
ter, an auditorium, a children’s play 
area, a large number of public eating 
places and, in the courts and malls, op 
portunities for relaxation and exhibits. 

“In ‘City X’, we find that many of 
these elements already exist. By mak 
ing them more acccssible and by adding 
new elements, we plan to bring about 
an intimate relationship of cultural, 
civic, recreational and social activities. 

“The implementation of the North 
land plan was done by private enter- 
prise. The implementation of ‘City X’ 
will have to come about by concerted 
public and private action in forms for 
which precedents exist in many other 
areas of civic endeavor 

“Both plans, Northland and ‘City 
X’, are based upon the realization that 
only the total integration of all plan- 
ning activities, on the basis of an over- 
all master plan, can bring results in our 
complex society. Both plans are bold; 
they could not be any less. 

From the planning of regional 
shopping centers, we learned many a 
lesson from carefully watching and 
analyzing downtown activities. Now 
that large regional shopping centers 
have been planned, constructed and 
successfully operated, they are ready 
to pay back part of the debt owed to 

[TURN TO PAGE 117, PLEASE] 
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St. Louis Architect Joins 
Edison’s Executive Staff 


Bernard i 
known St. Louis architect, has Joined 
the executive staff of Edison Brothers 
Stores, Inc., as the firm’s architect and 
general manager of its construction 
department with offices at the 
pany’s headquarters in St. Louis. 
Mr. Bloom, 45, a native of Canada, 
was graduated from the University of 
Southern California’s School of Archi 
1934. He St. Louis 
private practice 
the design of many of 


Sr. Louis Bloom, well 


com- 


tecture in came to 
in 1936, and in 


responsible for 


was 


BERNARD BLOOM 


that modern banks 


office 


noteworthy 
churches, shopping 
centers, and homes. In association with 
Eric Mendelsohn he built the B’Nai 
Amoona Temple in St. Louis which 
has national as well as inter 
national interest. 


city’s 
buildings, 


created 


Formerly Consultant to Edison 


For the past five years, before join 
ing the Edison Brothers executive 
staff, Bernard acted as a 
sultant for the firm, having among 
things, designed the company’s new 
home office building and _ influenced 
the recent trend and design of 
of the firm’s new Chandler’s 
such as the 


3loom con 


many 
stores, 
Chandler’s salons in 
Yonkers and Buffalo, New York, Clay 
ton, Mo. and Detroit 

Mr. Bloom is a the 
Missouri Association of Architects and 
the Illuminating Engineering Society 
of America. Both he and his wife are 
interested patrons and supporters of 
the fine arts in St. Louis 


member of 





Schiff’s First Kirby Unit in the Toledo Area 


The selling area of Schiff Shoe Corporation's new Kirby Shoe Store in the Miracle 

Mile Shopping Center, its first unit in the Toledo area. The look of spaciousness, in 

what would otherwise seem a relatively narrow store, was achieved by broken 

walls, positioning of chairs lengthwise and crosswise and by the use of a colorful 
rear partition. 


ToLepo, O.—When Schiff Shoe Corpo- 
ration leased a 30 by 150 foot store in 
the Miracle Mile Shopping Center, To- 
ledo, for its first Kirby Shoe Store in 
this area, it was faced with the prob- 
lem of installing a modern store which 
would not only feel spacious, but of 
counteracting the “corridor - feeling” 
presented by a deep, narrow store. 

The problem was solved by the use of 
broken walls and by the positioning of 
chairs both lengthwise and across the 
width of the store. In further support 
of this solution, the entire width in the 
front portion of the store was devoted 
to the hosiery and handbag depart 
ment, and, in the same vein, a colorful 
rear partition was employed to con- 
cea] stock space in the rear. 

The store is cheerfully decorated in 
beige, pink, and chartreuse. From the 
modern front with its red neon out 
lined name sign to the rear back wall, 
the fixtures are well-placed to relieve 
the monotonous length of the store. 

The two display windows at the front 
are 20 feet deep. One window is 
changed one week, the other the next. 
One window is L-shaped, the other I- 
shaped, with the full-view entrance 
doors slightly off center. Marble ter- 
razzo flooring between the two win- 
dows extends into the store proper, and 
serves the hosiery and handbag depart- 
ment, meeting the marbleized beige 
asphalt tile floor in a wide, graceful 
curve. 

Fixtures have blonde oak finish. 
There is plenty of space behind two 
false walls for stock storage, while ad- 
ditional shelves are located in the rear 
room. With an inventory now of ap- 
proximately 12,000 pairs of shoes, 
there is space for another 4,000 pairs, 
if needed. Lines handled include the 
official Disneyland, Boy Scout, Blue- 
bird, and Storybook brands for chil- 
dren; W. L. Douglas, U. S. Keds, Enna 
Jetticks, Madison Square, Friskies, 
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Yorkshire, Dream Step, and other lines 
for grownups. 

The selling area has 76 chairs, in 
rows of four, chrome with upholstered 
leather seats. The chairs are covered 
in apple green or dark pink. The ceil- 
ing is painted a light pink, while the 
right wall and wall behind the hosiery 
department is a deeper pink. A leaf- 
patterned wall paper in harmonizing 
tones of beige, green, and red covers 
the upper wall on the left side and ex- 
tends across the rear of the store. To 
bring out the green in the wallpaper 
are two rows of plants, one across the 
bottom of the rear wall, and the other 
at the right hand wall. 

The store has fluorescent 
and spot-lighting for its stock. The 
double-shelved display tables at the 
right have indirect lighting for the mer- 
chandise on the lower shelf. There is 
an X-ray machine for fitting shoes, lo- 
cated in the children’s department, at 
the rear. It is also easily accessible for 
grownups. 

Mens’ shoes, ranging in price from 
$4.99 to $12.95, are at the right. The 
ladies’ shoes, selling from $2.99 to 
$10.95, are at the left. Children’s shoes 
sell from $1.99 to $5.98, while boys’ sell 
up to $6.95. House slippers range 
from $1.29 to $3.98, and the store also 
carries a full line of rubber footwear, 
workshoes, ice skates, bowling shoes, 
dancing shoes, and roller skates, in an 
effort to present a complete, one-stop 
shoe mart for the entire family. 

Jack Leonhardt, manager of the 
store, has been with Schiff’s for several 
years, most recently as assistant man- 
ager of the company’s leased depart- 
ment in the basement of Lasalle & Koch 
Company, local department store down- 
town. The center, which ultimately 
will contain 80 to 100 is now 
about one-quarter completed. Among 
other shoe stores are Thom McAn, A. 
S. Beck, and Crosby Shoes. 


lighting 


stores, 





Dates to Remember 


Spring Shoe Show, West Coast Shoe 
Travelers Associates, Alexander Hotel, 
Los Angeles Nov. 13-16, 

Spring Shoe Show, Boston Shoe Trav- 
elers Association, Parker House, 
Boston Nov. 13, 14, 15, 16, 

Shoe Show, The Ohio Shoe Travelers 
Club, Deshler Hilton Hotel, Colum- 
bus, O. Nov. 20-22, 

Spring Shoe Show, Mountain States 
Shoe Travelers Association, Albany 
Hotel, Denver Nov. 20-22, 

Shoe Show, Heart of America Shoe 
Travelers, Hotels Muehlebach and 
Phillips, Kansas City, Mo. Nov. 20-22, 

Spring Show, Popular Price Shoe Show 
of America, Hotels New Yorker and 
McAlpin Nov. 27-Dec. |, 

Spring Market Week, The Boot and 
Shoe Travelers’ Association of New 
York, Inc., Marbridge Building, Em- 
pire State Building and McAlpin 
Hotel Nov. 27-Dec. |, 

Fiftieth Anniversary, Boot and Shoe 
Travelers Association of New York, 
Statler Hotel Nov. 29, 

Shoe Show, Shoe Travelers Association 
of Chicago, Morrison Hotel 


1955 


1955 


Dec. 4-7, 1955 
Forty-second annual Mid-Atlantic Shoe 
Show, Hotel Benjamin Franklin, Phila- 
delphia Jan. 15-18, 
Convention, Empire State Footwear As- 
sociation, Onondaga Hotel. Syracuse, 
MM. % Jan. 22-24, 
Summer Shoe Show, Pennsylvania Shoe 
Travelers Association, Hotel William 


Penn, Pittsburgh Feb. 5-8, 


1956 


1956 


1956 





When Kirby’s opened, it used a full- 
page ad in the local newspapers, and 
distributed free gifts of pencil boxes, 
Indian hats, roses, comic books, bal- 
loons, bubble gum, and cigaret lighters 
to its visitors the opening week. 

About 75 per cent of Kirby’s sales 
volume is chalked up between 5:30 and 
8:30 P.M., reported Mr. Leonhardt. He 
said most customers prefer to shop in 
the evening, after supper, when the 
entire family can go together. 


Group Business Specialist 
Moves to Larger Quarters 


BAKERSFIELD, CALIF. 
Store, formerly at 1515 Nineteenth 
Street in downtown Bakersfield, has 
moved a block west to 1629 Nineteenth 
Street, occupying a reconstructed store 
building with double the selling space. 

Owned by Jack Unger, the business 
the footwear needs of 
children and_ school-age youngsters 
through high school. A leading speci- 
alty is dance shoes, and a heavy yearly 
pitch is made for the majorette boots 
business of the schools and of bands 
throughout this area. Mr. Unger, hav- 
ing long gone after group business, is 
recognized as the most important 
dealer in this field in Bakersfield and 
the Southern San Joaquin Valley. 
Name brands are featured. 

A long-established business down- 
town, Jack’s Shoe Store also had a lo- 
cation in the Westchester Shopping 
District for two years, but this opera- 
discontinued. 


Jack’s Shoe 


is devoted to 


tion has been 
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BECKWITH in the past half century has engineere and produced 
OVER 6 BILLION pairs of box toes for the shoe industry. Always in 
the <anguard of box toe development and improy ement, Bec kwith has 
devised processes and mechanical equipment which have sharply 
increased production and brought new economies (0 the art of 


g. In 1954 alone Beckwith plants turned out the equivalent 


choemakin 
and child in the United 


of a pair of box toes for every mans woman 
States. From such extensive know-how and experience have come box 
toes in a host of styles and materials designed to anticipate and keep 
well ahead of the shoe manufacturer's needs. W hatever your personal 
box toe problem may be, Beckwith offers you dependable, unsur- 


passed service. 
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, 


& Ce 
aste 
. Beckwith Mfg. C x Laboratories, Inc 
Victory PI say See Tee ro of Wisconsin, (M Watertown, Mass 
a ’ , it ‘ 
stics Co., Hudso d., Sherbrooke wovkee) 
Sofety 6 n, Mass. © Felt P . ». O., Canada 
ox T recess C a 
AGENTS: Wright-C oe Compony, 8 ss Compony 
Bel ght-Guhman Co , Boston, Mass 
r linger Sales C ompany, St 
he Geo. A af 


Boston. Mas 
‘8 


Le 
uit, Missour 


Se : Reading Penn 
ri ‘ 
Factory § oringmeier Co tylvania 


Supplie Cincinne 
s, Inc ot 


Ohi 
Milwaukee, Wiscor Jhio 
contin 


Becxwity Ma 


November 15, 1955 


EACTUR | 
IN 
G Compa NY Dover, N 
ver, New Hampshire 





Shoe Women Investigate Fashion Trends 


tag 


Eee 1! ny 


Shown attending the luncheon for shoe women executives in Chicago, during which 
important fashion questions were discussed, are, left to right, L. E. Langston, ex- 
ecutive vice-president, NSRA; Gilbert Hahn, president, NSRA; Mrs. Ruth Kerr Fries, 
fashion analyst; Ned Hess, N. Hess Sons, Baltimore; Barbara Trent, Hermann 
Loewenstein, Inc.; Albert Wachenheim, Jr., Imperial Shoe Store, New Orleans; 
Dorothea B. Warren, president, Shoe Women Executives, Inc.; Marcus Rice, Famous- 
Barr, St. Louis; Floyd Paige, May Company, Cleveland; Helene O'Hara, vice- 
president, Allied Kid, and Louis Leibson, Edison Stores, St. Louis. 


CHICAGO — Speaking before a large 
luncheon gathering of shoe women ex- 
ecutives at the National Shoe Fair, a 
panel of prominent retailers supplied 
answers to these questions submitted 
to them-— higher prices, influences on 
shoe fashions, the importance of color, 
the most unfulfilled consumer demand 
of the past season, the “chasm” be- 
tween shoes actually worn and the rec- 
ommendations of fashion experts, in- 
creased casual business, the position of 
navy, red and pastels for Spring 1956, 
replacement of halters by slings, ways 
of stimulating young women to go into 
the shoe business and the problem of 
style copying. 

With Albert Wachenheim of The Im- 
perial, New Orleans, as chairman, 
questions were answered by Ned Hess 
of N. Hess Sons, Baltimore; Floyd 
Paige of the May Company, Cleveland; 
Louis Leibson of Edison Brothers, St. 
Louis and Marcus Rice of Famous Barr, 
St. Louis. 

Regarding the effect of higher prices 
on retail sales, Louis Leibson comment- 
ed that we are in an inflationary period 
and that prices will go still higher this 
Spring. The timing for the rise is 
wrong, he felt. It nearly always follows 
that the higher the price, the lower the 
pairage, was Marcus Rice’s comment. 
The average store will not raise prices. 

Color from the tanner and new ap- 
proaches by designers are the most im- 
portant influences on shoe fashions, ac- 
cording to Ned Hess. The importance 
of color in increasing retail sales was 
commented on along with other new 
ideas in textures, soft shoes, the Italian 
influence and new lasts. Marcus Rice 
offered the opinion that the “most un- 
filled request of the customer this past 
season” was the lack of adequate size 
ranges in all the many colors, heels and 
styles available. 

How do you explain the gulf between 
the shoes women actually wear and 
what the fashion experts say they 
should wear? There is no gulf Louis 
Leibson replied. Of course, fashion peo- 
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ple make mistakes, he added. It takes 
time to make a fashion and fashion has 
to start with sponsorship. The “maga- 
zine girls” have given a number of shoes 
a start, Ned Hess commented. 

Predictions as to the probable in- 
creased demand for casual shoes pointed 
to a definite trend in that direction. 
Floyd Paige looks for such an increase. 
Marcus Rice defined casuals as any 
shoes that a woman wears all through 
the day if they are soft, wearable and 
beautiful, regardless of the heel height. 

Comments on color showed that navy 
blue has slipped and that the beige-to- 
brown family has taken its place. Red, 
according to Floyd Paige, will always 
sell if the store is careful to buy the 
“right reds.” Bright red is very good, 
according to Marcus Rice, and with 
black patent leather. Patent leather, 
according to the panel, will continue 
about the same this coming Spring. 
Black, as a color, will be somewhat bet- 
ter because of the new leathers. Melon 
and citrus tones, it was noted, have 
become neutrals in textured leathers. 

Slings are replacing halters because 
they give better fit. Fashion sponsor- 
ship is needed to stimulate young wo- 
men to go into the shoe business, ac- 
cording to Louis Leibson. Low cut, 
closed side patterns were noted as on 
the upswing. Style copying was noted 
but no real sclution was offered. 


Operation Uninterrupted 
During Remodeling Project 


MONTGOMERY, ALA.—A complete re- 
modeling program at the Marylin Shoe 
Store here was completed September 5. 

Among steps achieved in the re- 
modeling was the removal of all exist- 
ing interior fixtures, including stock 
shelving, partitions, display cases, 
chairs, stools, and cash register stand. 

Through “segmentizing,” the entire 
job was carried out without interrupt- 
ing daily sales operations. The entire 
front of the building was removed at 
one time and a new front installed. 


100,000 Turn Out 


To Honor Johnson 


JOHNSON City, N. Y.—The biggest 
parade in Johnson City’s history was 
staged for Charles F. Johnson, Jr., 
Endicott-Johnson Corporation presi- 
dent, recently on the occasion of his 
sixty-eighth birthday. The demon- 
stration came as a climax to the 
celebration of Mr. Johnson’s fiftieth 
year with the company. 

More than 100,000 persons are 
estimated to have watched the parade 
of 80 floats and 26 bands which re- 
quired more than two hours to pass 
a given point. 


CHARLES F. JOHNSON, JR. 


The floats represented various shoe 
plants, business firms and community 
organizations. The bands represented 
area schools, veteran and civic groups. 

Stores in Endicott and Johnson City 
closed the afternoon of the parade. 
The celebration recalled another John- 
son Golden Jubilee in 1931, when Bing- 
hamton marked the fiftieth anniversary 
of George F. Johnson’s association 
with the Lester Shoe Company there. A 
similar crowd witnessed that parade. 

In a short ceremony at Johnson 
Field following the parade, community 
leaders paid tribute to the shoe com- 
pany president. Arthur L. Beck, 
general manager of the Endicott plant 
of International Business Machines 
Corporation, read a message from 
Thomas J. Watson, board chairman of 
IBM, who could not be present. 

Mayor Donald W. Kramer of Bing- 
hamton spoke for the county’s munici- 
pal officers. Thomas _ Richardson, 
president of the Eastern Baseball 
League, also spoke briefly. 

Johnson City Mayor Donald A. 
Stocum, general chairman of the parade 
committee, was master of ceremonies. 

Mr. Johnson said it was difficult for 
him to express his appreciation of 
“the most wonderful parade we ever 
had in our community.” He expressed 
the belief that the way to continued 
success lies in “loyalty, cooperation, 
unity, and faith in the principles 
established by Mr. George F.” 
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Uranium Cornerstone Laid 
For New Florsheim Store 


DENVER—A uranium ore block, the 
first ever used as a cornerstone, was 
laid for what the Denver Post called 
the largest Florsheim Shoe Store in 
America here recently. 

During dedication ceremonies, part 
of the pillar granite was cut away and 
the uranium block cemented in. 

M. F. Maher, Florsheim advertising 
director from Chicago, on hand for the 
event, said he felt the uranium block 
was highly appropriate as a corner- 
stone in a state which has become the 
uranium center of the world. 

Palmer Hoyt, editor and publisher of 
the Denver Post, set the cornerstone in 
place and applied the cement. 

The new Florsheim store, at Six- 
teenth and California Streets, built at 
a cost of more than $100,000, is the 
largest in the world, according to Allen 
E. McLeod, Florsheim’s Denver man- 
ager and John Topper, west coast mer- 
chandising supervisor. 

The store extends 90 feet along Cali- 
fornia Street and 30 feet along Six- 
teenth Street for a total of 2,700 square 
feet of floor space. Illuminated granite 
front, large glass windows and polished 
brass fixtures in the familiar Florsheim 
architectural pattern, make up its ex- 
terior design. 

Numerous Denver business 
tives attended the ceremonies. 


execu- 


Says Downtown Shopping 

al al . 

Face to Face with Extinction 
[CONTINUED FROM PAGE 113] 

the old downtown district by serving 

as testing and proving grounds of 

ideas for the renewal of our city cores. 

“With regard to ‘City X’, we are 
facing still the problem of the sur- 
rounding areas. In order to safeguard 
the healthy functioning of the newly- 
reshaped downtown area, it is manda- 
tory to redevelop these areas—by 
razing of slums and blighted areas, 
and by their replacement, not with 
institutional housing projects or new 
slums with plumbing, but with organic 
neighborhoods.” 

In still another phase of this multi- 
faceted discussion of distribution, 
Donald I. Rogers, financial editor of 
the New York Herald Tribune, told the 
large audience that the bulging pocket- 
books and well-balanced accounts of 
the American consumer constitute the 
nation’s greatest insurance against the 
event of another depression. With con- 
sumers in the best financial position 
in the history of the country, he said, 
a depression “is the last thing to fear.” 

He added a warning note, however, 
when he said, “But the people can be 
their own worst enemies if they (1) 
stop spending; (2) vote for more 
socialistic legislation and ever heavier 
and more confiscatory taxes, or (3) 
worry themselves into a ‘kink’ over 
imagined catastrophes to come.” 
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| an outstanding value for [men] 


Self-Service Shoe Section 
Established in Supermarket 


DETROIT—A new supermarket shoe 
department has been opened upon a con- 
cession basis in the Foodland Super 
Market at Michigan and Telegraph 
Roads, in the west side suburb of Dear- 
born by Samuel Bloomberg. 

The shoe department is on a self- 
selection basis with personnel 
constantly in attendance. The 
counters occupy 30 lineal feet of space 
in the entrance area, at the point of 
peak traffic in the store, occupying space 
originally designed as a lounge area. 


sales 


shoe 








ANCLE 


FOSTER abhond 


All items are plainly tagged and priced, 
following the pattern of supermarket 
merchandising. 

Adjacent is a 15 foot 
shirts, socks and similar 
a shelf above the open counter shoe dis- 
plays holds (Photo avail 
able upon request.) 

This new department, 
small size, is accounting for four per 
cent of the total volume of the super 
market, according to David Gooze, prin 
cipal owner of Foodland. The new store 
is recognized in the trade as 
one of the outstanding new supermar 
kets 


display of 
items, while 
handbags. 


despite its 
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in the area. 
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America’s Finest Handsewn Value 


IN STOCK 
SIZES 3% to 12, AAAA to B WIDTHS 


FOSTER 
Hand-Turned 
SLIPPERS 
TO RETAIL ABOUT 


$695 ona $795 


A complete line of Opera, 

SINCE 1860 Everett, and Romeo Slippers 

~ — genuine hond-turned, se 

. lected kid uppers, full leather 

lined, full leather soles, and 
rubber heels. All Colors 








TO RETAIL PROFITABLY 
ABOUT $1295 
















smart and comfortable 
with glove-soft leather in campus-ond 
career colors — benedictine, brown, red, 
bamboo, black, white, smoke, navy! 


Gay and light. . 









to 
retail 
about 


$695 


SIZES 31, to 10, 
AAA to C WIDTHS 


' 

\ 

| 

| 

| 

| 

' 

| 

Hand-Sewn 
; FOS-MOCS 
| 

IN STOCK 

| 

| 

| 

| 

\ 

| 


BROWN * RED * BLACK * 


BURGUNDY 
styling and 


—- with supple 


Classic 
value 
Pfister & Vogel leather. Superbly detailed 
with quality built-in features 


SALES TERRITORIES OPEN @ COMPLETE MERCHANDISING PROGRAM 


*, Foster SHOE COMPANY 


ROWLEY, MASS 
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Leading Footwear Manufacturers 


“TRIM IT WITH BORG” 


Pe 


Ps 


(Uf 


FABRICS 
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BORG FABRIC DIVISION 


PIV EEE EEE 


CHINOOK 
courtesy 
Kickerinos 


*Borg deep pile fabrics, 
the result ot exclusive knit 
and finishing processes, 
have been extensively field 
proven. And yet they are 
constantly being tested and 
Saneoved 


*Borg's 100% Dynel trim 
assures superior break and 
superior coverage, lending 
a look of “tailored” smart- 
ness to the better makes of 
footwear which it enhances 
so graciously. 


* Borg’s 100% Dynel trim 
is luxurious to feel. Touch 
of a hand instantly reflects 
its superlative quality. 

*Borg's 100%, Dynel trim, 
with heavier density, lasts 
and lasts and lasts. Cus- 
tomers love its built-in, 
long-wearing qualities. 


flied ¢ / Wh fuliire 
ate yours ledeuy 


Designer Singles Out Trends 
For Philadelphia Retailers 


PHILADELPHIA Sylvie Hamilton, 
shoe designer and fashion and mer- 
chandising expert, recently returned 
from Europe, told an overflow meeting 
of shoe retailers and members of a new 
promotional group of the Chestnut 
Street Association, committed to help- 
ing bring back retail business that has 
fled to the suburbs, that the optimism 
she witnessed at the National Shoe 
Fair in Chicago was remarkable in the 
face of rising prices. 

She said there had been more buying 
at the Fair than at any time in several 
years. “People only bother about prices 
when business is bad,” was the way she 
summed up the phenomenon. 

Miss Hamilton, who has had experi- 
ence at all levels of the shoe business, 
was the featured speaker at the second 
recent meeting sponsored jointly by the 
Philadelphia Retail Shoe Merchants 
Association and the Chestnut Street 
Association to get down to brass tacks 
in initiating a concerted all-out drive 
to bring business back downtown. 

Peter Abrams, president of the 
Chestnut Street group, said the asso 
ciation had decided to help promote 
the shoe business first because a very 
large retail segment is represented by 
that industry. 

He said that between Eighth and 
Nineteenth Streets, along Chestnut 
Street, the elite shopping thoroughfare 
in Philadelphia, are situated 30 retail 
shoe 12 department, specialty 
and men’s stores selling shoes, large 
office buildings in whose upper floors 
shoes are often sold. 

Miss Hamilton told the retailers they 
should begin te think of the shoe busi 
ness as an item trade. “We just need 
items,” she said and called attention to 
an “item” she said caused real excite 
ment at the Chicago show 
slippers, which, she reported, 
catching on fast. 

“Price is not the factor that is mov 
ing business today,” she continued. “We 
have it mostly in new designs—mainly 
in the pumps classification.” 

A new top line, credited to a Parisian 
dress designer, has added tremendous 
impetus to high fashion shoe volume, 
according to Miss Hamilton. She said 
this trend had been spearheaded by I. 
Miller and that other big stores were 
now getting on the bandwagon. 

Of growing importance, the speaker 
noted, was the town tailored type of 
shoe for matching with apparel and 
sports wear—shoes with the simulated 
stacked heels, soft construction, and, 
particularly, with the new textured 
leathers in which tremendous interest 
has been shown and which will continue 
to be highly publicized. 

Recently returned from Europe, Miss 
Hamilton said the much simpler look 
in all types of daytime shoes is very 
much in vogue there as is what she 
called the “bootmaker look,” shoes with 

[TURN TO PAGE 122, PLEASE] 
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PEEK-A-BOOT 

Featuring the NEW: loop fastener 
shug, onkle-flottering. fit . ..fully 
molded, \-piece construciion 
Small, medium, large, extro lorge. 


SLF20 (Shown) Clear 
*LF22 —« Smoke 
Fits atl heels 


LFBO —. Glitter Clear 
FLFGB— Glitter Smoke 
Fits all heels 


#300 — Clea; 
(with Bow Tie) 
Fits Cuban, French heels 


all-new WEATHER-ALL Boot 


Mode of rugged, long-wearing 
Plastisol: Slips on ond. off in a jiffy 
@asy button-loop fastener. Lightweight 
worm, washable, Heavy cleat sole 
FormChildren & Misses. Sizes 6 to 12 

& 13 to 4 full sizes only 

Red & Brown. 


if signs point fo a shower of sales, g downpour of profits 
When bdd weather-heads your Way ——rain, snow or sleet — you cash in 
with the PEEK-A-BOOT line. More sales features more sales 
But don'twait for that first cloud-burst. Shipments are fast 
but the time to prepare is NOW! Check your stock! Place your orders today! 


= 


Showing at ) ¥' kK LIN ° . ¢ ° 
Popular Price Shoe Show 
mcarieriess RRR A-RBooT i™ 
1604 So. Flower Street, Los Angeles 15, California 
Warehouses: 2 E. 44th St., New York & 150 W. 63rd St., Chicago 
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YOU CAN SELL MORE PAIRS 


UPPERED WITH 


White Shoe Care 
is Easy with 


FREE KLEENETTE 
KLEENETTE 


FOLDERS AND 


Exhibitor Registrations Up 
For West Coast Shoe Show 


Los ANGELES—The West Coast Shoe 
Travelers Associates are looking for- 
ward to a bigger and better shoe show 
this coming November 13-16 than ever 
before. To date, 40 more shoe men have 
registered for the show than by this 
same time last year, bringing the total 
number of registrants to 200. 

Dave Klinesmith, executive secretary- 
treasurer of the association, predicts 
that registration will be at least five 
per cent greater than last year, with 
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MERCHANDISING 
UPPERED SHOES. WRITE A. H. ROSS & SONS CO 


Ehrlich, 16 Years at Edison, 


| Promoted to Merchandiser 


Str. Louis—Edison Brothers Stores, 


| Inc., has announced the promotion of 
| one of its former managers to a post 
| in its St. Louis home office shoe mer- 
| chandising staff. 


He is Abe Ehrlich, 


* | 32, former manager of the firm’s Burt’s 


TAGS NOW AVAILABLE FOR 
CHICAGO 22, ILLINOIS 


over 300 shoe men, representing about 
550 lines, exhibiting at this event. 

This year will also see the greatest 
number of advertisers ever to appear 
in the convention roster and program. 

Arrangements were made early 
enough this year so that the majority 
of lines will be shown under one roof, 
the Alexandria Hotel, headquarters of 
the show. Peek-a-boo room, snack bar, 
bingo game and the fashion show and 
luncheon, which will feature a nation- 
ally known fashion editor and com- 
mentator, will all be located right in 
the Alexandria. The theme throughout 

. Buy Now and Catch those January, 
February and March sales. 


| son Brothers has 


g; 


ABE EHRLICH 


Shoe Store in Chicago. His new posi- 
tion is that of merchandiser for the 
QualiCraft brand shoes featured in the 
company’s Baker’s stores. Mr. Ehrlich 


| will be in charge of the merchandising 


of approximately 50 of the organiza- 
tion’s 160 Baker’s units. 

Mr. Ehrlich joined Edison Brothers 
at the age of 16 as an extra stock boy 
and salesman in Cincinnati. In his 16 
years with the company, he has held 
successively posts as assistant manager 
and manager in such cities as Dayton, 
Toledo, Detroit, and Chicago. This is 
the third merchandise executive Edi- 
added to its head- 
quarters buying staff this year. 

The addition of 17 new stores in 
1955, and the contemplated addition of 


25 more stores in 1956 are cited as the 


reasons for this expansion of its mer- 
chandising staff. Edison Brothers now 
has 268 stores in operation. 


| Harris & Frank Store Has 


Modern Shoe Departments 


SAN FRAncisco—More than 3,000 
persons turned out for the opening of 
the new Harris & Frank clothing store 
in Hillsdale, Calif. 

In addition to clothing for men, wo- 
men and children, the store boasts of 
an attractive men’s shoe department, 
where Jarman and Stacy Adams shoes, 
and Evans Slippers are stocked. 

In the children’s shoe department, 
Classmates, Bellevilles for boys, Desert 
Tramp flats are among the lines on 
hand. The store specializes in men’s 
and children’s shoes only, and carries 
no women’s shoes in this store or any 
of the other 17 stores in the Harris 
& Frank chain 

The departments feature forward 
shelving and pegboard displays. Jim 
Benson is shoe buyer for all 18 stores. 
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<E THE 
OST OF 
‘LASTED 


... the famous elastic yarn that created elastic 
linings and made possible today’s great success, 
the elasticized shoe, 

Whether your designers need to know more 
about this basic construction, or you want to 
learn about absolutely new techniques for using 
both leathers and fabrics elasticized with Lastex 

.. consult Alfred Vamos, Inc., 47 West 34th 
Street, New York City. Mr. Vamos is the 
inventor* of the elasticized shoe, and his expert 
advice on these applications has been made 
available to the shoe industry by United 
States Rubber. 


*U. 5. Patent Nos. 2,184,261 -2,184,772-2,269,923 
assigned to United States Rubber Company. 





the miracle yarn 
that makes things fit 


& 
‘wt nite tates Rubber 
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Designer Singles Out Trends 
For Philadelphia Retailers 
[CONTINUED FROM PAGE 118] 


the all custom made sleek look. 

She cautioned retailers who may now 
be thinking of replenishing inventories 
for Spring to “take a good look at 
last 

“If it 
aid Miss 
trend i 


i.” 


shoe 


looks 

Hamilton. 
the 
modified tapered toe. 


bulky, 
“The 
narrow 
When 
reaches its peak, in about six 
those bulky lasts will be more notice 
able than ever.” 
The following is Miss Hamilton’s es 
timation of the color trend: 
Black—particularly the new kinds of 
black briskly. The 
popularity is result matte 
and new 
Italy, she 


too forget 
new 
look 
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months, 


toward in a 


trend 


color 
the of fin- 

textures generally. In 
rough leather, 
rough to the touch, yet always soft and 


continues 
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aid she saw 
pliant, something that has yet to enter 
the fashion 

In metropolitan areas patent leather 
She ad 

their 
lusters 


American picture, 
are becoming an all-year item. 
the to 
in good 
perhaps color 


balance 
in 
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navy, very 
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vised 
tocks 
and 
Spring 

Red will move 
red-with-black 
fashion 


effectively 
combinations 


only in 
in high 
Gray may be expected 
to be used strictly for casuals; it is 
relegated principally to the sports type 


shoe 


-) hoe . 
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Wedgwood blue is still catching on. 
The green family will to 
big news in ready-to-wear teamed with 

*astels are very strong and yel 
and oranges for casuals and flats 
limited to sandals and open-typed shoes 
are a coming thing. Pink continues to 
for Sum 


continue be 
white 


low } 


be a good solid selling color 
mer, 

advised, 
with 


Generally, Miss Hamilton 
‘Approach the many new colors 
this question, ‘Where will they be worn 
and do you have enough customers for 
Tt 

Ben Finn, secretary of the Philadel 
phia shoe retailers and a guiding force 
in the promotion drive asked the meet 
ing to consider the question of parking 
In the offing may be a move- 
ment to ask City Council to put a ceil 
the tickets. In Washington, he 
shoppers have stamps attached 
to parking tickets to defray the 
cost of parking. This little feature has 
helped increase business volume 15 per 
cent in the past six months. 

The meeting was also asked to con 
sider whether it should ask the Penn 
yivania Railroad to discontinue run- 
ning special trains to New York City 
on Wednesdays, a prime shopping day 
in Philadelphia 


lot prices, 


ing on 
noted, 


their 





Rochester Department Store 
Plans Suburban Branch 


Rocuestern, N. Y.—Sibley, Lindsay 
& Curr Co.’s first branch department 
store, scheduled to open August 1, 1956, 
children’s shoe 
women’s 


have a 
possibly 
shoes according to present plans. 

new will in the 
Eastway Shopping Plaza, Empire 
sJoulevard and Bay Road, in suburban 
Penfield. It is estimated that the store, 
with equipment and stock, will cost 
about $1,500,000. The building will be 
Plaza, Inc., 


probably will 


department and 


Sibley’s store be 


constructed by Eastway 


and leased to Sibley’s for 20 years with 
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Sized AAA 
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A, 5% to 11; B, 
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options to renew for 10-year periods. 
Floor space will be 50,000 square feet. 

Twenty-four stores, including Endi- 
cott-Johnson and William Eastwood & 
Son Co.’s family shoe store, are already 
operating in the shopping center which 
can park 2,000 cars and serves a 
trading area of about 150,000 persons. 

Sibley’s main store at Main Street 
East, Clinton Avenue and North 
Street, has 23 of floor space. 

The department store firm has been 
studying the problem of suburban 
expansion for the last five years. It 
was decided to spend $5,000,000 to 
modernize the downtown store and to 
build one more suburban stores 


acres 


or 


“worthy of a great mercantile name. 


DREW’S famous walking shoe 
in soft, 
' kangaroo 


leather 
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MEADOW 


available in soft 
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fitting 
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Write Today For Our NEW, IN-STOCK Catalog 


Store Name Changed 

SAN ANTONIO, TEX. Health Spot 
Shoe Store, located at 227 West Com- 
merce Street, has changed its name to 
Commerce Shoe Store. 


LANCASTER, OHIO 


Suite 610, Warner Bros 
ltd., 
REED CUSHION SHOES 


THE IRVING DREW CORPORATION, 


(NEW YORK OFFICE 
Theatre Bidg.) (in 


SHOES ¢ 


746 Marbridge Bidg.) ((LOS ANGELES OFFICE 


Australia—— Drew shoes are made by Pittman Shoe Co., Melbourne) 


DORew DR WISS SHOES © BLUE GRASS SHOES * DR. A 
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"Alice! ...where are my 
PY AWAY-WE-GO CASUALS 


...ONE OF THESE DAYS...POW!” 


In colors and styles as colorful 
as Jackie Gleason himself 
ORDER YOURS NOW! 
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Robinson’s Unveils ‘Musical’ 
Teenage Shoe Department 


Los ANGELES—Another local store 
dedicated a new room to the special 
needs and tastes of teenagers recently. 

It’s the Sharps in Flats room at the 
J. W. Robinson Company. And Vogue 
Shoes, of the leading manufac- 
turers of shoes for the teenage girl, 
was there to help preview and intro- 
duce the special department. 

The motif of the room is music and 
musical symbols and pictures of cur- 
rently popular recording artists deco- 
rate the walls. In addition, a list of the 


one 


10 top tunes will be posted each week 
alongside a listing of the 10 most 
popular flat shoe styles. 

Robinson’s and Vogue Shoes com- 
bined a week before the grand opening 
to give a gala preview of shoe fashions 
to the editors of high school papers in 
southern California. More than 90 
teenage fashion reporters attended a 
breakfast and Hollywood Skooter fash- 
ion show, conducted by Betty Murdock, 
Vogue's designer. The latest in Skooter 
fashions for daytime and datetime wear 
were shown, complemented by the ap- 
propriate schoo] and date clothes. The 
opening was not only heralded by ads 
in all the local newspapers but also by 


NO... but everybody's baby in your 
town will if you're selling Ideals 


Right now with babies being born every day 
mothers should be able to see and buy the new- 
est selection of IDEALS at your shoe depart- 
ment. For a dainty “Glitter and Glamour” shoe 
fashion show — display Ideal Baby Shoes 
throughout the infant’s department. The new 


Style No. 449 te 
White, Brown, Red Elk Laced 
Boot. Narrow, medium, wide 
~sees 5 wo 6 


styles plus the traditional quality construction 
in every pair will remind mothers that they are 
the brand all mothers have trusted for over fifty 


years and the world’s best buy in infant foot- 
wear. Full stocks of sizes and styles are the key 
to volume baby shoe sales. 


MRS. varsdeal BABY SHOE CO., INC. 


DANVERS, MASSACHUSETTS 


7) WEST 35TH STREET 
NEW YORK |, N. Y. 


1070 MERCHANDISE MART 
CHICAGO 54, ILLINOIS 


679 MERCHANDISE MART 
DALLAS, TEXAS 


stories in all the local school 
papers. 

Gene Norman, the teen set’s favorite 
dise jockey in the Los Angeles area, 
was on hand opening day to assist in 
the dedication ceremonies and sign 
autographs. 

Jack Eagan, shoe merchandise mana- 
ger of Robinson’s; John Robinson, 
buyer for Sharps in Flats and Art 
Meyerson, Vogue sales representative, 
attended. 


high 


also 
Women’s Self-Service Shoes 

HoLLywoop, FLA.—The Joy Shoe 
Store, 2027 Hollywood Boulevard, has 
been purchased by Rex Shoes, a Fort 
Lauderdale concern, and will be oper- 
ated on a self-service basis featuring 
women’s shoes. Max Gubin is manager 
and co-owner, and is an experienced re- 
tail shoe merchant. 

Retailer Invents Device 
To Prevent Heel Slapping 

Sr. Lours—A _ shoe flexing device 
which will keep the heel of the shoe 
at all times against the heel of the foot 
has been invented by Harry Lincors of 
Lincors Shoe Company, retailers. Pat- 
ents are pending on this mew construc- 
tion idea conceived for the purpose of 
eliminating heel slapping. 

Slapping of the undersurface of the 
foot, Mr. Lincors reminds the trade, is 
not only undesirable from a comfort 
standpoint, it detracts from the scope 
of customer appeal for certain types of 
shoe styles—the sling, halter sling, 
strap pump, sandal or mule. 

Explaining that his invention is ap- 
plicable to shoes constructed with a 
heel portion and a toe portion which 
are interconnected by a flexible part, 
usually adjacent to the ball of the foot, 
the Shoe Flexing construction incorpo- 
rates a device connected between the 
toe and heel portions which provides 
a cushioned support for the foot and is 
tensioned by pressure on or near the 
ball of the foot. 

This tension is transmitted through 
an interconnection to the heel portion 
tending to flex the shoe when pressure 
exerted on the heel portion of the shoe 
is removed. The transmitted tension 
causes the heel part of the shoe to rise 
and follow the heel of the foot. 

It is contemplated, Mr. Lincors says, 
that this device can have many differ- 
ent forms but in all instances will re- 
main wholly concealed within the shoe, 
therefore requiring no alteration to 
the outward appearance of any particu- 
lar style of shoe. 

The Shoe Flexing Device, while also 
utilizing tension principles, differs 
from other constructions in the shoe 
field insofar as it functions on a com- 
pression basis. It differs too insofar as 
the construction is concealed, rather 
than apparent at the instep. According 
to Mr. Lincors. production, utilizing the 
Shoe Flexing Device, is not expensive. 


Boot and Shoe Recorder 





QUALITY 


CAL 


LEATHER 


Wv ywoop #30 

new ‘al! promotional—a_ 

brown with a "golden pi a a, in, line 
with the coming trond tn men's 6! Cuete 


+ ¢ \ A s tel 


. ~. 


“iD: STATES: “hot we 


ee 7 WOLW PUREE 12 M16 CON SIN 


’ 


THE. YHIO ve LEATHER COMPANY, GIRARD, ono @) 


7 


November 1|5, 1955 





x C“cnllé 


SUGGESTED 
RETAIL 


$9 95 


BY 
CONTINENTAL 
CASUALS 
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SOMETHING NEW under the sun! 


The Conti by Continental Casuals—a new concept in men's 


sandal design, handsomely crafted in leathers, featuring those 


hard to get narrow widths. 


Make a note to see them at the 


HOTEL NEW YORKER - ROOMS 1580-81 


CONTINENTAL CASUALS, Inc. 


1245 COLUMBUS AVENUE 


BOSTON, MASS. 


MANUFACTURERS OF FINE FOOTWEAR 


Gimbels Promotes Emma 


Arthur 
better 


buyer 
mer 


Emma, 
and 


MILWAUKEE 
of women’s 
chandiser of all women’s 
the basement at Gimbel Brothers down 
town and Southgate here, ha 
been promoted to merchandiser of al! 
shoes above the basement in both stores, 
including, in addition, the women’s 
the children’s and men’s depart 
officials have announced. 

Mr. Emma _ joined the Gimbel 
organization about two years ago, 
coming here from Jordan-Marsh Com 
Boston. 
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Son of Shoe Retailer 
Opens His Own Operation 


GRAND Rapips, Micu.—A new store 
has been opened here by Richard 
Zoodsma, son of Peter Zoodsma, opera- 
tor of the local Zoodsma shoe store. 

The new outlet is in a 4,740 square- 
foot building at 128 South Beltline, 
SW, and is managed by Richard 
Zoodsma, assisted by Peter Plaat, who 
has had 33 years of experience in the 
The store handles na- 
tionally advertised shoes for the entire 
family 


shoe business. 


To Make Final Plans 
For Mid-Atlantic Show 


PHILADELPHIA—A meeting of the 
Mid-Atlantic Shoe Show Committee 
will be held November 16 at the 
Benjamin Franklin Hotel, Philadelphia, 
the purpose of which will be to com- 
plete plans for the 42nd annual Mid- 
Atlantic Shoe Show, to be held in the 
ame hotel January 15-18, 1956. E. 
Rhodes Huntsberry and Henry A. 
Rubens, are co-chairmen of the com- 
mittee. 

Mr. Huntsberry, who is also presi- 
dent of the Middle Atlantic Shoe Re- 
tailers Association, said in announcing 
the committee meeting: “All indica- 
tions at this time point to an out 
standing Mid-Atlantic Show. Display 
reservations are being received earlier 
and in greater number than 
before. All retailers, as well as 
manufacturers, travelers and _ whole- 
salers, should plan now to be with us 
in Philadelphia January 15-18.” 


ever 


shoe 


Bootery Includes Football 
Schedule in Teenager Ads 
COLORADO SPRINGS, An effec- 
tive means of insuring that newspaper 
display advertising is thoroughly read 
by high school youngsters is to incor- 
porate a list of forthcoming football 
games in each week’s ad, according to 
Fred Gross, owner of Fred’s Bootery, 


COoLo. 


here. 

Fred’s Bootery made an _ intensive 
drive on the high market, for 
the 1955 Fall season, and the decision 
to incorporate football news in each ad 
has proved a fortunate one. “We make 
a complete coverage of all games sched- 
uled,” Mr. Gross said, “and often, ours 
is the only listing which appears in 
the newspaper, on the games of lesser- 
known high out in 
towns, and parochial schools. The im 
portant thing is that get young- 
sters from all schools to watch eagerly 
for the appearance of each week’s ad, 
since it gives them an opportunity to 
keep the schedule straight.” 


school 


schools suburban 


we 


Lumbard-Watson Appoints 
ry ‘ . 
Iwo Sales Representatives 
CHICAGO—Appointment of two new 
representatives for Lumbard- 
Watson Company, of Auburn, Me., was 
announced here following The National 
Shoe Fair 
Wes Warner of 


cover eleven Western states. 


sales 


Littleton, Col., will 
Mr. Wai 
ner is past president and chairman of 
the board of directors of Mountain 
States Shoe Travelers Association. 
William McGee, of Greensboro, N 
C., will cover Virginia and West 
Virginia and North and South Caro 
linas. Both men have had 
experience as sales representatives. Mr. 
McGee was previously in the 
retail business and has con 
siderably amount of display work 


extensive 


also 
done a 
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Edison Managers Continue 
Home Office Study Program 


St. Louts—Edison Brothers Stores, 
Inc., recently invited a group of 15 of 
its 268 managers for a three day sales 
meeting at the home offices in St. Louis 
as part of a long range program to 
bring all its managers here. The pur- 
pose is to acquaint them with home 
office procedures and integrate field 
and home office functions. 

Those attending the November 8-10 
conference, the third group of its kind, 
were Aaron Bloom, Chandler’s Shoe 
Store in Atlanta; Al Hoffman, Chand- 
ler’s in Stonestown, San Francisco; 
Luther Deck, Burt’s in Indianapolis; 
Bill Moore, Chandler’s in Portland; 
Bernie Burman, Chandler’s, Chicago; 
Al Masters, Leed’s in Glendale, Calif.; 
Bill Edson, Burt’s, Denver; Floyd 
Tucker, Baker’s, Orlando, Fla.; Buddy 
Jacobs, Burt’s, Sacramento, Calif.; 
Sam Guzick, Baker’s at Grand River 
Ave., Detroit; Tom Ridgdill, Baker’s 
in Little Rock, Ark.; Frank Evans, 
Leed’s in Santa Ana, Calif.; Charles 
Snead, Leed’s in Bellflower, Calif.; and 
Dave Goodman, Baker’s in St. Louis. 


Shoe Store’s Demonstrations 
Carries Trade to Campus 


BouLpER, CoLo.—‘“Carrying the store | 


to the customer” where college students 
are concerned, is a program which is 
getting excellent results for Pat’s Boot- 
erie, exclusive shoe store here. 

The program calls for regular dem- 
onstration of new developments in men’s 
footwear in a dozen fraternity houses 
at the University of Colorado, in 
Boulder. 

The plan was initiated originally to 
“fight back” against the competition 
represented by on-campus exchanges, 
which offer undergraduates substan- 
tial discounts in sportswear, school sup- 
plies, luggage, smoking needs, and of 
course, footwear. Since then, manager 
Richard Wattles has expanded the pro- 
gram to represent an impressive slice 
of each college semesters sales. 

Each demonstration, carried out by 
a veteran salesman chosen for his ami- 
ability and understanding of college 
students and their problems, is pre-ar- 
ranged with the house mother, as well 
as the fraternity leaders, preferably 
during the early evening or late after- 
noon hours when most members of the 
fraternity will be on hand. Through 
careful selection, casual, sport, and 
dress shoes chosen always carry much 
appeal and interest to fraternity mem- 
bers, many of whom pride themselves 
on up to the minute dress. 

“While the object of the exhibits is 
primarily to introduce the store name 
to the students and to effectually gain 
their confidence as to style supremacy, 
we make actual sales as well,” Mr. 
Wattle said, “impulse sales count heav 
ily in this sort of fraternity selling, 
and often, enough pairs are sold at 
each such event to cover the costs.” 
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New Alabama Shoe Store 
Finished in Redwood 


PRICHARD, ALA.—-Timing the event to 
coincide with the promotion of “Prich- 
ard Trade Days,” Al’s Bootery recently 
opened a new store at 21 North Wilson 
Avenue in Prichard. 

Owned by the Al-Morris Corporation 
of Montgomery, the new store is man 
aged by Victor Rousso who was for- 
merly manager of a store of the same 
name in Mobile. 

Finished in natural redwood, the 
store seats 22 customers. Furniture is 
blonde with green upholstery and the 





ook jo” 





HANDMADE 
HAND-LASTED 





‘and distributor” 


tile floor and carpet are gray in the 15 
by 45-foot salesroom., Approximately 
7,000 pairs of shoes can be stocked in 
the new store which employs three 
salesmen and a cashier and features 
handbags to match every pair of shoes. 

Two display windows face the main 
street. The store is air-conditioned and 
uses fluorescent lighting. Customer 
parking is furnished in the rear of the 
store. 


New Crosby, Kirby Units 


TOLEDO—Kirby’s Shoes and Crosby 
Shoes have opened new stores in the 
Miracle Mile Shopping Center here. 


for 
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in Dance Footwear | 





@ Finest quality at lowest 
prices — the value stand- 
ard of the industry. 


@ IMMEDIATE 24-hour, In- 
Stock service always. 


@ Prima is the COMPLETE 
dance footwear line—one 
source for all your needs. 


@ Endorsed by studios, 
teachers and students 
everywhere, 


Wpile fr 
FREE 


IN-STOCK CATALOG 


Today! 


PRIMA Footwea vr, Ine. 
705 Ann Street, Columbus 6, Ohio 


See 
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Buntees smooth, patented one-piece 


vamp actually cradles baby’s foot 
like genuine Indian moccasins. 


Buntees incorporate all the best features / ~~ 


of true moccasin construction, 


plus refinements that result 
in handsomely designed, 
comfortable baby shoes. 


R. J. POTVIN SHOE CO 


Y, Brockton 26, Mass. 


P.P.S.S.A., Room 554, Hotel McAlpin 


Card File for Birthdays Draws More Children’s Shoe Sales 


BouLper, CoLo.—Direct mail, in the 
form of birthday greeting cards, and 
regular mailings of invitations to re- 
place children’s shoes, has proven by 
far the most potent source of chil- 
dren’s shoe sales at Smith Shoe Com- 
pany here, reports Kenneth Smith, 
manager. 

One of the largest retail shoe opera- 
tions in the state, outside of the 
capitol city of Denver, Smith Shoe 
Company has been going out of its 
way to attract youngsters since 1907, 
when Mr. Smith’s father, formerly a 
manager at Daniels and Fisher Stores 


128 


Company in Denver, moved to Boulder 
to start his own retail footwear shop. 

Now, 48 years later, the direct mail 
program has grown large it re- 
quires a staff of two girls to maintain 
it. 

“We use a lot of family direct mail, 
as well as children’s types,” Mr. Smith 
said, “however, it is the followup on 
youngsters which has shown the most 
direct results. In any case, we will 
contact all shoe customers at least 
two or three times per year by mail, 
either with birthday congratulations 
or with an invitation to visit the store 


80 


4 
, | 
| 
i 


} tickets, 





and let us bring their footwear needs 
up to date.” 

Every morning, the two girls pull 
listed by date and month, 
from a file maintained in the business 
office. Basic cards include not only 
the youngsters name and address, but 
his birthday, the size and last of the 
most recent pair of shoes purchased, 
plus other information. Then, the ap- 
propriate cards are mailed, several 
days in advance of the birthday, to 
express the store’s sincere good wishes 
and to express a desire to see the 
youngster. 

Response is excellent, according to 
Mr. Smith, and due to the fact that 
Boulder has shown a remarkably small 
loss percentage wise in population, al- 
most all of the cards are in contin- 
uous use. There are very few dead 
files, and these, only when a mailing 
of three or four cards fails to elicit 
a response. Currently the file contains 
more than 2,400 names, and mailings 
of as large as 1,500 at a time have 
been developed. 


Master Shoe Branching Out 


In the Youngstown Territory 


YOUNGSTOWN, O. Master Shoe 
Store, Inc. has opened its second unit 
here in the Boardman Plaza. It had 
had a single store in the Struthers- 
Poland Plaza. 

Fred P. Mastriana is president of the 
firm. His wife, Rose, is vice-president 
and secretary. Franklin H. Rook is 
treasurer and general manager. 

Mr. Matriana operated a Master’s 
Shoe Store here for 17 years before 
purchasing the Garfinkel Shoe Store 
in the Struthers-Poland Plaza. Mr. 
Rook was manager of Garfinkel’s when 
it was purchased and is a veteran shoe 
retailer in this area. 

Mr. Mastriana an Ohio State 
University graduate and holds a 
master’s degree in retailing from New 
York University. He was 
with the I. Miller & Sons 
before entering his own business. 


I~ 


associated 


shoe firm 


New Chandler’s Store 
Opened in Madison 


MADISON, Wis.—A modern, comfort- 
able atmosphere has been achieved in 
the new Chandler’s store here, the first 
to open in the Madison area. Operated 
by the Edison Bros. Stores, Inc., it is 
managed by Gene Gray. 

Located in a fiew building on a 
heavily-trafficked street, the air-condi- 
tioned store is marked by its unusual 
lighting effects combining both direct 
and indirect fluorescent and incan- 
descent systems. Neon-outlined letter- 
ing is the feature of the mottled terra 
cotta facade. A scalloped screen wall 
has plants spilling over the top to ac- 
cent the rose furfishings and appoint- 
ments. Carpeting is also in a rose tone, 
with chairs in light buff and shantung- 
weave plastic. 
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New York Shoe Show—Nov. 27-Dec 
M. K. Weil, 


i—Hotel New Yorker, Rooms 1650-51 , 
Paul Sigan and Jesse Plotkin 





In attendance: 


E Se Te 
Mid-Atlantic SHOE SHOW 


at the BENJAMIN FRANKLIN HOTEL—Philadelphia 
JANUARY [5th to I8th, 1956 


show—and a great 
“Market-Place" where retailers 


® SHOP °® COMPARE e BUY 


New SPRING and SUMMER STYLES 
e ® * 

Display your line—just |! weeks before Easter 
JOIN THESE EXHIBITORS! 157 firms—all of whom have 
found it profitable to display at the SHOW OF THE YEAR in 
Philadelphia. LOOK AT THE RECORD! 32 firms annually 


from 15 to 40 years. 125 firms consecutively from 4 to 14 years 
A “MUST” SHOW FOR MORE THAN 
2000 RETAILERS 
BANQUET * FLOOR SHOW * DANCING 
LATIN CASINO, Tuesday, January 17th 
TWO FREE TICKETS with each co-op. fee paid 
SHOW YOUR LINE! SEE THE TRADE! 
For DISPLAY SPACE—Wire or Phone 


CAL J. MENSCH 
2 Kendal Avenue 


We Offer Quality Jobs, Cancellations 
and Closeouts in Branded Footwear to 


CANCELLATION 


Our prices 


The eastern seaboard's No. | 


shoe stores, 
drive-ins 
and 
shoe 
promotion 
buyers 


on fine shoes, 
bought direct 
from the best 
known makers 
are in line with 
our nationwide 
reputation 

for values! 


Open a Cancellation Shoe Store in Your Town 


Our New Store Consultants Will Help You 
Set Up a Profitable Operation 


Quality Shoes Since ‘32 


M. K. WEIL Shoe Company 


“While in Town See Weil” 
1215 Washington Ave Saint Louis 3, Mo 


Sample Rooms New York 


Phone—Rosewood 1-9872 
Pittsburgh 2, Pa. 


los Angeles + 
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Vogue Shoe Newest Store 
Opens in Little Rock 
LITTLE Rock, ARK Newest addition 
to Main Street here is the Vogue Shoe 
Store, one of a chain of about 40 
Weiss 


Company of St 


store 


operated and owned by and 


Neuman Shoe Loui 
and the fir 
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rhe tore, at 
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Indirect 
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colors on the wall 
Ball Stores beautiful new women's and children's shoe salon on the completely ' 
remodeled second floor is both modern and functional. Stock is concealed. Recessed 


shadow boxes provide display area. Color scheme is yellow with shades of brown. 


lighting is used in the store a 
in the window The floor 
tile. Air conditioning i 

The 


vertising 


of marble 
a feature 

company tressed in it ad 
that the taff of the 


make their h Little Rock 


lights in a yellow band overhead. Other entire 


spotlights pinpoint a display 


MUNCIE, IND.—Ball] Stores, Inc., has 


remodeled its women’s and children’s around = atore yme in 


named assistant 


shoe department as part of a $750,000 
general remodeling and refurnishing 
program for the store. The new de- 
partment, which is on the second floor, 
is formed in a circle. The outside wall 
is of gleaming wood lighted by spot- 
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the central post. There are two shadow 
boxes in the walls. The color scheme 
is yellow with shades of brown. Yel 
low shutters flank the doors to the 
stockroom, which is hidden from view 
by modernistic white, yellow and brown 
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vamp actually cradles baby’s foot 
like genuine Indian moccasins. 


Buntees incorporate all the best features 


of true moccasin construction, 


plus refinements that result 
in handsomely designed, 
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Card File for Birthdays Draws More Children’s Shoe Sales 


BouLpeR, CoLo.—Direct mail, in the 
form of birthday greeting cards, and 
regular mailings of invitations to re- 
place children’s shoes, has proven by 
far the most potent source of chil- 
dren’s shoe sales at Smith Shoe Com- 
pany here, reports Kenneth Smith, 
manager. 

One of the largest retail shoe opera- 
tions in the state, outside of the 
capitol city of Denver, Smith Shoe 
Company has been going out of its 
way to attract youngsters since 1907, 
when Mr. Smith’s father, formerly a 
manager at Daniels and Fisher Stores 
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Company in Denver, moved to Boulder 
to start his own retail footwear shop. 

Now, 48 years later, the direct mail 
program has grown so large it re- 
quires a staff of two girls to maintain 
it. 

“We use a lot of family direct mail, 
as well as children’s types,” Mr. Smith 
said, “however, it is the followup on 
youngsters which has shown the most 
direct results. In any case, we will 
contact all shoe customers at least 
two or three times per year by mail, 
either with birthday congratulations 
or with an invitation to visit the store 





and let us bring their footwear needs 
up to date.” 

Every morning, the two girls pull 
tickets, listed by date and month, 
from a file maintained in the business 
office. Basic cards include not only 
the youngsters name and address, but 
his birthday, the size and last of the 
most recent pair of shoes purchased, 
plus other information. Then, the ap- 
propriate cards are mailed, several 
days in advance of the birthday, to 
express the store’s sincere good wishes 
and to express a desire to see the 
youngster. 

Response is excellent, according to 
Mr. Smith, and due to the fact that 
Boulder has shown a remarkably small 
loss percentage wise in population, al- 
most all of the cards are in contin- 
uous use. There are very few dead 
files, and these, only when a mailing 
of three or four cards fails to elicit 
a response. Currently the file contains 
more than 2,400 names, and mailings 
of as large as 1,500 at a time have 
been developed. 


Master Shoe Branching Out 
In the Youngstown Territory 

YOUNGSTOWN, O. Master Shoe 
Store, Inc. has opened its second unit 
here in the Boardman Plaza. It had 
had a single store in the Struthers- 
Poland Plaza. 

Fred P. Mastriana is president of the 
firm. His wife, Rose, is vice-president 
and secretary. Franklin H. Rook is 
treasurer and general manager. 

Mr. Matriana operated a Master’s 
Shoe Store here for 17 years before 
purchasing the Garfinkel Shoe Store 
in the Struthers-Poland Plaza. Mr. 
Rook was manager of Garfinkel’s when 
it was purchased and is a veteran shoe 
retailer in this area. 

Mr. Mastriana is an Ohio State 
University graduate and holds a 
master’s degree in retailing from New 
York University. He was associated 
with the I. Miller & Sons firm 
before entering his own business. 


shoe 


New Chandler’s Store 
Opened in Madison 


MADISON, Wi1s.—A modern, comfort- 
able atmosphere has been achieved in 
the new Chandler’s store here, the first 
to open in the Madison area. Operated 
by the Edison Bros. Stores, Inc., it is 
managed by Gene Gray. 

Located in a hew building on a 
heavily-trafficked street, the air-condi- 
tioned store is marked by its unusual 
lighting effects combining both direct 
and indirect fluorescent and incan- 
descent systems. Neon-outlined letter- 
ing is the feature of the mottled terra 
cotta facade. A scalloped screen wall 
has plants spilling over the top to ac- 
cent the rose furfishings and appoint- 
ments. Carpeting is also in a rose tone, 
with chairs in light buff and shantung- 
weave plastic. 
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New York Shoe Show—Nov. 27-Dec. I—Hotel New Yorker, Rooms 1650-5! 
In attendance: M. K. Weil, Paul Sigan and Jesse Plotkin 





6 
4 yy ital Ail 
We Offer Quality Jobs, Cancellations 
and Closeouts in Branded Footwear to Mid-Atlantic SHOE SHOW 


” > me oF 2. T at the BENJAMIN FRANKLIN HOTEL—Philadelphia 
CANCELLATION JANUARY 15th o 18th, 1956 
The eastern seaboard’s No. | show—and a great 
"Market-Place" where retailers 


shoe stores Our prices 
. on fine shoes, © SHOP © COMPARE e BUY 


drive-ins boveht direct New SPRING and SUMMER STYLES 
and from the best 2 2 . 


Display your line—just |! weeks before Easter 
shoe 
won clopanete JOIN THESE EXHIBITORS! 157 firms—all of whom have 


promotion are in line with found it profitable to display at the SHOW OF THE YEAR in 
: id Philadelphia. LOOK AT THE RECORD! 32 firms annually 
buyers our nationwide from 15 to 40 years. 125 firms consecutively from 4 to 14 years 
reputation A "MUST" SHOW FOR MORE THAN 
2000 RETAILERS 


Open a Cancellation Shoe Store in Your Town BANQUET * FLOOR SHOW * DANCING 
Our New Store Consultants Will Help You LATIN CASINO, Tuesday, January 17th 


Set Up o Profitable Operation TWO FREE TICKETS with each co op fee paid 
Quality Shoes Since ‘32 


SHOW YOUR LINE! SEE THE TRADE! 
M.K. WEIL Shoe Company §& For DISPLAY SPACE—Wire or Phone 
“While in Town See Weil” CAL AY MENSCH Phone—Rosewood 1|-9872 


1215 Washington Ave Saint Lovis 3, Mo 2 Kendal Avenue Pittsburgh 2, Pa. 
Sample Rooms: Los Angeles +* New York 


for values! 





draperie The cash register and 


Circular Shoe Department in Muncie Store  ssvine ese’ rein tie perimeter 


stock room area. 


The department features Simplex 
F lexies children’s shoe Women’s lines 
are Red Cross, DeLiso, Laird Schober 
and I. Miller 


Vogue Shoe Newest Store 
Opens in Litthe Rock 


LITTLE Roc K, ARK Newest addition 
to Main Street here is the Vogue Shoe 
Store, one of a chain of about 40 stores 
operated and owned by Weiss and 
Neuman Shoe Company of St. Louis, 
and the first to be opened in Arkansa 
Their stores are in 11 state 
The store will feature nationally 
known brands of women’s shoes. A. M 
Quinn is the manager 
rhe tore, at 414 Main Street, 
formerly a millinery hop, has been 
completely redecorated, with pastel 
colors on the walls and ceiling. Indirect 
Ball Stores beautiful new women's and children’s shoe salon on the completely lighting is used in the store as well a 
remodeled second floor is both modern and functional. Stock is concealed. Recessed in the windows. The floor is of marble 


shadow boxes provide display area. Color scheme is yellow with shades of brown. tile. Air conditioning is a feature 


The company stressed in its ad 

MUNCIE, IND.—-Ball Stores, Inc., has lights in a yellow band overhead. Other vertising that the entire staff of the 
remodeled its women’s and children’s spotlights pinpoint a display around tore make their home in Little Rock 
shoe department as part of a $750,000 the central post. There are two shadow Bill Shelby has been named assistant 
general remodeling and refurnishing boxes in the walls. The color scheme manager; Huey Meyers, Billy Cox, 
program for the store. The new de- is yellow with shades of brown. Yel Walter Henderson and W. R. Gilbert, 
partment, which is on the second floor, low shutters flank the doors to the salesmen; Mrs. Winnie Van Dyke, 
is formed in a circle. The outside wall stockroom, which is hidden from view manager of the hosiery and bag de- 


is of gleaming wood lighted by spot- by modernistic white, yellow and brown partment, Miss Shirley Porter, cashier 
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CANCELLATIONS 


BRANDED JOBS 


Hotel New Yorker 
Rooms 1673-1674 











in a T'wo-Oared Shoe. 


Ready to 


Embark 


F 4 ‘ q bP eek i sty 
45 alte omy Oo oe : is M4 ety. on . 
i al Peed ? a ¥ m 
% bs 7s Z 5 # < deer at 
pg t Oe Le en . 


2 
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Poised for a take-off at the Port Clinton, Ohio, beach with a giant moccasin as 

a boat, this young lady is ready to test the seaworthiness of her novel craft. She 

is five-year-old Nicolette, daughter of Mr. and Mrs. James F, Riemenschneider of 

Port Clinton. Her fother used the shoe, measuring more than four feet long, in 
a store window display. 





Store Names Shoe Manager Northland, a new store scheduled for 
; opening later this Summer in the 
Sr. Lours—Donald Korando, assist- 
ant buyer in the children’s department 
of Famous-Barr Company’s downtown © 
store, has been named manager of the '" 
children’s shoe department for Famous’ the children’s shoe department. 


northern suburban area of St. Louis 
County. Mr. Korando joined Famous 
1949, beginning as a stockman in 


130 








69 


retail 


*An old established brand with a 
new popular-priced line — MISS 
Cinderella's brand new Suede Spray 
special formula has a much higher 
percentage of active ingredients — 
is much more effective than other 
sprays. Non-flammable, containing 
lanolin, it °colors evenly, dries 
quickly and won't rub off! In the 


aerosol Spraytainer at 69c retail. 


For further information 


WRITE TODAY! to 
EVERETT & BARRON CO. 


359 Eddy St., Providence, R. | 


ORDER THROUGH 
-— YOUR WHOLESALER 


“ 
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Boston’s Oldest Shoe Store 
For Men Now Remodeled 


BostonN—A remodeling program, un- 
dertaken some time ago, has recently 
been completed by the Coes & Stodder 
Company, one of Boston’s oldest men’s 
shoe stores, now in its sixty-third year. 
Changes made include the reduction of 
the store front from 33 to 24 feet and 
the installation of an entirely new all- 
glass front with outside walls of brown, 
mottled Roman brick. The store inte- 
rior has also been redecorated; fluores- 
cent lighting fixtures have been added 
and the store has been air conditioned. 

Gone are the small windows of the 
original store with their frames of 
dark wood. In their place is now one 
large window giving ample room for 
display, with an off-center entrance 
flanked on the left by a long display 
case, half in and half out of the store. 
Furthermore, the front has set 
back about five feet from the property 
line, permitting the inspection of mer- 
chandise without interfering with pass 
ing pedestrian traffic. Store walls are 
blue and the ceiling white. The sales 
floor is 22 feet wide and 45 feet deep. 

The business is owned and operated 
by Ray Nickerson, who began his busi- 
ness career with this company 37 years 
ago and who became its owner in 1941. 

Located on the edge of the city’s 
financial and insurance districts, Coes 
& Stodder have sold better grade shoes 
since 1893. Today’s customers include 
sons and even grandsons of the store’s 
first customers. men active in the politi- 
cal and economic life of the city. 


been 


New Shopping Center Opens 
In Minneapolis Suburb 


MINNEAPOLIS, MINN.—In the seven- 
million dollar Knollwood Plaza shop- 
ping center, St. Louis Park, suburb of 
Minneapolis, opened recently, there are 
several shoe stores and departments. 
Among these are Powers department 
store, Berland Shoes, J. C. Penney Com- 
pany, G. R. Kinney Company and Mau- 
rice L. Rothschild-Young-Quinlan Com- 


pany. 
The shopping center occupies 35 
acres. Stores have a combined floor 


area of 312,055 square feet and park- 
ing lots on three sides have a capacity 
of 3000 cars. An estimated 130,000 


people live within a 10-minute drive of | 


the center. There are 34 stores. 
To give a unified appearance to the 
center, a continuous canopy extends 


over the sidewalk the entire length of | 


the shopping area. The front of the 
canopy is lighted at night. Customers 
can pull up to the curb to load their pur 
chases and in bad weather will be pro- 
tected by the canopy. All stores have 
their loading docks at the rear and most 
of them have front and back entrances. 


A suburban appearance is given to | 


the center with garden areas, patios, 
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seats and benches, trees and shrubbery 


and grassy plots, some maintained by 
individual stores and others in 
parking and buffer zones by the general 
management, 

Knollwood Plaza developed by 
Donald Shanedling, president of Henry 
Shanedling and Sons Corporation, Min 
neapolis. 


was 


New York, were architects 


Contracts Let for McDonald 
New Footwear Warehouse 


HASTINGS, NEB.—Contracts have been 











in any other moccasin! 


sewn Sebago-Mocs, has helped 


Moc line. Order yours now! 












STYLE 700 
(Brown) 


SE BAGO-MOCS 
LINE OF 


ARE 


THE 
MOCCASINS IN THE COUNTRY 


SEBAGO-MOC COMPANY 


WESTBROOK 


New York Office 


the 


Thorshov and Cerny, associ- 
ated with Raymond Loewy Corporation, 


FASTEST-GROWING 


| 534 Marbridge 
| Made in Canada by Canada West Shoe Manufacturing 


let for a new warehouse for the J. M. 
McDonald Company here, with com 
pletion scheduled for September, 1956, 
according to President J. M. McDonald, 
Jr. The structure will include modern 
storage and shipping facilities for 
men’s, women’s and children’s footwear 
to supply the 104 retail outlets of the 
chain in Midwestern and Rocky Moun 


tain area states 
The McDonald Company also main 
tains a warehouse in Wichita, Kans., 


where footwear is handled for the Kan 
Oklahoma, Texas and New Mexico 
of the chain. It 50,000 
square feet of floor space. 


Sas, 


stores has 


How SEBAGO-MOC’S 


means 
more’ sales 


for _ | 


ONLY Sebago-Mocs have it — the exclusive, patented welt con- 


struction that gives your customers greater flexibility than they'll find 


This added feature, found ONLY in famous hand-lasted, hand- 


to make the Sebago-Moc line the 


"fastest-growing moccasin line in the country" —and sales records 
prove it! No "breaking in'’ needed — and your customers appreciate 
all the other extra details, like the hand-rolled collars, heel-hugging fit 
and gracious styling they find in Sebago-Mocs. 


Fast turnover, extra profits are yours when you carry the Sebago- 


IN STOCK FOR 
IMMEDIATE DELIVERY 


DURING THE 
PPSSA 
VISIT US AT 


} 534 MARBRIDGE BLDG. 


TODAY 


te} 
Pf % 
pe 


MAINE 
Building 


ompany, W peg 


Made in MAINE by 
Sisiled Crattemen 
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STEADY 
PROFIT-MAKERS 


Bass 
Oxfords 





Extra Pairs * Extra Profits <z 
with Extra Special y 


“Seadals 
Mold-Crepe 


THE 

| SALESMAKING 
SOLE 

by LION 





No. 2166 — Brown Seamless 
Biucher Oxtord: Full Leather 
Lined; Storm Welt; Double 
Leather Soles and Rubber 
Heels 


om 
For extra profits, 
sell the complete 
Bass line... 
@ TRAILMASTERS 
@ QUAIL HUNTERS* 
@ SPORTOCASINS”* 
@ SKI BOOTS 
@ WEEJUNS* e@ WELTS 


No. 2216 — Brown Scotch 

Grain Blucher Oxford, Double 

Leather Soles, Rubber Heels 
Storm Welt 

Style-wise 

sandals 

for men, 

women 

ond children 


No. 1271 — Tan Scotch Grain 
Imitation Tip, Seamless Blu 
cher Oxtord; Heavy Double 
Leather Soles, Leather Heels 
Full Leather Lining, Reverse 
Welt 


Biggest sandal selling sea- 

son ever is just around the 

corner. Be ready for it with the fastest 

promotional sandals in the country, extra special 

LION SANDALS. Unsurpassed for styling, quality, 

materials and fine workmanship, their plus features 

make extra sales, features like Mold-Crepe soles, ex- 

clusive with LION. And you'll feature LION SAN- 

DALS in the volume making price bracket, $2.95 to 
$4.95. Get aboard this profit special today 


No, 217 — Tan Scotch Grain 
Sportocasin® Oxford; Two 
way Toe Seam, Heavy Double 
Leather Soles and Heels. True 
Moccasin Construction 


Add OvTDOOR FOOTWEAR 


N.Y.CLNY 


INC. 707 Broadway 
New York 3, N.Y. 


G.H. Bass & Co., Dept. ES11, Wilton, Maine © €58 Marbridge Bidg 


Edison Adds Two Units 
Increasing Total to 265 

Sr. Lours—Edison Brothers Stores, 
Inc., added two more units to its or- 
ganization recently, increasing the total 
number of stores in operation to 265. 
Sjaker’s in the Sugar House 
Center of Salt Lake City, 
is a Chandler’s in Madison, 
the company’s first outlet in that 


I. Miller Store Adds Glamorous Boutique 


One is a 
Shopping 
the other 
Wis., 
city 

The new Madison Chandler’s, located 
at 10 West Mifflin Street, has a 24 foot 
facade and is 88 feet wide. Regional 
manager is Dave M. Glaser while res- 
ident manager is Gene E, Gray. 

The opening of Baker’s in Salt Lake 
City gives the company four stores in 
that Howard W. Brown, former 
manager for Edison Brothers in that 
area and recently promoted to regional 


locale. 


manager, will have the field supervision 
of the while Charles B. Silcox, 
senior manager with the firm, has been 
named 


store 


The |. Miller retail store has just opened a brand new boutique, the “Pinwheel” 

shop, in their Fitty-fourth Street and Fifth Avenue branch. The boutique Is devoted 

to accessories which coordinate with shoes. Pictured here are some fur scarfs 

and muffs, color coordinated to go with shoes; imported handbags, tweed acces- 

sories, a stole of huge Dior-type proportions with a matching handbag, and many 
other important fashion items. 


store manager. 


Macy Shoe Department 


SAN FRANCISCO—Macy’s have added 
a new first floor shoe department. Un- 
der the name of the Corner Shoe Shop, 
the new department, located in the 
Stockton, O’Farrell corner of the store, 
will specialize in women’s shoes in the 





including announce- 

radio stations WLAV 
and WMAX. Nationally-known foot- 
wear, according to the management, 
will be sold at reduced prices. 


evening papers, 


Discount Shoe Store Opened 
ments on local 


Granp Rapiws, Micu,——Stone’s Fam- 
ily Discount Shoe Store held its formal 


opening at 925 West 28th Street re- 


cently. 
Prior to the opening, the store ad- 
vertised heavily in local morning and 


432 


The store is operated by Thomas J. 
Pipp and Richard W. Osborn. It has 
8,000 square feet of space. 


low priced brackets. For the opening of 
the new Corner Shoe Shop both casual 
and dress shoes were featured. 
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Sale of Men’s Socks Rises 
re 7 ea ° 
With Women’s Section Rack 
DENVER — Since men invariably buy 
their socks on color and feel, the logical 
method of increasing sock sales in the 
men’s shoe department is to “put them 
according to Wal- 
buyer at 


out on self-service,” 
ter Rasmussen, men’s 
Fontius Shoe Company, Denver. 
Definitely a “prestige store,” Fontius 
has in the confined sock sales to 
a pigeon hole rack display mounted in 
the immediately behind the cash 
register counter at the front of the 
store. Salesmen, who receive the same 
with 


shoe 


past 


wall 


commission on hosiery sales as 
shoes were encouraged to size up each 
shoe customer and bring around a pair 
of socks which fitted the situation, both 


color-wise and price-wise. 





This three-level display fixture was used 

to put hosiery sales on a self-service 

basis at the Fontius Shoe Company in 

Denver and resulted in a greater volume 
of hosiery sales. 


“Although we got excellent coopera- 
tion certainly 
weren't capitalizing on all of the sales 
potential,” Mr. Rasmussen said, “par- 
ticularly during busy hours of the day. 
Naturally, men would not come behind 
counter in order to look 
the and, after 
a study of what influenced the 
customer most, we de- 


from salespeople, we 


the cashier's 
the 
making 
average male 
cided on self 

The result 
green display 
wrought 


ove} stocks in rack 


service.” 


was a three-level apple 


elevated on four 


which 


fixture 


iron legs brings its 


contents up to a convenient ievel. Ca- 


pacity is around six dozen pairs of 
A concealed fluorescent lamp at 
the rear of shelf provides 
liant, direct illumination over the 
of socks, and because of the height of 
seated along 


side 


socks. 


each bril- 


the fixture shoe customers 
two 
of the store, are made “ 


rows of chairs, one at either 
sock conscious” 
almost as soon as they sit down. 

Most heavily stressed in Fontius’ 
merchandising efforts cotton 
Argyle socks and rich colors in nylons 
and other sport types. 


are $1 
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rows | 


Salesmen are still continuing to bring 
socks but 
there are no 
very few instances in which a customer 
out of the store without giving 
some consideration to the 
three 


around to their customers, 


more and 


“oversights” 


walks 
at least sock 
display. In the 
with the display rack borrowed from the 


space of months 


women’s shoe department, sales grew 


by more than 10 per cent. Mr. Rasmus 


sen is considering developing a much 


larger open, self-service display fixture 


Shoe Man Resigns Post 
To Enter Another Field 


MADISON, WIS Howard Mautne: 


ONLY 
GENUINE LEATHER 


SUPERSOLE 


LONGER WEAR 


GREATER 
FLEXIBILITY 


27 SPRUCE STREET 


VIRGINIA 
Oak 
TANNERY 


SALES CORPORATION Mila. Bisel Bae 


and buyer of the 


department at Harry S 


budget shoe 
Manchester, 
year and 
treasurer of the Madison Shoe 


\ «lation, has re 


manager 


Inc., here, for several ecre 
igned t 
to Chicago to enter a 
ting busine 
Mautner’ 

Sherman Shapiro, 
five yea) 


ucet ol at Man 
‘ who ha 

rhe 
Apple 


which 


cheste} 


been with the tore for 


department owned by 
Mautner (¢ 
operates hoe 

Rockf 
hoe 


to Madi 


shoe 


baum and ompany, 
department it 
rd, fl Mi 


retailing fo1 


also 
Champaign and 
Shapiro has been in 


, having come on from 


Davenport, Ta 


15 yea 


BEARS THIS 


VOTAN 


TRADE MARK 


NATURAL 
“BREATHING” 


WATER-RESISTANT 





YOU ASKED FOR... AUTOMATIC DISPENSING 


REG, U.S. PAT. OFF. 


SATIN LABELS 


MADE EXCLUSIVELY BY 


Meyer Label Co., Inc. 


5 EAST 16TH STREET * NEW YORK 3, N. Y. 


DISTRIBUTED IN i, ( 
ALL PRINCIPAL CITIES : BETTER STICK 
INCLUDING CANADA 0 OE NON-STAINING 


AT THE PPSSA HOTEL NEW YORKER © ROOM 1118 


South of San Francisco 


Shoes Float on the ‘Clouds’ for Display — X¢™ bees’ Store Opened 


SAN FRANCISCO—A new Leed’s Shoe 
Store opened recently in the Hill- 
dale Shopping Center in San Mateo 
County, California. The store is located 
in the heart of a rapidly growing com- 
munity called Hillsdale, a few miles 
south of San Francisco. 

On hand for ribbon-cutting cere- 
monies were Jack Balmaz, Northern 
California manager for Edison Broth- 
ers; Pat McDonald, the Leed’s Hills- 
dale store manager; Herman Lifschiz, 
East Bay regional manager for Leed’s, 
and Clark Madsen, general manager of 
the Hillsdale Shopping Center. 


To Open Shoe Store 


SoutH BEND, IND. Floyd Irvin, 
employed at the Studebaker factory 


Typical of a seven-window name brand display ushering in the Fall season at here, and his brother-in-law, Brence 

Chappell's department store in Syracuse, N. Y., is one pictured above. Spotlights Jackson, have rented the Debiak 

played on angel hair “clouds” holding specially selected items, with indirect light- building in the business district of 

ing used at the back. Windows were in for a week and, according to buyer John ‘Three Oaks, Michigan, where they 
Quinlan, markedly increased the sale of women's shoes. plan to stock a complete line. 


One pair—or another 3 MILLION pairs— FIRST CHOICE 


from now, no retailer will WITH 6 i 
ever have to take CEES” / 74 TOP RETAILERS 
1¢ in markdowns da ’ ; AND 

‘ y — 
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©1955 WELLCO SHOE CORP., Waynesville, N. C. 
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PPSSA to Play 
Vital Spring Role 
[CONTINUED FROM PAGE 98] 


show hotels. At the New Yorker ex- 
hibits will start on the mezzanine and 
run through the 16th floor with many 
manufacturers occupying suites above 
the 20th floor. Branded lines will be 
concentrated at Hotel McAlpin where 
an all-time record number of exhibits 
will be located. Display and 
equipment will be ready for exhibitors 
on Saturday morning, November 26th. 
Exhibitors registered before 
they arrive and need only pick up their 
keys when they reach their hotels. 


rooms 


will be 


All policy decisions for the conduct 
of PPSSA are made by its Joint In- 
dustry Committee which is headed by 
Jack M. Schiff of Shoe Corporation of 
America, Columbus, President of the 
National Association of Shoe Chain 
Stores, and A. W. Berkowitz of Bour 
que Shoe Co., Raymond, N. H., Presi- 
dent of the New Shoe and 
Leather Association. Atkins 
and Maxwell Field how. 


England 
Edward 
manage the 


Your Customers Won't 
Buy Your Mistakes 


[CONTINUED FROM PAGE 71] 


listen, read, study, observe, and think, 
think, think. that 
contact regularly include apparel man- 
ufacturer producers of 


Sources we must 
apparel ac 
business publica 
tions in the apparel and accessory in 
dustries, fashion 
and and 


cessories, designers, 
fore- 
selling 
sources. It is my personal habit to con- 
tact these before placing my 
orders for every season. To make these 
contacts about three weeks 
spent New York area. 

that is 
then 
ummarized. The result is 
a reliable picture of the fashion theme 
for the upcoming season, and a 
definite which to 


authoritative 
casts, marketing 


source 


takes me 


right in the 
“The information 

during those 

edited, and 


gathered 


weeks is classified, 


solid, 


basis on plan 


MARCH OF DIMES 


my 


FIGHT 


INFANTILE 
PARALYSIS 


JANUARY 3-31 


November 15, 1955 


ordering. 

“Having completed the fashion study 
and prepared our buying schedule, we 
must realize that we cannot 
mate with precision the vagaries and 
caprices of milady’s shopping person 
ality, and that we must not commit ou 
selves to the hilt. We must 
our buying position by leaving a goodly 


pre-esti 


safeguard 
percentage of orders to be placed afte 
initial testing. 

“To do this effectively, 
brought a simplified Unit Control 
tem to such a degree of efficiency 
tell 
numbers are 


we have 
that 


we can almost at a glance which 


so acceptable to our cu 


- ~~ = 


] 


tomers as to justify re-ordering. I 
that to operate without such 
means that we are 
ising guesswork instead of facts. 
“Our stock control 
merchandise classifications 
high heels, medium 
low s, calfskins, patents, cas 


would say 
a system simply 
system carries 
such as 
heels, 


suede uede 


iede heel 
slippers, 
and summer 
style is re- 


a num 


ials, growing girl 
and (in 
footwear. As 
ceived into the 


ber; that 


evening, 
eason) whites 
each shoe 
tore, it is given 


number is marked on each 
For 
card in 


[TURN 


each number there is a 
the Unit Control The 
ro PAGE 136, PLEASE] 


ve hox 


master 


Promotions 


Make It The “Right Xmas” With 
Pierce Fitall Shoe Trees 


Functionally designed to enhance and pre 


| 


serve the ''new shoe 


OOK, 


aoe genuine Pierce Fital 


shoe trees are ideal tor Christmas gift, promo 


tion selling. 


You can make it the 


for all ot 


‘Right Xmas’ 


your customers by suggesting and selling Fitall 


shoe trees. They are an ‘'easy to use, 


related shoe saies 


children. 


item 


natural 


f 
tor men, women, and 


Why not plan to go after this Xmas business 
for all members of the family? Write us today 
regarding your needs for specially designed, at 
tractive, seasonal Xmas packaging and display 


program. 


0-8 
Pree 


eieit 1 @ a | \y BROCKTON (62 
Ryne inpustay/ () \, PIERCE COMPA MASSACHUSETTS 


é 
(Since rire 
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Your Customers Won't and on order, These data are therefore of the sales staff so that they may be 

. available right up to the day so that given more emphasis. When I finish 
Buy Your Mistakes we know just where each number with this report, the clerk then records 
stands. the data on the master cards in the 


[CONTINUED FROM PAGE 135] j ’ 
Unit Control. 


“As each pair is sold, the sales clerk 
Visibie index on th heet gives the records the number on the stub of the “The selling story is conveyed to the 
cost price, retail selling price, style ales ticket. Stubs are tabulated the sales staff at weekly or semi-weekly 
number, description, stock code num- first thing each morning, giving a re- meetings, generally held the first thing 
ber plus the name and address of the port on the style numbers, retail price, in the morning. I believe the sales 
resource and number sold for the previous day. personnel must have complete facts 
“This master sheet has 48 horizontal] From this report I know by 11:00 A.M. about the shoes they are going to sell. 
lines, each group of four making up the the exact results of the previous day’s That is why I spend considerable time 
records for each month of the year. business. on these meetings, discussing the gen- 
Vertical lines allow for recordings each “Style numbers that show immediate ¢ral fashion story, summarizing the 
day of the month. Information included customer acceptance are reordered, apparel and accessory themes, and 
in the four classifications includes Those moving slowly are given better tying in shoe fashions. I tell my staff 
number of pairs received, on hand, sold, display, and are called to the attention Why I bought each shoe, what sales 
facts should be utilized to sell the cus- 

tomer. 

“Shoe sales men and women are 
urged to show the customer why the 
hoe is desirable and to indicate how 
he can use it to complete her fashion 
ensemble, The psychology is that a 
sale cannot and should not be made by 
suggestion but rather by creating a 
desire on the part of the customer. It 
must be remembered that the pair of 
shoes which, in the mind of the cus- 
tomer, provides the wanted fashion 
accent is the sale that will bring that 
customer back again and again. It is 
not enough to give a customer a prop- 

4160 JUNIOR COMBAT BOOT erly fitting shoe; the selling job must 
Brown heavy duty leather : s : 
upper, Goodyear stitched non- go a great deal farther to satisfy the 
hd nether, sere $3.55 customer’s need for fashion. 

“A basic bit of advice to all sales 
clerks is to allow the customers plenty 
of time to look around, time to make 
their selections. Most people resent 
sales pressure just as they resent being 
hurried. And I urge salesmen to invite 
every customer to return whether she 
buys or not. I believe this rule is much 
more important than would appear at 
first thought. The customer who does 

All kids want boots! not buy feels a little embarrassed, espe- 
Parents demand top values cially if the salesman has spent con- 
at budget prices! Step siderable time with her and fitted on a 
—_ .~ please weeny number of pairs of shoes. If she is 
Far thnce exe ont oates given a polite and pleasant invitation 
and extra profits push to return, she is generally very much 
Step Master boots this Fall impressed and forgets her embarrass- 
4185 ~— JUNIOR ENGINEER'S BOOT and Winter! ORDER NOW! ment.” 
Black ‘‘blizzard’’ leather, composi 


tion soles, rubber heels 
Dd 10-4 $4.20 


Lown Named Joint Manager 
Of Cumberland and Northeast 


308TON Phillip W. Lown of Cum- 

berland Shoe Company, Saco, Me., and 

Nison Lown of the Northeast Shoe 

Company, Pittsfield, have jointly an- 

Pe — hy nounced the appointment of Clarence 


256 — Brown vamp, wine Ti , N. Jacobson as sales manager of these 
top. 257—Black vamp, 6 
red barrel. Goodyear two companies. 
5140—COWBOY BOOT ecpenee aa og ‘ , Northeast Shoe Company, which man- 
rubber soles w h ° 
Mg A burgundy 58 A 40 ufactures hand-sewn sport shoes and 
width fat ed casuals under the “Maine-Aires” brand, 
814-12 3.60 124%-3 3.10 : f . 
12%-3 4.20 and Cumberland Shoe Company which 
has just been organized to manufacture 
Goodyear welt and light-weight sports 
and low-heeled casuals under the “Mari- 
gold” brand, both in-stock, will sell their 
shoes through one sales organization di- 


STEP MASTE ee). ) 3-310) rected by Mr. Jacobson. The shoes are 
’ 


in the popular price range. 
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What’s Wrong 
With Shoe Selling? 
[CONTINUED FROM PAGE 83] 


for whom you work, Next in im- 
portance are: will you, would you, can 
you, and do you mind, with the balance 
of the sentence. There is an old axiom 


if the item turns out to be a real goodie. 

The slogans today should be “Re- 
member the Alamo” and “Get there 
first with the mostest.”” Now, assuming 
that this buyer with the “not open to 
buy” sees an item that he believes has 
potential, and all he needs is just two 
cases to test the item, if he is 
he will buy the goods and then find 


smart 


price line, or goods that needed to be 
returned to the manufacturer, or goods 
that needed to be charged off and sent 
to the salvage center. I am as guilty 
as the next one, so I can even explain 
why we do what we do, when we do it. 
We are only human beings with our 
own alter egos and our short comings. 

So let’s first talk the styles 
that need to be marked down one price 


about 


the money to pay for it. And where 
will he find this money? In all the years 
I have been in the shoe business I've 
yet to walk through a stock completels 
free of odds and ends, or at 
style that needed to be reduced 


M 


“you can catch more flies with sugar 
than can with. vinegar,” so take 
cognizance of it. 

The toughest words to learn to use 
because they deflate your own ego 
I’m sorry, I was to blame, it was my 
mistake, I am at fault, followed by the 
balance of the sentence. It takes a lot 
of courage to use these words, but 


there are times when in the eyes of 
someone else it’s the difference between 
being a heel and a good “Jo.” ; 


Survival 


line. We bought them because we 
believed in them and are reluctant 
to believe the public has let us down 
But they like them 
PLEASE } 


you we 


aren’t going to 
[TURN TO PAGE 158, 


least one 


are one 


STER’S NEW 
IRD" STYLES 


GIVE YOU 
A HEAD START 
ON SPRING 


In merchandising we are all children 
in experience from the most successful 
to the youngest. So we need all the help 
we can get, from the people who shop 
with us, the people who work with us, 
the people who hold comparable posi- 
tions with other firms and the 
people at the manufacturer’s level. 
Believe in your own ability and your 
own integrity, but walk softly and 
humbly and with your ear to the 
ground. Never be too busy to stop 
and listen to your customers, or your 
salespeople, or to chat a few minutes 
with a manufacturer’s representative. 
Yes, I know there are times when you 
can use up a whole day stopping a few 
minutes here and a few minutes there 
But never be too busy to at least take 
a fast look at the merchandise a sales- 
man has to show. I know many buyers 
who will say to a salesman, “There is 
no point in me taking up your time, 
I have no open to buy.” How does he 
know until he looks at the goods if it 
is current or future mer- 
chandise? And surely some day he will 
have an to buy. Let us put it 
this way, a buyer wants and expects 
his salespeople to show goods to the 
customers because he believes they 
additional items by showing 
the goods and talking about the mer- 
chandise. Then doesn’t a buyer owe it 
to his salespeople to look at the goods 
that the salesmen take the trouble to 
carry in their grips. No buyer has 
x ray eyesight, so how does he know 
that a grip doesn’t contain the hottest 
item on the market. So now, I ask 
you, how can a buyer say, “I’m too 
busy to look”? And as for this “not 
open to buy,” if a buyer is so far in 
over his head, that may be the time 
to plunge a little deeper before he 
comes up for breath. He may then 
learn how to swim. If a buyer, because 
of his overbought condition, does not 
want to purchase goods that he believes 
would be a profitable fast turnover 
item, that is definitely the time to 
contact the merchandising manager. 
Let him say yes or no to the purchase, 
then he has assumed the responsibility 


~ EARLY 


also 


2503 - Black patent 


ABC 12%-4 


for boys. and girls 


2514 - Black Patent 
B-5%-8,CD 4-8 
BCD 8% -12 

ABCD 12% -4 


Get ready for a good Spring . . 
order now for early shipment... be 
season ° 
sure to include all 5 of these 


! 


open Step Master “early birds”! 


For wider selection, wire, write or 
phone for a Step Master 


could sel representative to show you the 


7811 - Red 
Sea Sand 
12,124 -4 


complete new line... budget priced! 5811 


BCD 8% 
MOST STYLES 


$395_$495.$595 


(SOME DRESSY STRAPS... $6.95) 


4809 - Tan 
12,124 -4 
Sea Sand 

8, 844 - 12, 

124-4 


BCD 8% 
5809 
BCD 5% 


3819 - Black 
5819 - Brown 
BCD 8% -12, 12% 
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THONET INDUSTRIES 


showrooms: 


stylish 
functional 
simplicity 


.. engineered 


for public comfort 


A 1369-SU18-BU6, upholstered 
B /368-S16, all molded wood 
C 1368-S16, arm chair, 1369-S16, side 


chair 


perfect for row grouping. 


Seat 17x17" 


Write us your needs. We will send 

you full illustrative material. 
Inc., DEPT. L-11 
One Park Avenue, New York 16, N. ¥. 


NEW YORK, CHICAGO, DALLAS, LOS ANGELES, STATESVILLE, N. C. 8 


About Shoe People 


Sid Myers, manager of Comar’s Chil- 
dren’s Shoe Store in Reseda, Calif., 
since its opening, has just been trans- 
ferred to the new store at 6525 Laurel 
Canyon Boulevard, North Hollywood. 

* * . 

Frank’s Shoes, located at 4726 Whit- 
tier Boulevard, Los Angeles, for the 
past five years, moved into a new loca- 
tion at 4780 Whittier Boulevard. The 
store is owned by Frank Hernandez and 
he carries Edward's shoes for children. 
He has also installed a men’s wear 
department. 

* 7 . 

Jack Satren, who has been selling 
shoes in the Los Angeles area for the 
past 16 years, opened a children’s shoe 
store at 12228% Venice Boulevard, Ve- 
nice, Calif., under the name of Junior 
Shoe Store. He is carrying such lines 
as Little Yankees, Trinfoot and Buffalo 
Billys. 

. * * 

Jack Olsten moved from the Mel 
Preston Shoe Corporation to become 
the West Coast representative for Pan 
American Modes, Inc. 

* * * 

Junlian B. Hatton, president of the 

Eagle Ottawa Leather Company, Grand 
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Haven, Mich., was elected to the board 
of directors of the Grand Haven Cham- 
ber of Commerce. 

* + * 

Mrs. Kay Revell recently started the 
Chie Shoes shop in Fairbanks, Alaska, 
specializing in high style shoes and ho- 
siery. Most of the shoes come to Fair- 
banks by air freight and prices are 
maintained at the same level as in 
West Coast stores. 

The store has a cozy modern interior. 
Miss Alaska was outfitted at Chic 
Shoes for her public appearances. 

Chic stocks these lines plus casuals 
and staples: Tweedies, Mademoiselle, 
British Walkers, Deliso Debs, Sandler 
of Boston. 

Mrs. Revell has spent several years 
in Fairbanks. For a while she found 
that to get style shoes of designs she 
admired and would buy, she had to go 
to the States. So she decided two years 
ago to open just such a store in this 
fast-growing population center. The 
venture has proved successful and she 
has built up an appreciative clientele. 

* + * 

New manager of the Muncie, Ind., 
Miller-Jones Shoe Store is Bil! Hall, a 
native of St. Francisville, Ill. He was 


formerly at the Vincennes and New 
Castle stores. William Thompson, 
former manager, is now with Steck’s 
Clothing Store in Muncie. Remaining as 
a full-time employe is Loretta Ammon. 
Mrs. Aileen Judd works there part-time. 
* ” o 
Sam Friedman, owner of Friedman’s 
Shoe Store at 1514 Newcastle Street, 
Brunswick, Ga., has announced that 
Charles L. Smith, formerly of Orlando, 
Fla., has been appointed general man- 
ager and has acquired a financial in- 
terest in the business. He formerly 
operated his own store, specializing in 
fitting children. 
* * . 
Muncie, 
Brown 


The Young Shoe Store, in 
Ind., is cooperating with the 
Shoe Company by sponsoring its Andy 
Devine Show locally over WLBC-TV. 
Walter Weddle is manager of the local 
concern and is president of the corpo- 
ration. Fred Myers is vice-president 
and J. C. Young, secretary-treasurer. 

* . * 


Al Schmidt, shoe buyer for the 
Broadway Department Stores, an- 
nounced two new appointments. Mort 
Corbin, formerly with the Broadway, 
rejoined the company as manager of 
the women’s shoe department in the 
Los Angeles store. For the past two 
years he has managed the shoe depart- 
ment of the F. C. Nash Company in 
Pasadena. 
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Morris Galfond succeeded James 
Wolfe as manager of the women’s shoe 
department in the Westchester store. 
He was formerly in the shoe depart- 
ments of Broadway’s Hollywood and 
Los Angeles stores. Mr. Wolfe is enter- 
ing another line of business, according 
to Mr. Schmidt. 

* rs * 

A. E. (Gene) Ferguson, West Coast 
representative for Peacock Shoes, has 
retired from the road and is devoting 
his time to his own company, the Ferg- 
uson Shoe Company in Pasadena. 

* k . 

Jack O’Connor and Jack Gonzales, 
owners of Children’s Shoeland at 1038 
Mermosa Avenue in Hermosa Beach, 
Calif., opened a second unit at 410 East 
Manchester Boulevard in Inglewood, 
Calif. Shoes handled include infants’ 
through Teens sizes with Yankee Shoe- 
makers and Keds as primary lines. 

* * 


Comar’s, Los Angeles children’s shoe 
chain, opened three new units in South- 
ern California, one in Van Nuys, one in 
North Hollywood, and one in Glendale. 

The Van Nuys 6352 Van 
Nuys Boulevard, and the Glendale store, 
at 204 North Brand Boulevard, were 
formerly owned by Kerr’s shoe stores. 


store, at 


Both stores have been redecorated and 

Roy Bailey, former manager for Kerr’s, 

will continue as manager of the Glen- 

dale store for Comar’s. Ken Doherty, 

also formerly with Kerr’s, will continue 

as manager for Comar’s in Van Nuys. 
+ + . 

Kenneth Waks has been appointed 
manager of the Mary Jane Shoe Store 
in Rochester, N. Y., succeeding Leon- 
ard Seidberg. Mr. Waks was pre- 
viously manager of a Mary Jane store 
in Portland, Me. 





Shoe Output Up 22 Per Cent 
Says Commerce Department 


WASHINGTON, D. C 
duction in September, 
million pairs was 17 per cent higher 
than the 42.8 million pairs produced 
in September of last year, but was 
7 per cent lower than the August, 1955 
total of 54.1 million pairs. Shipments 
of footwear in September, 1955, of 
53.1 million were valued at 
$186.5 million. 

Men’s shoe production in 
September of 6.6 million pairs showed 
an increase of 18 per cent over the 
level of September of last year, but 
was 4 per cent lower than the 6.9 
million pairs made in August 1955 

Women’s dress and work shoe pro 
duction in this month amounting to 
15.1 million pairs represented an in- 
crease of 9 per cent over the 13.8 
million pairs made in September, 1954, 
but was 16 per cent than the 
number made in August 1955. The out- 
put of all other footwear in September 
was 22 per cent higher than the number 
made in September, 1954, and was 3 
than last month. 


Footwear pro- 
1955, of 50.2 


pairs 


dress 


less 


per cent lower 
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William R. Langston was appointed 
regional manager for Edison Brothers 
Stores, Inc., of St. Louis, to succeed 
John Murphy, who was transferred to 
a regional post with the firm in Minne 
apolis. Mr. Langston, who will be in 
charge of 12 Edison Brothers stores in 
Mississippi Alabama, 
Burt’s 

New 


Louisiana, and 
will have his 
Shoe Store, 


Orleans. 


headquarters at 
827 Canal Street, 


Edward J. Allen was named manage! 
of the Ortho-Manor Shoe Shop at 2301 
Fairfield Avenue in the Fairfield 
Manor, Fort Wayne, Ind. He has 


been 


in the shoe business since 1936. 


» 8 
has 
Bill 
opera- 
sales staff. The 
the entire 


Ind., 


with 


Kokomo, 
Walnut 
charge of 


Wilson's 
opened at 
Lucey 

Five are on 


Shoe 
110 East 
Wilson in 
the 


footweatl 


and 
tions 
for 


store feature 


family 
Al Gever, who for the past six years 


has been connected with Berman and 
in San Fernando, 
ociated with the York 
of 304 East 


He 


Corson Shoe Store 


Calit., 1s 


) 


now a 
wholesaler 
Angel 


California 


oe { ompany, 
Eighth Street, Lo is cov- 


eri centra 


NSOlES shrink... Gales shrink 


Wetting and drying shrank the insole of this shoe... 


caused the shoe to shrink and curl... lost a customer... 


but a Farberized Insole would insure repeat sales. 


Here is why. Farberized Insoles resist 
shrinking, cracking and curling because 
they resist sweat and moisture. They 
preserve fit and comfort and add 
months to the useful life of a shoe... 


all for just a few cents. 


160 FREMONT STREET 


What 


process which replaces water soluble 


is Farberizing? It is a special 
tannins with stable fats and oils 

seals each individual fibre against mois 
ture and chemical attack, but retains the 


porosity of the leather, 


Farber Welting 
walks with 
the Shoe 





A TOP VALUE FOR 
MEN and BOYS 


9028 

Brown Capeskin 

Opera, Composition Sole, 
Rubber Heel 6-12 $2.00 
9045 Boys 212-46 $1.95 


® IMMEDIATE DELIVERY! 


‘ 


HAS 'EVERYTHING in 
SLIPPERS in STOCK! 


130 Styles of Quality-Made Slippers 
for the Entire Family! 


DUNHAM BROTHERS COMPANY 
BRATTLEBORO, VERMONT 


Financial News 


National Shoes’ Earnings 
Running 21 Per Cent Ahead 


New York National Shoes, Inc., 
large independent shoe chain, reported 
to stockholders net for its 
fiscal year of $516,340 or $1.03 a share, 
the 1954 


earnings 


an increase of $127,736 over 
period, or 21 cent 

Total sales for the year ending July 
30, 1955, for the 
offices at 


New 


per 


company, which has 
595 Gerard Avenue, 
York, were $19,555, 
increase of $757,401 or 9 per 
over the year. Working 
capital increased $523,050 to $2,444,317 
in this period 

As of July 30, 
president, revealed in 
that National 
, an increase of seven 
the previous year. Since the 
the fiscal year to date, five 
have been opened. As part of 
program, National is opening 
its first shoe store in the state of Mary- 
land, November 3. Before Easter, 1956, 
at least seven new store openings are 
contemplated, making a total of 122 
National Shoe Stores in operation. 

“Sales for August, September and 


general 
the 


135, an 


sronx 


cent previous 


1955, Louis Fried, 


the 
operated 


annual re- 
109 


stores over 


port shoe 
atore 
close of 
new stores 
its ex- 


pansion 


Romito: Xf) Donnell 


fi 
| 


Shoe Store Equipment 


CATALOGUE 
IS RESERVED FOR YOU! 
7-- Mail Coupon Today! --- 


— 
z 
> 
3 
. 


aww State 


jeeeerre 
1 2) 


> 
S 


October,” Mr. Fried 


well 


said, “are running 
ahead of last and the cur 
year give of further 
in sales volume and earnings 


year 
rent promise 
progress 
During the year past, inventories were 
maintained at approximately the same 
proportionate level to sales as last year. 


An of $434,000 


stocks brought in earlier than last year 


increase represents 


in anticipation of earlier and greater 
back-to-school 

Officers 
Shoes, 


dent and director; 


” 


more stores 
of National 
Fried 


Sievel, 


sales in 
and directors 
, include Louis 
Mac M 
and 
T. Siegel, vice-president 
Fred K 


rector; 


Inc presi 
trea 
director; Irving 


surer, secretary 


and director; 
Siegel, vice-president and di 
Herbert 
secretary and 
Smith, director 

Bankers Trust Company is Na 
tional’s transfer agency and the First 
National City Bank of N. Y. its regis- 
trar. 


assistant 
Jacob I 


Sugarman, 


controller and 


U. S. Rubber’s Net Near Top 
Despite Big Flood Losses 

New York—United States Rubber 
Company set a new record in net sales 
and, despite flood 


loss of nearly 12 


... Send today 

for your copy of 

the new Dunham Slipper 

Wall Chart showing our complete 
line! it’s yours for the asking! 


million dollars, came close to its record 
in net profit in the first nine months 
of 1955, according to a report t 
stockholders released by H. E. 
Humphreys Jr., chairman. 

Net sales for the nine months totaled 
$688,775,620, compared with $587,269,- 


614 in the same period last year and 
the of $657,393,028 
set in 

Net profit for the three quarters was 
$22,290,861, compared with $20,084,571 
in 1954 the record of $22,428,878 
in 195] 

Before deduction of flood loss, net 
profit came to $27,381,146, which would 
have been 36 per cent above last year 
and 22 per cent above the record high 
for the nine-month The flood 
loss at the company’s plants in Nauga- 
tuck, Conn., Woonsocket, R. ® and 
Chicopee Falls, Mass., totaled $11,877,- 
760. The net loss, after reduction in 
federal income and 
$5,090,285, equivalent to 
hare of common stock. 

Net sales in the third quarter were 
$231,736,559, compared with $194,694,- 
277 in the same quarter of 1954. Net 
profit for the quarter was $3,285,398, 
egual to 38 cents a share of common 
stock, compared with $5,641,984 or 82 
cents a share last year. Net profit for 
the quarter before the flood loss would 
have $8,375,683, equal to $1.34 
a share. 


previous record 


1953, 


and 


period 


tax bonus, was 


96 cents a 


been 
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YOUR ASSURANCE OF 
EXTRA VALUE! 








This famous 
label appears on 
the soles of most of Dunham's 

best quality work shoes. 
























HAS' EVERYTHING in 
WORK SHOES in STOCK’ 


117 Styles of Sporting and Service 
Shoes, Work Shoes and Ski Boots! 
Send for catalog and Vul-Cork Brochure! 
DUNHAM BROTHERS COMPANY 
BRATTLEBORO, VERMONT 














Present Patented Strait-Step 
Shoe, Exclusive Kreider Item 
PITTSBURGH—After many years of 
research and testing, Fred L. Ayers, 
well-known technical shoe expert, de- 
signer and inventor has patented the 
shoe, which is now being sold under 


the trade name of “Strait-Step” and 
distributed exclusively by W. L. 
Kreider’s Sons Manufacturing Com- 
pany, Inc. of Palmyra, Pa. 
According to leading doctors and 
podiatrists, this shoe is the greatest 


improvement in first-walking shoes in 
years. It has plenty of toe room, and 
features a patented straight back heel 
instead of the conventional round heel. 

“The new straight back square heel”, 
explains Mr. Ayers, “guides the foot 
straight and encourages children to 
walk correctly. It is very comfortable, 
and adds to the beauty of the shoe.” 

Mr. Ayers has had a very wide ex- 
perience in the development and re 
search of technical shoe making, both 
in the United States and in Europe. 
He has been granted over 100 patents 
in twelve countries, but he feels that 
this child’s shoe is his most important 
design. 

Although he started to develop the 
shoe in 1918, it was not available to 
the public until last year. Then, it was 
sold only by dealers in test markets. 

Now, after general acceptance of the 
shoes, Strait-Step Shoes, Inc., an- 
nounces that it will expand dealer 
franchises and publicity on a nation- 
wide basis 


New Rainy Day Sandal 

New YorK—Torch Rubber Company, 
Inc., has developed an attractive and 
useful rain sandal which is being 
offered to the trade and public under 
the name of Rainbelles. These sandals 
are available in contrasting colored 
and packaged in 


polka dot effects 
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What’ 





s New 


individual polka dot pouches’ with 
umbrella attachment. They come _ in 
three sizes, do not require lefts o1 


rights and fit any shoe style regardless 
of heel height or shoe width 





Fleece-Lined Slippers 
Have Fur-Like Dynel Trim 





Youngsters from one to seven will like 
these doggie-decorated slippers with fur- 
like Dynel trim. Red or blue suede with 
matching plastic binding is fleece-lined 
and soled with leather. Jingle bells are 
sturdily fastened so that children can't 
pull them off. Each pair comes packaged 
in a polyethylene bag by Bijou Manufac- 
turing Company, Inc., Pawtucket, R. I. 





U. S. Rubber Develops 
New Elasticized Fabric 
self-lined 


of 


characteristics 


A new flexible, 
with the 
and the 


New York 
shoe material 
patent leather 


appearance 


of elasticized fabric has been developed 
by the Lastex Division of the United 
States Rubber Company. The new 


material, known as Lasteen, is a Lastex 
fabric with a plastic coating, the two 
















Famous Ruggards 
10” Hi-Cut of 
Syliflex-Tanned 
Leather features 
21-iron Brown 
Vul-Cork Sole, 
Barbour Stormwelt 
and Goodyear Welt 
Sizes 6-12 


$107 






fused and bonded in such a 


way a 


together 
to give the beauty of patent 
and the controlled resilience of Lastex 
material does not crack 
highly resistant to cold 
not scuff easily. 

Because of its appearance, 
is particularly suitable for women’s 
high style providing comfort 
with style, but it is also well adapted 
for children’s shoes and certain styles 
in men’s. An advantage from a manu 
facturing standpoint is that it is uni 
form and comes in 100 yard rolls, so 
that it can be handled and cut like 
ordinary clothing material. 


yarn, The new 


ol craze, 18 


and does 
Lasteen 


shoes, 


Introduce New ‘Starlite’ Line 
Of Vinyl-Coated Fabrics 
BOSTON Vinyl-coated fabrics, 
under the of “Starlite,” 
been added to the line of essential shoe 
products and factory supplies handled 
by the National Shoe Products Corpo 


sold 


name have 


ration of Boston. This new National 
product is being made by H. M. Sawyer 
and Son Company of Watertown, 
Mass which has made protective 
clothing and coated fabrics for more 
than 100 years. Special effects to be 
made features of this “Starlite” line 
will be simulated fabrics of various 
kinds, straws and leather embossings 


suitable for Spring styles 


Ex-Manager Buys I. Miller 
Guild House Shoe Store 


Henry Shatkin 
for 


SACRAMENTO, CALIF 


announced his purchase an undis 


closed sum of the I, Miller Guild House, 
hoe store, at llth and K Streets 
He had served as manager of the 
firm for four and a half years. The 
former owner is Irving Grossman of 
Los Angeles 
Mr. Shatkin has been in the retail 
shoe business for 30 years. He served 


with I. Miller chains in Los Angeles 

and Sacramento for 12 years. 
Assisting Mr. Shatkin the Guild 

House is his wife, Lois, who is 


charge of the accessories department. 


in 
in 
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Obituaries 


Joseph L. Ripple 


MILWAUKEE—Joseph L. Ripple, 94, 
a member of a widely-known family in 
shoe retailing and manufacturing 
circles, died at his Shore View Home 
here after a brief illness. Until his 
retirement 10 years ago, he had operat- 
ed a store for more than 60 years 
at 1229 West Vliet Street. He had 
started in shoe retailing with his 
father, the late Louis Ripple. 

A son-in-law, Alois P. Scholler, 
operates Ripple’s Family Shoe Store, 
West National Avenue. Two nephews, 
Jack and Louis, Jr., own and operate 
shoe steres—the J. J. Ripple Shoe 
Company, West National Avenue, and 
L. A. Ripple Shoe Company, North 
Teutonia Avenue, respectively. Three 
other nephews, Frank, Cyril and Theo- 
dore J. Ripple, own and operate the 
Milwaukee Shoe Company, manufac- 
turers of Milwaukee King shoes. Still 
another, Neil Ripple, is with Doerman 
Shoe Manufacturing Company, South 
Milwaukee. 

A native of Milwaukee, Mr. Ripple 
was a member of St. Pius Catholic 
Church, the Holy Name Society and 
St. Joseph’s Benevolent Society. He 
was an honorary member of the 
Knights of Columbus and a_ past 
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Family Pro- 
Survivors include 
daughters, Mrs. 
Scholler, a 


treasurer of the Catholic 
tective Association. 
a son, Gerald; two 
Margaret Dwyer and Mrs. 
sister and two brothers, 


Warren D. Patterson 

Warren D. Pat 
charge 
Coon Company, 
shoes, died 


ROCHESTER, N. Y. 
terson, 67, vice-president in 
of sales at the W. B. 
manufacturer of women’s 
suddenly at his home here. 

Before joining the Coon 
three years ago, he 
with W. L. Douglas 
Brockton, Mass. He was also with 
Dunn & McCarthy, Inc., Auburn, N. Y., 
for 17 years, heading its Chicago office. 

Surviving are his widow, a daughter, 
two sons, a brother, and nine grand- 
children, 


Company 
was an executive 
Shoe Company, 


R. P. Buckley 


Bap Axe, Micu.—R. P. Buckley, Bad 
Axe shoe retailer, died recently in Mt. 
Sinai Hospital, Detroit. He was 77. 
Mr. Buckley established a shoe store 
here in 1902. It has been operating 
without interruption since then. His 
son, Spencer I. Buckley, has been asso- 
ciated with his father in the business 


EPHRATA SHOES 
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ot 


Ask your leeal “totes” 
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new catalog on Men's, 
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So-Lo MARX RUBBER Co., Loveland, Ohie 





“totes.” 


in recent years. 

Mr. Buckley served for 20 years as 
secretary manager of the Huron County 
Fair, prior to 1940. In 1939 and 1940 
he acted as assistant manager of the 
Michigan State Fair, and served on the 
Bad Axe city council. 

Coming to Huron County in 1901, he 
became noted as a baseball pitcher. 
He was a member of the Verona Lodge 
No. 365, F. & A. M.; Lebanon Chapter 
No. 125, Royal Arch Masons, and Bad 
Axe Commandery No. 52, Knights 
Templar. 


H. Morton Hoague 


LYNN, MAss. H. Morton Hoague, 
president of the Hoague-Sprague Cor- 
poration, makers of boxes and box ma- 
chinery here, died recently at the age 
of 82 following a brief illness. 

Mr. Hoague became owner and presi- 
dent of the company in 1906 when he 
purchased the Charles E. Sprague 
Company. He was president and ac- 
tive in the company until his death. 

He was for many years, presi- 
dent of the Lynn Hospital, and served 
as chairman of the board of trustees 
of the Danvers State Hospital, to which 
position he was appointed by Governor 
Saltonstall. 

He is survived by a son, J. Morton 
Hoague, an executive of the Hoague- 
Sprague Corporation, and by a daugh- 
ter, Mrs. Francis E. Welch. 


also, 
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NEWS OF THE 





SALSINEN axv Suppliers 


Travelers Named to Etonic Division Staff 





PAUL P. McGOVERN 


BROCKTON, MAss. Earle Linscott, 
sales manager of the Etonic Division 
of the Charles A. Eaton Shoe Com- 


pany, manufacturers here since 1876, 
announced the appointment of Paul 
P. McGovern, of Birmingham, Mich., 


and LeRoy J. Kolb, of Cincinnati, as 
sales representatives. 

Mr. McGovern has been assigned to 
cover a territory consisting of Michi- 
gan, northern Ohio and _ northern 
Indiana. He has had considerable shoe 
retailing and traveling experience. He 





E \ » = 
LEROY J. KOLB 





served as a first lieutenant in the Army 
during World War II. 

Mr. Kolb’s territory covers southern 
Ohio, southern Indiana, part of West 
Virginia and Pennsylvania, plus Ken 


tucky. He is presently covering his 
area introducing Etonie All Weather 
Shoes, made of the new “Sylflex” 
sileone tanned leathers. 

Mr. Kolb has owned his own shoe 
store and was assistant buyer at 


Potter’s in Cincinnati. He has also had 
road experience as a shoe traveler. 





Shoe Dressing Manufacturer 
Finishes Expansion Program 


MILWAUKEE—Harri Hoffmann Com- 
pany, manufacturers of Hoffco ho- 
mogenized shoe dressing, has completed 
a $50,000 expansion program, including 
the installation of a fully automatic 
production line. The electrically con- 
trolled boiling equipment, capping ma- 
chines, labeling and filling machines 
guarantee quality-controlled merchan- 
Harri Hoffmann, president, an 
nounced. 

Since the company was started in 
1951, the firm has grown into a build 
ing adjacent to the original plant and 
this year thus far has tripled output 
over that of 1954. Mr. Hoffmann works 
closely with shoe manufacturers so that 
his colors come out at the same time 
that the shoes appear. The dressing, 
sold only to shoe stores, shoe depart- 
ments, repair leather findings 


dise, 


stores, 


houses and shoe supply houses, is now 
made in 30 different colors, the newest 
being fruitwood and blonde mink. 

Mr. 


Hoffmann has added two sales 
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men to his staff. They are Karl Kras 
ney, Milwaukee, who covers Wisconsin 
and Illinois, and A. L. Schneider, St 
rest of the Middle 


Louis, who covers the 


West. 


Fire Guts Georgia Warehouse 
Without Halting Operations 


BurorD, Ga.—Despite the onslaught 
of a major fire here which charred and 
gutted the Georgia Shoe Manufacturing 


Company’s Sugar Hill factory ware 
house, with damage to leather and 
inventories of other materials esti 


mated at half a million dollars, there 


will be practically no interruption in 
the company’s manufacturing opera 
tions, 


Samuel Perling, general manager of 
the firm, attributed non-interruption to 
quick steps taken to replace lost and 
damaged inventory. He said there 
would be little lapse in production and 
that orders will be filled as before 

Mr. Perling said he had advised 
Georgia Shoe’s customers there would 
be but brief delays in the delivery of 
orders for the current season. 





Field Lauds New England, 
Issues Labor Costs Warning 


MANCHESTER, N, H. 
“good future” for the 
in New Hampshire, Maxwell Field, 
executive vice-president of the New 
England Shoe and Leather Association, 


Predicting a 


shoe industry 


recently told members of the local 
Exchange Club that some of the ad- 
vantages which this state has are a 


of well trained shoe workers, 


reservoir 

ample factory facilities and “the 
splendid cooperation of civic leaders, 
bankers and business men.” 

Mr. Field however, sounded a word 
of warning. “One factor of real con 
cern,” he said, “lies in the fact that 
hourly wages in New Hampshire are 


from 21 to 33 per cent higher than in 
such states as Pennsylvania, Maryland 
and Virginia, where comparably priced 
and even higher priced shoes are made 
than in most New Hampshire plants. 


Migration Volatile Issue 


While the New 
try as a whole is a 
said, “‘marked by a larger number of 
migrations than those found in 
other this region has been 
successful in confining these migrations 
within the On the 
receiving end, pointed out, 
more often than not have been New 
Hampshire and Maine, both of which 
“competed for the position of the 
fifth most important state in the 
country,” with New Hampshire ahead 
during the first eight months of 1955. 

“In 1954,” he said, “shoe production 
in New Hampshire totaled 37,947,000 
pairs. Output in the first half of this 


shoe indus 
one, he 


England 
volatile 


most 


industries,” 


six-state area 


Mr. Field 


have 
shoe 


year totaled 26,000,000 pairs, or a 25 
the same period a 
footwear industry as a 


12 per cent gain 


cent gain over 
ago. The 
showed only a 
during the 
disadvantage is 
New Hampshire 
in the northeastern part of 
the cost of 
materials to 


per 
year 
whole 
same Labor cost 
the item of transporta 
plants, 


period.” 
tion shoe 
located 
the 
transportation of 
their plants and, in many cases, must 
pay for shipping costs of the finished 
Boston, many New 
Hampshire manufacturers sell their 
shoes F.O.B, Boston. Transportation 
costs have increased rapidly during the 
Actually, our associa 


country, must bear 


raw 


product to since 


past few years 
tion is now redoubling its efforts and 
to members on traffic problems 
result of continuing 
which come regularly each 


the truckers.” 


services 
as the increase 


year from 








Tyer Footwear Division Appoints Three 


he ae ae 


C. GLENN FORD 


ANDOVER, Mass.—The Footwear Di- 
vision of Tyer Rubber Company an- 
nounced the appointment of two addi- 
tional handle its line of 
rubber and canvas family footwear. C. 
Glenn Ford will represent Tyer in Vir- 
North and South Carolina. 
Guenther will the 
Wisconsin northern 


salesmen to 


ginia, 
Roman 
company in 
Michigan. 

The division also announced the ap- 
pointment of Philip L. MacLean as as- 
sistant sales manager. 

Mr. Ford has been engaged in shoe 
retailing since 1936. With the United 
Department Stores, he was successively 
promoted from salesman to department 


represent 
and 


ROMAN GUENTHER 


a 
be 


; 
PHILIP MacLEAN 


manager, assistant manager and then 
store manager. He resigned in 1953 to 
return to Raleigh, N. C., where he was 
employed by the Nowell Clothing Com- 
pany. He makes his home in Raleigh. 
Roman Guenther has had 10 
experience in the footwear field. 
Mr. MacLean has been employed by 
Tyer since 1939. He served successively 
as time study engineer, footwear pro- 
duction foreman, supervisor of produc- 
tion scheduling and merchandising 
manager. Following service with the 
U. S. Army in the Pacific theater, he 
studied business administration at 
Northeastern University. 


years’ 





Assigned by Altman Brothers 
To New Jersey-Penna. Area 

CINCINNATI Jack Friedauer, who 
had been with Krippendorf- 
Dittmann Company for 20 years, re- 
cently joined the sales staff of Altman 
Brothers Shoe Manufacturing Com- 
pany, makers of “Heel Gripper” and 
“British Trotter” shoes for women 
According to Bob Altman, the veteran 
shoe man has been assigned a territory 
comprising New Jersey and eastern 
Pennsylvania. 


JACK FRIEDAUER 


According to Mr. Altman, “Mr. 
Friedauer’s background and wide ex- 
perience in detailing fine shoes and his 
sincere and constructive manner in 
serving his accounts gives him out- 
standing qualifications.” 
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Beaven to Cover Southeast 
For Ohio Leather Company 


Girard, O.—The Ohio Leather Com- 
pany here has appointed Horace H. 
Beaven of Nashville, Tenn., to repre- 
sent its complete line of calf leathers 
in the southeastern states. 

Mr. Beaven has had several years 
of experience in shoes and leather. 
After graduating from Vanderbilt 
University he joined the Genera! Shoe 
Corporation in Nashville working in 
the leather department and later 


HORACE H. BEAVEN 


transferred to the sales department. 

He entered the Navy as a supply offi- 
cer and when released entered business 
for himself as manufacturers’ agent in 
Nashville representing important 
leather lines. 


Greenebaum Will Close 


Its Milwaukee Tannery 

Officials of the J. 
Greenebaum Tanning Company have 
announced that the operation of its 
plant No. 3 here will cease in Decem- 
ber of this year. 

In the interests of company-wide 
consolidation, all production now taking 
place in the Milwaukee plant will be 
combined with Chicago production, 
with plans for further expansion. 

This action will effect a current 
payroll of between 180 and 200 persons, 
some of whom will be offered employ- 
Greenebaum’s tennery in 


MILWAUKEE — 


ment at 
Chicago. 

Company officials, and officials of 
Local 47, Fur and Leather Depart- 
ment, Amalgamated Meat Cutters and 
3utcher Workmen of North America 
AFL, have reached an understanding 
which will result in payments to 
severed employees as high as $2400. 

Fred L. Grombacher, who has been 
general manager and superintendent 
of the Milwaukee plant, shall reside in 
Chicago, and have direct charge of the 
production of the leathers formerly 
made in Milwaukee. 


Randolph Licensed to Make 
Jackie Gleason Casuals 


RANDOLPH, Mass.-—-VIP Enterprises 
has licensed the Randolph Manufactur- 
ing to make the Jackie Gleason brand 
of rubber and casual footwear on an 
exclusive basis, it has been announced 
by Joseph Cohen, president of the 
Randolph company 

Mr. Cohen said recently that his 
company plans an extensive advertising 
and promotion campaign on the seven 
styles in which these “Away We Go” 
casuals are now being made. The new 
line also includes a canvas golf shoe 
and a yachting shoe to be known as the 
“Boatshu,” for both men and women. 

This new line, as well as Howdy 
Doody and Davy Crockett shoes for 
children, Biddy League _ basketball 
shoes for juveniles and the regular 
Randy line of basketball shoes, were 
shown at the National Shoe Fair in 
Chicago. Representing the company 
there, in addition to Joseph Cohen, 
were Robert Cohen, treasurer; Edwin 
M. Shane, vice-president; Joseph Wein- 
stein, sales manager; and sales repre 
sentatives Julian Weinstein and Paul 


Mitchell. 


Exhibits Foam for Shoes 

New YorK New applications of 
foam latex products in the shoe, boot 
and slipper trade were demonstrated 
here at a special showing of Dayton 
Rubber Company’s Koolfoam line. 

Imperial Foam Rubber Co., recently 
appointed by Dayton as its first dis- 
tributor of Koolfoam latex products, 
displayed a wide variety of soles, heels, 
inner soles and other items designed 
for both fashion and sports footwear 
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Flex-Mor Shoe to Run 
National Paris-Trip Contest 

ROCHESTER, N. H.—Flex-Mor Shoe 
Company, manufacturer of the line of 
Prom-ettes women’s footwear, an- 
nounced an expense-paid 10 day trip 
to Paris for two in a national contest 
it will sponsor through its retail out- 
lets. 

The announcement came during the 
National Shoe Fair. Retailers were 
asked to supply the company with the 
names of local winners by April 15, 
1956. The national contest drawing 
will be held in New York May 10, 1956. 

Flex-Mor told its retailers the “traf- 
fic getter” promotion would give them 
a first-time opportunity to tie in di- 
rectly with national advertising. 

The firm will run national ads in 
Mademoiselle, Charm and G!amour 
magazines promoting the contest. It 
will provide retailers with entry blanks, 
provide a mailing list growing out of 
the contest, furnish window cards and 
displays, a model window diagram to 
follow, and furnish copy for local press 
releases. 


Uva Becomes Chief Chemist 
For Avon Sole Company 


Avon, Mass.—P. H. Uva, who had 
served as his assistant for many years, 
is replacing Laurence C. Shaw as chief 
chemist of the Avon Sole Company, 
it was announced by Richard K. 
Baltzer, factory manager of the firm. 

Mr. Shaw is retiring after 42 years 
of service. He is a graduate of the 
Massachusetts Institute of Technology, 
was active in the rubber division of 
the American Chemical Society and 
developed Avon’s Gristle compound. 


‘ 1 
P. H. UVA 


Mr. Uva has served Avon in various 
capacities since 1929. He is a member 
of the American Chemical Society, its 
rubber division; a member of the 
Boston Rubber Group, and the Ameri- 
can Society for Testing Materials 
among other organizations. 

John P. Nolan will assist Mr. Uva 
as laboratory manager and plant 
chemist. Mr. Nolan earned his degree 
in chemical engineering at North- 
eastern University. 


’ 
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Ministers Trying to Reverse 
Canadian Footwear Slump 


ministers 
that 
renew 


OTTAWA, ONT. Cabinet 
recently told a 
the Canadian government 
studies means of 
in Canada’s rubber footwear 

The industry has been beset by low 
the 


been 


delegation 
will 


labor 


on halting a slump 


industry. 
price competition from abroad in 
last two and there 
heavy layoffs among some 6,500 work 


years, have 
ers originally employed in Ontario. 
The delegation represented 
3,500 Quebec workers in Lachine, St 
Jerome, Granby and Actonvale 


about 


several months, the government 
from 


Fou 
been submissions 
of the industry 


competition from 


has receiving 
the 
complaining 
rubber footwear produced at low wages 


in such areas as the United Kingdom, 


management side 


against 


Hong Kong, Brazil and Czechoslovakia 


Cedar Shoe Salesman 


MILWAUKEE—Art Ched, Palo Alto, 
Calif., has been added to the sales force 
of the Cedar Shoe Co., Cedarburg, Wis., 
manufacturers of Tag-a-longs and 
Skip-eze children’s Mr. Ched 
cover the California territory 


shoe 
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Peters Division Supervisor 
Resigns After 41 Years 


St. Louis—J. W. Conner, supervisor 
of sales for the Peters Division of 
International Shoe Company, retired 
November 1 after 41 years in the 
wholesale shoe field. As to the future, 
the veteran declares he has no 
plans, “And”, he added, “when you've 
made as many friends as I have and 
have enjoyed yourself in your job as 
much as I have—well—then you're 
ready to close the book.” 


sales 


J. W. CONNER 


Mr. Conner, who began his shoe 
career in 1914 as a salesman for the 
old Hamilton-Brown Shoe Company in 
the Northwest area, remained with 
that firm until 1930, In 1923 he was 
made merchandise manager, a position 
he held until 1926 when he was ap- 
pointed genera! sales manager. 

In 1980 he resigned to join the sales 
force of the Continental Shoe Company, 
a division of International Shoe Com- 
pany, where he specialized in volume 
accounts. Within three years he was 
appointed sales manager, southeastern 
division, for Peters Shoe Company, 
another International division. He re- 
tained this position until October, 1954, 
when he was advanced to supervisor of 
sales for the entire Peters division. 


U. S. Rubber Grants Wage 
Increase of 12 Cents an Hour 


New YorkK—United States Rubber 
Company and the United Rubber, Cork, 
Linoleum and Plastic Workers of 
America, CIO, announced the signing 
of a wage agreement granting a gen- 
eral wage increase of 12 cents an hour 
plus 8 cents additional to the skilled 
trades and other adjustments, 

The agreement affects 32,000 wage 
employes represented by the union in 
19 company plants. They are located in 
Detroit, Mich.; Chicopee Falls, Mass.; 
Eau Claire, Wis.; Los Angeles, Calif.: 
Indianapolis, Ind.; Naugatuck, Conn. 
(three plants); Mishawaka, Ind.; 
Washington, Ind.; Fort Wayne, Ind.; 
Chicago, Ill.; Woonsocket, R. I.; Provi- 
dence, R. I.; Bristol, R. I.; Passaic, N. 
J.; North Bergen, N. J.; Philadelphia, 
Pa., and Milan, Tenn. 
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Joins Geo. E. Keith Company 
In Separated Treasurer Post 


BROCKTON, Mass. Geo. E. Keith 
Company, manufacturer of Walk-Over, 
Keith Highlander and Wm. Joyce shoes 
for men, is separating the functions of 
treasurer and controller in its organiza- 
tion. Watson Greenfield joins the 
Company as treasurer, and C. Emil 
Carlson, formerly treasurer-controller, 
becomes controller with primary re- 
sponsibilities in the retail division. 

Mr. Greenfield lives in Danvers, 


WATSON GREENFIELD 


Mass., and is a native of San Luis 
Obispo, California. After graduating 
from the University of California, 
Berkeley, with the degree of B. S. in 
1938, he attended the Harvard Gradu- 
ate School of Business Administration 
and in 1940 received the degree of 
M.B.A 

Mr. Carlson, who lives in Brockton, 
studied accounting at Northeastern 
University in Boston. He joined the 
Keith organization in 1916 and in 1933 
hecame a group supervisor in the 
Company’s retail division. In 1949 he 
was made Assistant General Manager 
of that division and was elected a di- 
rector of the Company in 1954. 


Julian & Kokenge Sets Up 
Recommendations Board 


CoLumMBus, O.—The establishment of 
a junior executive planning board was 
announced by the Julian & Kokenge 
Company, women’s shoe manufacturer 
here. 

A company spokesman said the new 
board was formed so that it might make 
recommendations to directors concern- 
ing improvement of general company 
policy. 

The election of William A. Turner, 
controller, and Thomas A. Lemmon, 
advertising manager, as chairman and 
secretary respectively of the new board 
was announced by Herbert Lape, Jr., 
president of the firm. 

A steering committee to 
recommendations consists of Howard E. 
Hartranft, standards supervisor; L. J. 
Seitzer, accounting manager; J. G. 
Trainer, sales service manager, and 
G. B. Taylor, sales representative 


pass on 


International Shoe Names 
New Public Relations Chief 


Sr. Lours—R. Bruce Deam has been 
named director of public relations for 
International Shoe Company, according 
to James Lee Johnson, vice-president 
in charge of industrial and public rela- 
tions. He succeeds the late David I. 
Coombs, who was fatally injured in an 
automobile accident in September. 

Mr. Deam, who has been associated 
with International’s public relations de- 
partment since the Spring of 1954, 


R. BRUCE DEAM 


formerly was on the editorial staff of 
Fairchild Publications, St. Louis office. 
At one time he was on the staff of 
the St. Louis Globe-Democrat. 


Edwin Clapp & Son, Ine. 
Appoints Vice-President 

EAST WEYMOUTH, Mass.—At the re- 
cent semi-annual sales meeting held at 
the company’s plant here, the appoint- 
ment of Edwin Clapp Lincoln, Jr., as 
vice-president of Edwin Clapp & Son, 
Inc., was announced. Mr. Lincoln joined 
the company in 1950, following his 
graduation from Harvard, where he 
majored in business administration. 


EDWIN CLAPP LINCOLN, JR 


Until 1952, he was on the road, rep- 
company in the south- 
eastern He then entered the 
factory, where he gained experience in 
all phases of production, buying, and 
quality control. 


resenting his 


states, 
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Bata Completes Improvement 
Of Its Beleamp, Md., Plant 


BALTIMORE—Thomas J. Bata, presi- 
dent of Bata, Ltd., parent company of 
the Bata Shoe Company, Belcamp, Md., 
announced the completion of a $1 mil- 
lion extension to its plant there. He 
said plant capacity was increased 30 
per cent to meet rising demand. 

Victor Schmidt, president of the Bel- 
camp operation, said the new facilities 
involved mostly the installation of new 
milling machinery for the processing of 
rubber for shoes. 

The Beleamp factory now employs 
about 1500 persons, up from 250 em- 
ployes as of last year. Headquarters 
of Bata, Ltd., are in London. The firm 
other plants in Canada, South 
America and India. 


has 


Stanley Named to Staff 
Of American Gentleman 


LYNCHBURG, Va.—The appointment 
of Howard D. Stanley to the sales staff 
of the American Gentleman Division 
of Craddock-Terry Shoe Corporation 


has recently been announced. 









HOWARD D. STANLEY 


Mr. Stanley has spent most of his 
life in the shoe business, both in retail 


as well as on the road, and for the 
past 17 years has served the trade 
throughout Ohio. 


In his new assignment he will cover 
Ohio as well as western Pennsylvania 
and part of West Virginia. Mr. Stanley 
is a member of the Ohio Shoe Travelers 
and The National Shoe Travelers 


Angier, National Shoe, 
Join in Marketing Setup 


CAMBRIDGE, MAss.—In a joint state 
ment, Angier Products, Inc., 
National Shoe Products Corporation 
announced they will combine forces in 
the sales and service of their product 
to the shoe industry. 

The projected Angier 
Ind., plant is expected to double pro- 
duction capacity. There will be a simi- 
lar set-up in facilities at National 


Shoes Cambridge plant. 
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and the 


Huntington, 


Craddock-Terry Grants 
Raises to 3,000 Employees 

LYNCHBURG, VA.—Pay increases for 
the 3800 clerical, stock, production and 
maintenance workers of Craddock- 
Terry Shoe Company, will take effect 
January 2 and will increase the firm’s 
annual payroll between $700,000 and 
$800,000 

Affected will be workers in the com- 
pany’s main plants in Lynchburg and 
branch plants at Farmville, Victoria, 
Chase City and Halifax. The mini- 
mum wage will be boosted to $1, and 
persons now earning that will get five 
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the 
Craddock, 
the shoe firm, announced the raises. 


per cent reported, 


Charles G. 


more, company 


president of 


Shoe Form Moves Office 


New YorkK—Don Geary, New York 
representative for Shoe Form Company, 
Inc., Auburn, N. Y., manufacturer of 
various types and styles of shoe and 
hosiery forms plus plastic utility boxes, 
announced the company has moved its 
sales offices to a new location at 305 
Fifth Avenue, New York 16, New York 
with a new telephone number, MUrray 
Hill 9-3160, as of November 1, 1955 





NEW FASTENER! 
EXCLUSIVELY OURS! 
EASY TO FASTEN! 


- ADJUSTABLE! 


Rest fashion. fit 


NEW! No. 901 EXTRA HEAVY DUTY BOOT 


| RUGGED SOLE 


AND EXTRA LARGE 
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COLOR: CLEAR 
SIZES: 5-6-7-8-9 


HEAVY HEEL 
ADJUSTABLE FASTENING OF 
TOUGH PLASTIC, TO INSURE SNUG FIT 
TO WEAR WITH HIGH OR LOW HEELS 
COLORS: CLEAR AND GREY J 
SIZES: SMALL, MEDIUM, LARGE 
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RETAIL 2.00 
14.40 PER DOZEN 


2% 10 £.0.M, 
PREPAID 
6 DOZEN OR MORE 
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GARDENA, CALIFORNIA 


NEW YORK 
CHICAGO 
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Shoes in the News 


The new Justin Dry-Foot 
Western style boot incorpor- 
ates a light-weight design 
with 12-inch calf tops. Vamps 
are tough natural ruff-out 
cowhide specially tanned 
with water repellent “Syl- 
flex.” The boots are styled 
with narrow toe and 1\/% inch 
walking heel. 





Resistance to moisture and dirt, easy cleanability, durability 

and coolness, these qualities are increasingly sought in all 

types of footwear. They are especially desirable in children’s 

play shoes. The four Dura-Kool Jets above are part of the 

1956 Red Ball Footwear line manufactured by Ball-Band at 

Mishawaka. Left to right: Cutlass, Hoosier, Double-Time 
and Young-Timer. 


, * * 


A NEW water-repellent Western style boot, made with 
“Stylflex” tanned leather, is now available from the Justin 
Boot Company, Fort Worth, Texas. The “Stylflex” process 


keeps out water and it also seals against barnyard acids, Heels are a very important part of high style Fall es ay hm 
dirt and other common chemicals which rot ordinary %°€ ornamentation—silver and yg ag OO MES SONG 

' ee. used—-is one of the newest ideas for 1956. Here silver filigree 
leather. These boots therefore do not require grease and js set into the high slender heel of a seamless pump in black 


grained calf, An exclusive design at Saks Fifth Avenue. 


will not stiffen, crack, shrink or curl. 


“CHAIRMASTERS’ chairs make my selling job easier!” 


i i i i ai ai says Benjamin Katz, 
Salesman for A. S. Beck, New York 


From coast to coast, salesmen 
and shoe store managers are 
sold on the selling advantages 
of CHAIRMASTERS’ 
distinguished shoe store 
furniture. 

CHAIRMASTERS’ distinctively 
designed creations are more 
comfortable—allow your 
customers to relax while 
choosing shoes — make it 
easier for you to sell! 

And CHAIRMASTERS’ smart 
styling immeasurably 
enhances your store’s decor. 


Consult our planning department 
about the design, layout and 
furnishing of your store... 
remember it takes more than 
shoes to sell shoes! 


NAME _ 
“ali ine STREET 
200 East 146 Street @ New York 51, N.Y. @ CYpress 2-0600 
SPECIALISTS IN SHOE STORE FURNITURE 
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Ida York Fashion Director 
Of General Shoe Divisions 


NASHVILLE 
L. York as 


The appointment of Ida 
fashion director for the 


Fortunet, Valentine and Friendly-Ac- 
divisions 


robat of General Shoe Cor- 












IDA L. YORK 


poration has been revealed by M. S. 
Wigginton, vice-president of sales dis- 
tribution for General Shoe. Miss York, 
well-known in the field of fashion pub- 





licity and fashion coordination, will 
make her headquarters in New York. 
Her office address will be announced 


shortly. 

Coming to General Shoe from the 
staff of N. W. Ayer & Son, Inc., where 
she was publicity representative work- 
ing with the American Viscose Corpora- 
tion account, Miss York previously was 
fashion coordinator and assistant fash- 
ion director for Associated Merchan- 
dising Corporation of New York. Dur- 
ing her five year association with this 
organization was responsible for 
editing and evaluating fashion trends 
to the merchandisers of 26 stores, com- 
municating this information to the 
stores before the buying seasons. In 
1953 she attended the European fashion 
openings, and in 1955 returned there 
as a fashion reporter. 


she 


Trimfoot, Sole Licensee, 
Shows Mickey Mouse Shoes 


FARMINGTON, Mo.—Retail 
childhood play moods was 
obvious in the successful presentation 
of Walt Disney’s Mickey Mouse Shoes 
at the National Shoe Fair by the Trim- 
foot Company. The Missouri firm, which 
is the exclusive Walt Disney licensee in 
the children’s shoe industry, is now 
manufacturing the Mickey Mouse Shoes 
as created for and worn by the “Mouse 
keteers” on Disney’s new hour-long 
“Mickey Mouse Club” television show 
running Mondays through Fridays over 
a nationwide ABC network. 

According to John B. Reinhart, Jr., 
president of Trimfoot, the line includes 
staple as well as promotional patterns 
in infants’ and children’s sizes 3 to 12 
offered on an exclusive franchise basis. 
Included the official Mouseketeer 


alertness 
to current 


is 
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the 
children on the Mickey Mouse Club tele 
vision show. The new line is surrounded 
and backed up by advertising and mer- 


Round-Up Boot, just as worn by 


chandising typical of Disney’s 


International Shoe’s Report 
Judged Best in Shoe Industry 


Sr. Louts—International Shoe 
pany’s annual report has been judged 
the best in the Shoe & Leather Industry 
by Financial World Magazine, making 
this the fifth year the St. Louis shoe 
firm has won the award. The bronze 
“Oscar of Industry” trophy was pre 


Com 


























Drop in at the 


PPSSA 
Room 529 


Hotel New Yorker 


flair. 










sented to Edgar E. Rand, late president, 
at the Annual Awards Banquet in the 
Grand Ballroom of the Statler Hotel 
October 24 

A total of 5,000 annual reports were 
considered in the international com 
the fifteenth in a 
The reports are judged prin 


petition, series of 
urveys 
cipally on the presentation and inter 
pretation of the company’s operations, 
and on journalistic reporting. With 100 
industrial classifications offering bronze 
trophies, the Shoe & Leather Industry 
Melville Shoe Cor 
poration, International, and 
G. R, Kinney Company, third place 


runners-up were 


second to 





ROYAL 
WORCESTER 


SPORT BOOTS 


(Patented 


A lot of shoe people thought it couldn't be done 


But we did it. 


We found the way to build a fully insulated boot of leather, 60 
you can give your customers bot) of the features they want most 
in a handsome, rugged sport boot that actually retails for less than 
many non-insulated or non-leather boots! 


There's fast turnover and 


a generous profit margin at your low 


retail price of about $16.95 for the popular 8-inch Royal Worcesters 
in either plain or moccasin toe Available in G- and 10-inch tops, too 


for both men and women 


Order “ROYAI 


for folders, free sales aids 


WORCESTER 


SHOE COMPANY 





W ORCESTERS 


From Your Jobber Nou W rite 


NATIONALLY ABVERTISCD 
im leading outdoor magazines 











69 HAMMOND STREET 
WORCESTER © MASS. 








Made in Canada os 
T. Siemen Shoe Co 


Siemen Bushmester Shee by 
lid., Aurore, Ontario, Conade 









Ws cavalier 


PLE PE > 2 


~AYALIER 


Finest, fastest 
beauty treatment 


for every type 
smooth leather 


CAVALIER 


BOOT CREME 


When you recommend Cavalier 
Boot Creme, you are suggesting 
the best in shoe care and mak- 
ing a firm friend out of every 
customer who buys it. 


Remember, friendly customers 
come back for more of every- 
thing you sell. 


... sold only by 
shoe men because 
they know shoe 
care best 








CAVALIER DRESSINGS 
are advertised in LIFE 











Order from your wholesaler or 


Baltimore 30, Maryland 


A Generation of Serving 
the Shoe Trade Exclusively 





Friendly-Acrobat Division 
Adds Lawson to Sales Staff 
NASHVILLE—R. C. 
of the Friendly-Acrobat 
General Shoe Corporation, recently an- 
nounced the appointment of W. E. 


Bloxton, manager 
Division of 


WwW. E. LAWSON 


Lawson to the firm’s sales staff. Mr. 
Lawson, who will serve as a special 
ales representative, is scheduled to 
work with the various divisional sales- 
men in their respective territories in 
an effort to produce more business. 
Associated with the Selby Shoe Com- 
pany for many years, Mr. Lawson for 
merly served in Selby’s advertising and 
sales promotion departments, becoming 
sales promotion manager and 
manager of the Styl-Ey and Easy Goer 
He also was formerly con- 
Footwear, Inc. 


sales 


Division. 
nected with Prima 


Dunham Brothers Company 

Names Landay to Pennsylvania 
Broth- 
whole 
Landay 
Pennsy!]- 
Charles 


BRATTLEBORO, VT.—Dunham 
ers Company, large footwear 
salers, have named Marshall 
to cover the southwestern 
vania territory. He succeeds 


Nicely. 


MARSHALL LANDAY 


Mr. Landay has had wide experience 
in shoe retailing, acquired while work- 
ing for an uncle who operates a store 
in Pittsburgh. 


Buys Into Travelite Rubber 


TAUNTON, Mass.—Some of the assets 
including the name, of the Travelite 
Rubber Company of Boston have been 
purchased by the New Jersey Rubber 
Company of Taunton, according to 
Allen N. Clapp, executive vice-presi- 
dent of the local company. A new 
division, the Travelite Division, has 
been set up and will be in charge 
of John J. Rooney who has been presi- 
dent of the Travelite Rubber Company. 
This new division, it has been an- 
nounced, will be primarily concerned 
with the sale of rubber heels, soles 
and related items to the shoe industry. 
Mr. Rooney will have his headquarters 
here in Taunton 


Coquettes Shoes Appoints 
Stylist, Fashion Coordinator 


New York—Appointment of Betty 
Pehrsson as stylist and fashion co- 
ordinator for the new line of fashion- 
able flats and little heel shoes has 
been announced by Bennett Unger, 
president of Coquettes, “Shoes For The 
Young At Heart,” at 673 Fifth Avenue. 

Mrs. Pehrsson has been affiliated 
with Mademoiselle Shoes since 1949. 
Prior to that, she has been with 
Delman Shoes for a year and a half, 


BETTY PEHRSSON 


and for a short time with Ferragamo 
of Italy. She became interested in shoe 
styling when associated with the 
Barbizon Model Agency where she 
specialized in shoe photographic 
modelling. 


Freedman Sales Manager 


PORTLAND, ME.—Sam Miller, general 
manager of the Classical Girl Shoe 
Company, a division of the Songo Shoe 
Manufacturing Corporation, and the 
Bourque Shoe Company, announced 
the appointment of Arthur Freedman 
as sales manager. 

Mr. Freedman was associated with 
A. Freedman & Sons, Inc, of New 
Bedford, Mass., until he came to Songo 
six months ago. Mr. Freedman will 
continue his selling of the Songo line 
in addition to his new duties at Classi- 
cal Girl. 


Boot and Shoe Recorder 








Where 


t} 
LE er 


SHOE FORMS 


A Er EE 








THE INVISIBLE SHOE FORM 


DARK TEMPERED 
STEEL 


NOW 
$2.75 


DOZ. PRS 


A 


DISPLAY CO. 


220 N. Whiteomb Ave., 






lndianapolis 24, 
Phone: Cypress 4665 
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ORTHOPEDIC FOOTWEAR 
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TARSO SUPINATOR SHOES” 
shoe for children, 


ih) Made and distributed only by: 


Maurice J. Markell Shoe Co., Inc. 


—for weak or flat feet— 


... prescribed by doctors 
as the modern corrective 





332 South Broadway * Yonkers, N. Y. 


Pierce Named to Distribute 
Steel Wire to Shoe Industry 


Kokomo, IND.—The Continental Steel 
Corporation, here, manufacturer of 
steel wire for the shoe industry, an- 
nounced the appointment of C. S. Pierce 
Company, Brockton, Mass., as distrib- 
utor in the St. Louis area and the Ohio 
Valley territory, for Continental’s line 
of side stapling, toe lasting and heel 
slugging wire. 

The C. S. Pierce Company, suppliers 
to the shoe industry for over three- 
quarters of a century, has been distribu- 
tor for Continental in the eastern sec- 
tion of the United States. For the past 
year, they have pioneered the use of 
Continental’s new disposable spool for 
side lasting wire. The C. S. Pierce Com- 
pany, with sales office at 1602 Locust 
Street, St. Louis, will warehouse in St. 
Louis, ample stock of shoe wires to 
meet requirements of the territory. 

In the Ohio Valley area, the C. S. 
Pierce Company is represented by Jerry 
Burg, Cincinnati, who will serve the 
shoe manufacturers in that territory. 
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So-Lo-MARX Rubber 
Appoints Six Wholesalers 
LOVELAND, O.—Joe J. Marx, 
dent ot the So-Lo-MARX Rubbe: 
pany, has confirmed the appointments 
of six “totes” to service 
the shoe trade in their respective terri 


presi- 
Com- 


wholesalers 


tories. These concerns are the Lynch 
burg Jobbing House, 918 Commerce 
Street, Lynchburg, Va.; M. A. Ober 


man & Son, 1236 Washington Avenue, 
St. Louis; Scheffer & Rossum & Com 
pany, 255 Kast Kellogg Boulevard, St. 
Paul, Minn.; Streett & Simon, 1404 
Fourteenth Street, N.W., Washington, 


Db. C.; Waetzman & Company, 938 
Penn Avenue, Reading, Pa.; and J 
Weiner & Company, 315 Campbell 


Avenue, Roanoke, Va. 


In announcing the appointments M1 
Marx said, “We are indeed proud to 
associate the famous ‘totes’ name with 


such well established and highly re 
spected firms. We are confident that 
the wide merchandising and promo 
tional experience of such will enable 
the many fine shoe departments and 
stores to take full advantage of the 
policies which have made ‘totes’ the 
fastest selling lightweight rubber foot 


wear in the United State 
So-Lo-MARX distributes it 
through some 90 wholesalers through 


products 


out the country. 


Bates Introduces New Line 
Of Water-Resistant Shoes 


WEBSTER, MAss.—A 
men’s dress shoes, called 


line 
Slickers be 


new 


cause they are highly water-resistant, 
Shoe 


has been announced Bates 
Company, here. 

The company explained that a pro 
ess of waterproofing the leather used 
makes it 250 times more water-resistant 


by 


than untreated leather. The proce 
which produces what is called Bavon 
leather, was developed by the Batelle 


Memorial Institute of Columbus, O. 

Slickers which wil]! 
repel water and yet give the wearer a 
dressed-up look. They shine. And the 
leather remains absorbent enough, it j 
pointed out, to allow it to “breathe,” 
that the moisture inside can evaporate 
naturally. 


are dress shoes 


30 


It is said that Slickers remain soft 
and stain-free, ond will take a high 
shine, after exposure to water. Bates 


is introducing the shoes in a wide range 
of styles and sizes. 


Select Hide Bureau Chief 


CuHiIcaGo—Cecil Powell has been ap 
pointed head of the Hide Bureau of the 
Tanner’s Council of America. Mr 
Powell, who has been in charge of the 
Council’s Chicago office of the Hide 
Bureau, succeeds Lewis B. Jackson, 
who has resigned. Mr. Jackson retains 
the title of Chairman of the Hide 
Committee 


of 
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Feature this popular SLIPPERS 
HUBER EMBASSY as the ’] 
ideal Christmas gift Ce / 





for men. Soft kid uppers, fully y 
leather lined, leather soles .. . | 
to retail profitably at $5 


IN-STOCK 
Write for Catalog and Price List 


HUBER stirrer co., Aviston, tu 


a i i i i i i ee 


JOBS 


EE EE EE ET EE 


FOR OVER 40 YEARS 


Headquarters For 


CANCELLATION 
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All Price Ranges Quality Brands 
Lowest Prices Largest Stocks 


P.P.$.5.A.—At New York 
Hotel New Yorker—Room 1663 
November 27-December | 
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LEOTARDS 
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LEOTARDS AND TIGHTS 
Whirl-a-Weve Leotards, Durene yarn, zipper back 
fastener. Children: Short sleeve, $2.15. Long 
sleeve, $2.50. Adults, Short sleeve, $2.55, long 
sleeve, $2.75. Give sizes when ordering. 

A. Chatila and Company 

5719 18th Avenue, Bkiyn., N. Y. 


MANUFACTURERS OF BETTER DANCEWEAR 











EO CF FE er eee Cr ee 


WOMEN'S SHOES 


OF Pr err erm 


SEND FOR NEW CATALOGS 
OF OUR DAYTIME AND 
EVENING SHOES 
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HAVERHILL, MASS. 
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Vitality Appoints New York, 
Jersey Area Representative 


Sr. Louris—Vitality Division of Inter- 
national Shoe Company has named 
A. J. Kaletta sales representative for 
Greater New York and northern New 
Jersey, it was announced by C. L. 
Hein, division general manager. Mr. 


ALFRED J. KALETTA 


Kaletta succeeds V. S. Carton in 
New York where he 
sented the division in connection with 
the eastern Pennsylvania area. Mr. 
Carton will now work independently in 
Delaware and 


the 


territory repre- 


eastern Pennsylvania, 
southern New Jersey 

For the past eight years, Mr. Kaletta 
served Vitality in a sales and mer- 
chandising capacity at the division’s 
headquarters in St. Louis. In his new 
position, he will work closely with M 
A. Weiss, who will now devote his time 
to the New York office exclusively. 
Vitality’s New York headquarters are 


located in the Marbridge Building 


Legg Tells the World 
How Heydays Did It 


New YorkK “Can Any 
Prosper in a Sick Industry?” Such is 
the title of an that appeared 
in an October the magazine 
Sales Management, under the author 
ship of James S. Legg, vice-president 
of Heydays Shoes, Inc., St. Louis. He 
probably didn’t write the headline, but 
Legg answers the question with an 
emphatic “You bet your life it can.” 

The article, which fills most of six 
pages, is the success story of Heydays 
and sets forth the procedures by which 
that successful manufacturing 
organization was able to show a steady 


Company 


article 
issue of 


shoe 


increase in sales over a period in which 
the industry generally was encounter 


ing some difficult selling problems. 


Citations Appoints Ellis 

N. H.—The new rep 
resentative for Citations in Texas, 
Oklahoma and Louisiana is Milton J. 
Ellis, according to Fred Tanzer, sales 
manager for the popular-priced wo- 
men’s shoe line. Mr. Ellis has his head- 
quarters in Waxahachie, Tex. 


SOMERSWORTH, 


Goodyear Plant Expansion 
Involves $100 Million Outlay 


AKRON, O.—The Goodyear Tire & 
Rubber Company is in the midst of a 
two-year plant expansion and improve- 
ment program involving the capital 
outlay of one hundred million dollars. 
This was announced recently by P. W. 
Litchfield, chairman of the board. 

At Akron, the company will invest 
$3,500,000 in a capacity increase to the 
Chemigum and resin plant for the pro- 
rubbers and latices 
demand for these 
rubber, textile, 


duction of nitrile 
to fill the 
raw materials by the 
paint and paper industries. 

Also at Akron, the company is invest- 
ing $3,300,000 in a new research and 
development laboratory and other im- 
provements for the subsidiary 
year Aircraft Corporation, and a $2,- 
500,000 addition to the capacity of the 
Airfoam plant rubber 
products are produced. 

Expansion and modernization of the 
product distribution facili- 
ties includes a $5,000,000 distribution 
center in the Cleveland area containing 
680,000 feet of storage space. 
This huge building—almost 23 acres 
under roof—will outlets 
in a several-state area, and will even- 


increased 


Good- 


where foamed 


company’s 


square 


service retail 
tually be a shipping point for overseas 
outlets when the St. Lawrence Seaway 


project is completed. 


New Viner Brothers Aide 
To Cover for Firm in West 


BANGOR, ME. Richard C. Hasey, 
vice-president and manager of 
Viner Brothers, Inc., announced the 
appointment of J. Harold Kellogg as 
Viner representative in the states of 
California, Nevada Arizona. 


sales 


and 


- 


J. HAROLD KELLOGG 
Mr. Kellogg, who rejoins Viner after 
with Laird Schober, 
make his headquarters at 8529 
Fairview Avenue, San Gabriel, Calif. 
He replaces Fred McBride, who is 
retiring because of ill health. 

In this territory, Mr. Kellogg 
represent the complete Viner Brothers 
“Gay Bouquet” dress 
Step” and “Lucerne” 


several seasons 


will 
will 
line, including 
flats, “Whisper 
moccasuals. 


Boot and Shoe Recorder 





Beacon Shoe Manufacturing 
Expands Its Operations 


COLUMBIA, Pa.—The Beacon Shoe 
Manufacturing Company here is erect- 
ing a one-story addition to its present 
three-story plant in an expansion of 
its production operations. 

Joseph Wechsler, manager, said that 
the new addition will have approxi- 
mately 3000 square feet of floor space 
and will cost about $50,000, including 
equipment. 

Work is scheduled for completion in 
mid-October, he said. The increased 
production will require 25 additional 
employes. The firm now employes 125. 
The shoe firm has been in Columbia 
approximately 10 years. 

Lawrence Process Expansion 

LAWRENCE, MAss.—In line with its 
plant expansion program for 1955 that 
includes a new factory now being com- 
pleted in North Andover, Mass., Ed- 
ward Hogan, president of the Lawrence 
Process Company, announced an ex- 
panded advertising and sales program. 
The advertising is being handled ex- 
clusively by the company’s agency, 
William J. Small Advertising 


Grasso, Lifetime Shoe Man, 
Joins Heydays Sales Staff 
St. Louis 


John Grasso, formerly 
associated with the Maryland Shoe 
Company of Milwaukee, has joined 
the sales staff of Heydays Shoes, Inc., 
according James S. Legg, vice-presi- 
dent of the St. Louis firm. Mr. Grasso 
will serve as representative for Hey- 
days three lines in the states of 
Michigan, Ohio and western Pennsy]l- 
vania, making his home at 8511 May- 
fair Drive, Cincinnati. 


JOHN GRASSO 


Mr. lifetime 
having begun his career at the 
12 when he worked in his 
shoe store in Cincinnati. He, 
brothers, took over that 
his father died. Mr. Grasso 
years of age then. Four of the brothers 
are still in the shoe business, two as 
traveling representatives, two in a 
retail capacity. 


Grasso is a shoe man, 
age of 
father’s 
with four 
when 


was 18 


store 


November 15, 1955 


U. S. Rubber Appoints 
Buffalo Sales Manager 


New YorK—Alvin S 
been appointed district 
of the Buffalo branch, 
general products division, United States 
Rubber Company, Louis J. Healey, 
manager of branch sales, announced. 


Droller has 
manager 


and 


sales 


footwear 


~ 
ALVIN S. DROLLER 


In his new position, Mr. Droller will 
for sales of fabric 
rubber footwear, rainwear, among other 
products in the Buffalo district. 

Mr. Droller started with U. S. Rub 
in November 1938. Since July 1951 
he has been assistant sales manager in 
Baltimore branch. 


be responsible and 


ber 


a a Cited 
For Employment of Women 


ndicott- 
received a 


BINGHAMTON, N. Y.—E 
Johnson Corporation has 
citation from the New York State 
Federation of Business and Profe 
Women’s Clubs, Ine. 
The company was cited 
outstanding utilization of 
executive, managerial and 
capacities.” 

Frank C. Knapp, an ass 
surer, received the firm’s citation 

EJ officials said the firm traditionally 
has drawn no distinction between men 
and women employees except as to their 
abilities to perform their assignment 
with the company. 

About 23 per of the 529 
visory and managerial employes 
women. These 113 women executive 
function in almost all 
except the tanneries. 


sional 
for its 
women in 


supervisory 


istant trea 


cent uper 


are 


departments 


Opening New Gotham Office 


BELCAMP, Mp.—The 
pany announced that 
ing of its new offices in New York 
get under way with a cocktail party 
November 28, 1955. Invitations will be 
mailed to the trade and press 

The new sales office and display rooms 
will not only show the entire Bata 
rubber and leather shoe but also 
its imports from all over the world and 
will occupy suites 5608-10 in the Em- 
pire State Building. 


sata Shoe Com 
the official open 


will 
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“AMERICA’S FINEST 
FIRST-STEP SHOES’ 
: ® HIGH WALL VAMP 
FREE TOE ACTION 


COMBINATION LAST 
SNUG FIT HEEL 


ONE-PIECE QUARTER 
SEAMLESS INSIDE 


FLEXIBLE MOULDED BACK 


WASHABLE ELK 
INCLUDING RED 


HORSE BUTT OUTSOLE 
SOFT LEATHER INSOLE 
AIR-BUBBLE CUSHION HEEL 


A COMBINATION OF FEATURES 
FOUND IN NO OTHER SHOE! 


HALF SIZES 210 8 
RETAIL 450 


WIDTHS B,C, D,E 
yOurR COST 2.70 
IMMEDIATE DELIVERY FROM STOCK 
>be MFG. CO., INC. 
ERIN, TENNESSEE 
Jept 111555 


cooD0D0C000D0U00000000 


Oe Ce ee OO Ce ee ee 


BOX HANDLERS 


ee ee ee ee ee ee) 





DON'T 
CHASE 
LADDERS 
OR STOOLS 


Reach for a 


LONG ARM 


And get the shoes om the high shelves | 


save time and en 
$3.50 each, sent 
in USA Specify it for 
men's of women's boxes Handle lengths 
274’ to 60 Satisfaction or money refunded 
Order one for every section of shelving 


CARL BEEMAN 


Road 


Arms 
dents 


no time Long 
ergy, and avoid ac 
parcel post prepaid 


Cedar Stamford, Conn 








heights 
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Where 
BU 


Ol OO OE er er eer 


JOBS 


PO OE CF ere 


CANCELLATION STORES 


Baus whe Ce 


79.81 Reade §$ iy WOrtt 
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BALLET SHOES 


—~ = die neni neni eld 


CONTACT YOUR LOCAL DANCE 
TEACHERS FOR MORE BALLET SALES 
Youre Losing 
FAST PROFITS 


until feature this 
top quality Ballet Line 


you 


Pleated toe and full-sole dance 
Genuine leathers 
Hand lasted 
Made in black 
Full run of 


pper 
yuGhout 
styled 


areen and yellow 


right 


ce 


Satisfaction guaranteed. Write 


Hot.tryYywooonD 


INCORPORATED 
COLUMBUS 16, OHIO 


prs. 


PRODUCTS, 
P.O. BOX 628 
Please rush me 
Sizes 

Colors 

NAME 

STREET 

oITy: 


Moffatt Appointed Auditor 
By United Shoe Machinery 

Arthur W. Moffatt of 
Mass., was appointed audi- 
United Shoe Machinery Cor- 
poration at a meeting of the firm’s 
board of directors September 14. He 
succeeds Joseph A. Kuebler formerly 
of Winthrop who retired September 1 
after 39 years of service. 

Mr. Moffatt came with United in 
1919, joining the Corporation's subsid- 
the United Shoe Repairing Ma- 
chine Company. In 1923 he was as 
signed to United's accounting depart- 
ment and in 1926 was transferred to 
the auditing department. Mr. Moffatt 
is now secretary of the firm’s Quarter 
Century Club. 


Boston 
Braintree 
tor of the 


lary, 
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Martin Named Foot-so-Port 
Representative in Northwest 


Oconomowoc, Wis.— William A. 
Martin, who has had more than 20 
years’ experience in retail shoe fitting 
and shoe mechanics, has been ap- 
pointed Pacific Northwest sales repre- 
entative of the Foot-so-Port Shoe Com- 
pany, R. E. Conover, sales manager, 
announced, He succeeds A. A. Soule, 


WILLIAM A. MARTIN 


who served in that territory more than 
20 years and recently retired. 

In his years of owning and operat- 
ing exclusive Foot-so-Port shoe stores 
in Salt Lake City, Salem, Ore.; Palo 
Alto, Calif., and Spokane, Wash., Mr. 
Martin contributed a number of mer- 
chandising and services the 
organization as a said. 
In his new work, he is 
series of weak foot demonstration 
Foot-so-Port dealers in his territory 


ideas to 
whole, it was 
lining up a 


for 


Ward Special Representative 
Eugene C. Ward, 
ordinator for the Edward Haan Shoe 
Company, a division of General Shoe 
Corporation here, has been appointed 
pecial sales representative for the 
Whitehouse & Hardy Division for the 
West Coast and Rocky Mountain states, 
it was announced today by Duke Rose, 
division manager of the Edward Haan 


co- 


NASHVILLE 


Shoe Company. 

Mr. Ward was coordinator of the 
Edward Haan Shoe Company for the 
last two years. Previous to this he had 
heen style merchandise manager of the 
W. L. Douglas division. Gene has been 
business for the past 15 


in the shoe 


years. 


Vogue Editor Named to Post 


Sr. Louis 


accessories 


Marilyn Karnes, formerly 
editor of Vogue magazine, 
is the newly named fashion coordinator 
for Brauer Brothers Shoe Company, ac 
cording to A. J. Brauer, Jr., president. 
Just before assuming her duties here, 
Miss Karnes was associated with Doyle, 
Dane & Bernback, a New York adver- 
tising agency. 


U. 8. Shoe Corporation 
Names Chostner to Post 


Appointment of Lester 
T. Chostner to the sales force of the 
United States Shoe Corporation was 
announced by Charles H. Butler, vice- 
president and sales manager. 

Mr. Chostner, who formerly traveled 
in West Virginia for the International 
Shoe Company, will travel in Virginia, 


CINCINNATI 


LESTER T. CHOSTNER 


North Carolina and South Carolina 
representing Red Cross Shoes and Cob- 
bies. He will replace Lawrence E. 
Mock, Jr., who has been transferred to 
the Georgia-Florida territory replac- 
ing J. L. Rau who has resigned 
Headquarters for Mr, Chostner will 
temporarily be at his home in Buck- 
hanan, W. Va. Mr. Mock will move 
taleigh, N. C., to Albany, Ga., 
headquarters there. 


from 


and make hi 


John Cherry Joins Fortunet 


NASHVILLE, TENN. 
most recently associated with Brown 
Shoe Company, has joined the sales 
staff of Fortunet Shoe Company, di- 
vision of General Shoe Corporation, it 
was announced recently by Charles 
R. Guthrie, vice-president of Fortunet. 
He replaced V. Y. Dickey in the 
Alabama-Mississippiterritory. Mr. 
Dickey having retired from the road 
to devote full time to his stores in 
Montgomery, Ala. 

Mr. Cherry was at 
sociated with General 
tion’s Jarman division 
brother still works. 


John Cherry, 


one time as- 
Shoe Corpora- 
for whom his 


Leverenz Names Two 
To Sales Personnel 


WIs. Two 
known to the shoe trade have been 
added to the sales personnel of the 
Leverenz Shoe Company, manufactur- 
ers of Calumet Collegiates and Kushion 
Kings, shoes. Carl Esch, secre- 
tary-treasurer, said that William L. 
Rush, Charlotte, N. C., has been named 
to the Southeast territory, and Leon 
Doyle, Detroit, has been made assistant 
to Carl E. Verburg, handling the 
Michigan territory. 


SHEBOYGAN, men well 


men’s 


Boot and Shoe Recorder 








CMUSSy 
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100 sxw Wnt Ads 





SALESMEN WANTED 


j 


SALESMEN WANTED 





SALESMEN WANTED 








MEN 
LINE ON STRAIGHT COMMISSION. 


SALESMEN WANTED 


BY WELL KNOWN OLD ESTABLISHED 
LARGE, MODERN INSTOCK DEPARTMENT, MAKING GROWING GIRLS’ 
AND WOMEN’S WELT SPORT SHOES TO RETAIL AT $6.95 TO $9.95 

STATES OPEN: NEW YORK, PENNSYLVANIA, MICHIGAN, OHIO 
INDIANA, NORTH CAROLINA, TEXAS. 
WITH ESTABLISHED FOLLOWING 


Address: Box No. 365, care of BOOT & SHOE RECORDER, Chestnut and 56th Streets, Philadelphia 39, Pa. 


MANUFACTURER WITH 


, 


AND NON-CONFLICTING 











SALESMAN 


APTITUDES, famous in-stock house will 


toke full time men or side-line men 
CALIFORNIA 

ILLINOIS KANSAS TEXAS 

INDIANA MISSOURI OKLAHOMA 

Prefer full time men or side-line men 


carrying non-conflicting lines. 

Send full particulars, age and also 
specify present line being carried. 

All replies held strictly confidential. 


APT SHOE MFG. CO. 


43 Leon Street, Boston, Massachusetts 











INE INFANTS’ AND CHILDREN’S Pre. 

Welts and Compo Shoes; Attractive Line 
with Stock Department. Territories: Penneyl 
vania and Oklahoma. Address: Box No. 370, 
eare of Boot and Shoe Recorder, Chestnut and 
56th Streets, Philadelphia 39, Pa 


SA! ESMEN WANTED Long Established 

New England Manufacturer of top quality 
Infant Children’s and Misse Goodyear welts 
Nationall famous brand n-stock line Com 
mission basis non-conflicting line can be car 
ried. Territories now open: Ohio and Michigan, 
some Southern and Mid-Southern States, South 
west Write t Box #377, care of Boot and 
Shoe Recorder, Chestnut and 56th Streets, Phila 


delphia 39, Pa 


' 


SALESMEN WANTED 


Volume Manufacturer of Popular Price Chil 
dren's Shoes, with Large Instock Department 
and Makeup Division, has several attractive 


territories open, including New England 
States. Fast Moving Styling. Volume Sales 
Contact 


PLEASANT VALLEY SHOE CO. 
Westminster, Maryland 











SHOE SALESMEN WANTED: With follow 

ing in volume trade to carry a line of Low 
Priced First Steps. Cements and Stitchdowns 
Drawing account against Commissions for the 
right man. Write to: Box #353, care of Boot 
ind Shoe Recorder, Chestnut and 56th Streets, 
Philadelphia 39, Pa 


SALESMAN WANTED for Outstanding Pop 





ular Price Line of Infants’, Childs and 
Misses’ Compos and Pre-Welts, carried in stock 
lerritories open Contact is at Hotel New 
Yorker during Shoe Show Room 1126, or write 
direct te Happy Tot Shoe Corporation, Mount 
Holt! New Jersey 
SA! ESMEN WANTED Men's Dress and 
“ Work Shoes Desirable territories available 
for top Salesmen Commission against drawing 
sccount for qualified men. Furnish references; 
expe nee ind background All replies held 

fidential Addres 2381, care of 

0 nd h Recorder, Chestnut and 56th 
Streets, Philadelphia 39, Pa 


SA! ESMEN WANTED—Quality Line of In 
“ fant Childs Misses’ And Growing Girls 
hoes In Stock Popular Priced. Write stat 
ing territory now covering-—Excellent Sideline 
Opportunit HIAWATHA VALLEY HOF 
COMPANY, Red Wing, Minnesota 





QHOF ALESMAN WANTED TO CARRY 
“ OUTSTANDING LIN t Me Welt 
Dre . ¢ ' ( t ' ‘ t 

re t will be guaranteed, All tate Ka 
f M " River open except RI Island 
Massact ett New Il hve, Maine and Ve 
mont. Give fere full part ‘ Ad 
dre | & & Levine ¢ pany, 186 Lineols 
treet Bost Ma 

L'Nt INFANTS AND CHILDREN'S pre 
“ welts and compo shoes, attractive line with 
stock department lerritory, Illinois, Indiana 
and (%Yklahoma Address 3#£247, care Boot & 
Shoe Recorder, 100 Fast 42nd Street, New York 


7; Be ® 





SIDELINE SALESMAN WTD. 





, Shoe Bows, small tray, HOT 
mmission Address 
t Chestnut and 


QORNA MENT 
numbers Highest 
#7310, care Boot & 


6th Streets. Philace 


NATIONAL BRAND 
IN-STOCK HOUSE 


Glove Leather WEDGES and FLATS 
-$6.95-$8.95, nt jualified tle 


e Recordet 
} 19, Pa 





‘ 


men carrying 
Territories ava 
Mississippi Virginia 
Alabama South Carolina 
Georgia North Carolina 
Florida Tennessee 
Kentucky 
Letter sh | j 


Address: Box 380, care BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass 








Shoe Salesmen Wanted by Wholesaler 


SIDELINE SALESMEN for the States of Wiseon 
sin, Michigan, Indiana and Illinois on a commission 


basis only. Line comprised of in stock merchandise 
consisting of Women's California Casuals; Popular 
Priced Women's Novelties, and Popular Priced 


Littleway Loafers and Sport 


McBREEN SHOE COMPANY 











5 West Monroe Street, Chicago, Illinois 
(iF! PACKAGED INUANT Hol bre 
2 ime 1 ‘ | 13 « Item. I 
era I) tinent 

le 
Open: Write—-BARI MIG. CO. # 
treet, | ' M 
ANTED IDELINI ALE SMEN for 
Children's fa i GARDNER MITIHT 
Mi 64 () } Mi 





and charged at the word rate 





CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 20 cents a word under any of our classified headings 
accepted 18 words, $3.60. When a box number is desired, addressed to any of our offices, 12 words must be added for this 
If advertiser's own name and address is used, count each word (street number is one word) 
at word rate. Classified advertising is payable in advance. 
opened for classified advertising except for regular advertisers on contract. 


Send check or money 


The rate for all displayed or boxed in classified advertisements is $14.00 an inch with a maximum of 46 words per inch 


Notice: Classified Advertisements Should be Addressed to Our Philadelphia Office—Séth & Chestnut Streets, Philadelphia 39, Pa. 


order with 


Minimum amount 


vour copy No accounts are 
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LINE WANTED 


LINE WANTED 








AVAILABLE 


Fine Line of Hig 


permit 


Grade 
aggressive coverage of In 
wma t area . xc 


len yh 
lependent and 
llient edu 


un 


A ae 
Address: Box Wo. 384, care of BOOT & SHOE RECORDER, Chestnut & Séth Streets, Philadelphia 39, Pa. 


IMMEDIATELY 


SALESMAN WHO CAN BE TREMENDOUS ASSET TO FACTORY Prod icing 
Men's, Wor 


¢ 1 ¢ Tleisie +! ~ ta 
idrens onoe Jnusual contac 

r c KY 

Vepartment otores in New 


ation and experience can prove 
Styling, Sale Promotion, Mer 
38——Married 


| r 











ld VORK—UPSTATE, CONNECTICUT 


Manufa Better Class 
S} ‘ requiring 


sles representative 


wing, please contact 


Address Box 365, care BOOT & SHOE RECORDER 
Chestnut and 56th Streets Philadeiphia 36, Pa 











(31) EXPERIENCED ROAD 
ALESMAN Want Manufacture Line 
yvew England. Will attend New ‘ k Shoe 
qe Mae pee wed sn \dre 

of Be and Shoe Reeord 

Philadelphi 9, Pa 


Street 


Wome ) 


AND Ho LIN 
INTED FOR i Also all type 

thers and Mate Manut 
FLOREZ Cortina 2 ‘ rez 


turing 


Havana 


NTATIV1I 
' leveloy 
ful res ‘ | lead 


New 


PURER REVPRESI 





POSITIONS WANTED 





HORS IN MY 


retail 


BLOOD, 27; 14 
experience; excel 
manufacturers repre 
Stylist and 
MELLIN, $27 
New York 


M'! N's 
years management 
potentialities for 
sentative 
Displays 
Sutter 


Yo HOt EXECUTIVI 


Background in Sale Merchas 
Manufacturing « j Welt 


retail chain 
WRITE 
Avenue, Br 


( reative 
JERRY 
oklyn 


sive f 
and 





FOR RENT 





Hot STOR! PRIMI 
TEMPLE. CITY ‘ 


attached warehouse 


Anahei 


LOCATION IN 
ALIFORNIA f 
Nelsor B 


treet, Lor 


x BU, 
with 
44 Fast 
fornia 


( ramer, 
x Beach 4, Cali 


Lockwedge Sales Meeting 


CoLumMBus, O,-—-The Lockwedge Shoe 
Corporation of America, Inc., held its 
bi-annual sales meeting at the Deshler 
Hilton Hotel here. The Spring 1956 
line of Dr. Locke shoes for women was 
introduced by Robert M. Lape, sales 
manager of the firm. A considerable 
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FOR SALE 





«AMILY 
PER 


HOk STORE FEATURING BI 
BROWN and other Nationally 
Located in Prominent City in Los 
Vixtures $2,500. Inventory 
may bu an part or all « 
Box 2376, care of Boot as 


ut and 56th Street Phila 


Must 


Selby 


SAMI OWNER EIGHTEEN YEARS; 
. health Nunn-Bush and 

Is ther leadir Lime Downtown Ik 
tien Bargair priced FRICKER SHOT 
PORI Massillon, Ohi 


retire due to 


TOR SALI 
ing E 
Installment 


Jerse 


FAMILY 

xclusively to the 
Dealers 
Goodwill, 200 « 


SHOOK 


g()) 


STORE Cate 
house to house 
Newark, New 
hed Dealer Ac 
Fixtures go with dollar for 
stock mall under $¢ 
Overhead mall Profit large—bette 
than 0% on Addres 
Box & Shoe Recordes 


Philadelphia 


buying in 
stablis 
slong 
stment 


counts and 
dollar on 


000.00 


Inve 


tremendous 
care of Boot and 


56th Street 


potential 


HOK STORE Located in the South 
part of Pennsylvania Established 
6 yeal handl National Advertised Brands 
Address: Box #382, care of Boot and Shoe 
lecorder t id 6th Street Philadel 


7 AMILY 
F; 


astern 


SALE: FAMILY 
tiful Arkansas 
‘ lated I 
Much larger 


ryYPE SHOF 
Ozarks Te 
Section 


STORE 
wn of 7,000 
Doing Profit 
Invente ry 
Address 
Shoe Rec 

Iphia 39, Pa 


irm 
Potentia 
> OOO 


rder, 


UP-TO-DATI STOR} IN 
nt: New Fixture 
Business $40, 
stly of Branded Chil 

cost on. stock 

hye Addre B 
Boot 1 Recorder, Chest 


6th Street 


Y CITY New Fre 
t 


over $20,000 


idelphia 9, Pa 


AMILY SHOE STORE Manhattan 
ne ‘ tabl Year 





WANTED TO PURCHASE 





ARCH Support shoes for men, women or chil 
dren, any quantity. Will pay top prices 
Send list for quick action. Strahl Shoe Co., 
Third Ave., San Diego, Calif 


1170 


of the 


shoes 


portion line was devoted 
to mesh which continue to be 
of major importance in women’s foot- 
Great emphasis will be placed 
for the coming Spring. 


new 


wear. 
upon color 


Known 
At 





HELP WANTED 








SALES MANAGER 
RUBBER FOOTWEAR 


Unusual opportunity with established and 
growing company for right man. Perfect for 
present Sales Manager who is stymied or 
Assistant Sales Manager who wants to get 
ahead. Must be familiar with rubber foot- 
wear industry experienced in calling on 
(ond selling) volume accounts and chains. 
This man will have a challenge—to build 
and manege a national sales organization. 
His earnings will be in keeping with this 
responsibility. The future is unlimited. Write 
in detail giving complete background. Re- 
plies confidential 


Address Box 371, care BOCT & SHOE RECORDER 
Chestnut and 56th Streets, Philadeiphia 39, P. 








BUYER and MERCHANDISE MANAGER 
WANTED 


Intelligent, Aggressive man under 
owner of 3 family shoe store 
Located in Metropolitan City in 
Need 
Direct respon 
Good 
future 


Experienced 
35 to assist 
operation 
Wisconsin. In business over 25 years 
man willing to grow with us 
sibility in all phases of advertising 
Share in volume bonus if 
this is the opportunity for the 
Write for appointment, 
qualifications and references. All replies con- 
fidential. Address: Boot & Shoe Recorder, 
Department 12, 20 North Wacker Drive, Chi- 
cago, 


salary 
is desired 
right 


man stating 


Iinois 











ATTENTION: 
SHOE MEN 


Here is Your Golden Opportunity 
We can use Capable Managers 
for New Stores Sell ng ® sality 
Shoes. Good Profit-shar 
Plan. rein to 
own idea: 


Replies confidential. 


PARK LANE SHOES 


97 South Main Street, Wilkes-Barre, Pa. 


Salary. 
ing Free develop 


and grow with business. 








for 


Good Soa 


WINDOW TRIMMER 


Ind per 


State 1G¢é experience 


giary desired 
Address Box 383, care BOOT & SHOE RECORDER 





Chestnut and 56th Streets, Philadeiphia 36 








ALESMAN WANTED 
FOLLOWING to 


Store Selling Custom 


MAN WITII A 
share High Cla Shoe 
Made and Factory Pro 
duced Shoes; Mer and Women's. MICHAEL 
EFREMEDIS, 49 East 58th Street, New York 





Buy Savings Bonds 











Boot and Shoe Recorder 














WANTED TO PURCHASE 





WANTED TO PURCHASE 


WANTED TO PURCHASE 
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PPR MMM pm 


e BARIS BUYS for CASH _ ; 


Quick decision on your offers of discontinued and : 
surplus men's, women's and children's shoes. fe 
Also complete stores considered 5 

Jobs in Fine Shoes From Fine Sources Since 1931 tS 

fe 


79-81 Reade St. 


homes 


AMM! a 


New York 7, N.Y. + Tel: WOrth 2-5180 








WE BUY 


Your BRANDED 
and DISCONTINUED 


SURPLUS STOCKS 


Write or Phone 
LOmbard 3-2062 


CAMITTA SHOE CO. 
120 No. 4th St. Phila. 6, Pa. 








ARRONSON 
PAYS MORE 


FOR YOUR JOB LOTS & CLOSEOUTS 
YOUR NAME & BRANDS PROTECTED. 
LEASES ASSUMED FOR OPERATION 


NOTHING TOO LARGE OR 
George J. Arronson Associates 


157 DUANE ST., NEW YORK, N. Y. 
RECTOR 2-4170-4171 


TOO SMALL 














HEMPSTEAD SHOE CO., 
Max L. Meltzer, Pres. 


WE PAY MORE because WE ARE RETAILERS 


WE BUY MEN'S, WOMEN'S AND CHILDREN’S 
FOR QUICK ACTION WRITE, PHONE OR WIRE COLLECT 


INC., 269 FULTON AVE., HEMPSTEAD, L. |., 





BRANDED SHOES. 


M. ¥. 
Ivanhoe 1-9830 











SAM CAMITTA & SONS 





YOU DEAL WITH CONFIDENCE WHEN YOU DEAL WITH THE ORIGINAL 


Foremost Cash Buyers of Fine Shoe Jobs Since 1906 


Surplus Stocks @ Closeouts © Complete Stocks 





95 Reade St., New York 13, N. Y. 
COrtiandt 7-6378-9 





@ Your Name and Brand Protected 











TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 


EDDY SHOE COMPANY 


ALWAYS RELIABLE 
132 No. 4th St. Phila. 6, Pa. 











WE BUY CLOSE OUTS, SHOE STORES 
LEASES ASSUMED 
YOUR NAME PROTECTED 


B. & R. SHOE CORP. 


74 READE ov. ia YORK 7, N.Y. 





RAI LPH VOGEL 








CASH 
TOP prices 


y SURPLUS SHOES 
J CANCELLATIONS 
COMPLETE STORES 


Write or wire for fast ae- 
tien . . . quality men’s, 
women's and children’s shoes. 


ee Ioolwear FOR OVER 40 YEARS 


MOSINGER-COHN 


1235 Washington St. Lovis 3, Mo 
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MM CASH FOR 
MM CLOSEOUTS 


MM SURPLUS 
GMM DISCONTINUED LINES 
MM COMPLETE STORES 


BROITMAN - GAFFIN 
| SHOES, INC. | 


146 DUANE ST., N. Y. C. BE 3-7290 














FOR CASH \' 


ve Lay 





i 


V Quality Shoes V Comelete Stores 


J CLOSEOUTS OR SURPLUS 


from Mfgr. or Retailer 
Any Quantity... 


Any Time! 


10808 Bett tete were Bias 


For Quick Action, 
Write, Wire or Phone 







TSS OBSCSS.. 8) ) 801 Sees 


CE 1-4898 CE 1-3762 


QUALITY SHOES SINCE 32 
“WHILE IN TOWN SEE WEIL” 


se Ben 
teem ote ben 















CASH PAID FOR 
SHOE STORES 


CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


101 DUANE ST. NEW YORK 7, N. Y. 
Telephone WOrth 2-2515 








MORRIS BAYROFF 
formerly with M & R Shoe Co. 
iS NOW LOCATED AT 
157 DUANE ST., N.Y.C. 
Telephone REctor 2-4249 
Highest Prices Paid for 
Complete Stores & Closeouts 


Leases Assumed 








MY HOBBY 
Buying, Selling Shoes for 36 years 
CASH TOP PRICES 
Discontinued stocks 


HARRY HESS 


76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896! Beekman 3-767! 

















No More Worries 


No More Cares 


PAYS BEST 
PUT HIM TO 

THE TEST 
LOUIS CAMITTA & SON 


61 READE ST... NEW YORK, WN. Y 
wO 2.5063 
formerly with $. CAMITTA & SONS 














Buy Savings Bonds 




























BUSINESS OPPORTUNITY 








SEE PARK LANE SHOE ad 
HELP WANTED COLUMN 





A. 5S. Beck Appoints Freund 
To Assistant Factory Post 


Boston—Eric Freund, who for about 
seven years has been purchasing agent 
for the women’s shoe factories operated 
by the A. 8. Beck Shoe Corporation, 
has been appointed assistant to Her 
bert CC, Lee, vice-president of the 
company. Mr, Lee is in charge of al! 
of the company’s manufacturing units. 

In his new position, Mr. Freund 
will continue to be responsible for all 
buying of sole leather and findings 
for the women’s factories in addition 
to his new duties as Mr. Lee’s assistant. 
He has been with A. S. Beck for more 
than 11 years 


Appointed Agent for Lotus 


Boston Lotus, Ltd., of Stafford, 
England, manufacturers of the well 
known Lotus Veldtschoen, have an- 
nounced the appointment of the 


Atchison Shoe Corporation, 186 Lincoln 
Street, Boston, as their agents in the 
United States. Trade inquiries for 
Lotus Footwear may be forwarded to 
this firm. 





MERCHANTS’ NEEDS 








ly vy RTISING 
} P Bi . 
oun Or ( Appuigs 


—here's how to get 


More Business! 
Edwards 





HE Vincent Idea Clipping 
Service has over 2000 satisfied users. 
Each order filled according to what 

you want; wholesalers usually request best 

retail ads; manufacturers usually want ads 
of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what's 
going on 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer No obligation, of course. 
lll Eee en ee ee | 


VINCENT EDWARDS & CO. 


World's 





hargodt Advertising Service 
rganization 


342 Madison Ave., New York City 
Please tell me more about your news- 
paper ad clipping service and special short 
term trial offer 
City : , | 


Name 


Company 
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until they become a bargain. 

The salvage and the manufacturers’ 
returns are a messy and not very soul- 
satisfying job, so we can always find 
something that we feel is more im- 
portant to do. You see there is always 
that one little job that you have been 
planning to get done, that if you do 


right now will give you those few 
dollars you need to try out a new 
piece of merchandise or a new idea. 


When a buyer is caught in an over- 
bought condition with a little business, 
he is in tepid water, but caught in an 
overbought condition and no business, 
he is really in hot water. If you eve 
find yourself in this kind of a jam, 
don’t just sit and worry and pray 
This is the time to really get in and 
pitch. Do something, try out a new 
floor arrangement, change al! the dis- 
play setups, give your salespeople a pat 
on the back, and above all, you be there 
to help find merchandise, make sug- 
gestions and help close sales so there 
will be no possibility of a potential 
sale being left unmade. 

Don’t be selfish, give what you ex 
pect to get. Be willing to give up your 
time, your energy, your knowledge, for 
after all you are working for your own 
survival and well being, your own 
profit and success in the business. 


What’s Wrong With Shoe Selling? 


[CONTINUED FROM PAGE 137] 













The entire hope of the shoe industry 
starts on the selling floor, so our motto 
at the retail level should be Sell, Sell, 
Sell, more pairs, more styles, to more 
people... 

Sell the idea of a shoe wardrobe. 
The right shoes for the right occasion 
to both sexes, from six months to one 
hundred and six years. Don’t you be 
the one who refuses to accept the 
challenge and responsibility of making 
shoe selling at the retail level, a living 
profession. 

And if you people at management 
level don’t love the business so much 
that you can go home at night scream- 
ing, “I’m just one jump ahead of the 
man in the white coat,” and then come 
back the next morning convinced it’s 
the only way you want to earn your 
living 

. and if you can’t get so exhausted 
you can hardly crawl, then pick up a 
shoe and say, “Did you ever see a more 
beautiful piece of merchandise, look at 
the styling, feel that fabric, etc.” 
and if you can’t make fun of 
yourself, your enthusiasm for and 
about the business, then you should 
get out for you don’t belong. You are 
a halfer, neither fish nor fowl. You 
would be better off being a plumber, 
an electrician or a ditch digger. 





Named to Fashion Post 
In Newly-Created Division 


TOLEDO—Mrs. Victoria Schmidt has 
been appointed manager of the newly 
created fashion sales division of Owens- 
Corning Fiberglas Corporation, it was 
announced by John H. Thomas, Owens- 
Corning vice-president and _ general 
manager of the company’s Textile 
Products Division. 





VICTORIA SCHMIDT 


Mrs. Schmidt will direct sales of 
Fiberglas textile products, particularly 
coated yarns, to the fashion industry. 
She will coordinate product develop- 
ment at Owens-Corning laboratories 
with market requirements and will be 


responsible for a merchandising pro- 
gram in support of retailers of shoes, 
trimmings, crinolines and accessories 
made with Fiberglas yarns. 


Three New Sebago-Moc Styles 
for Children and Misses 


WESTBROOK, ME. —- Sebago - Moc has 
further expanded their line of chil- 
dren’s and misses’ moccasins with three 
new styles. 

One of these is a black suede with a 
smooth leather collar for better fit, and 
white stitching on toe and kicker for 
more distinctive appearance. Another 
attractive new style is a gray suede, 
also with a smooth leather collar. Both 
moccasins come in sizes 10 to 12, B, C 
and D widths for children; and sizes 
12% to 3, A, B, C and D widths for 
misses. 

The third style is a smooth black 
leather moccasin, made on a special last 
perfected by Sebago-Moc. Sizes are 
from 10 to 12, B, C and D widths for 
children; and sizes 12% to 3, B, C and 
D widths for misses. 

All three styles feature Littleway 
construction and Neolite soles. They 
will be in stock for July 1st delivery. 

“Experience has taught us that chil- 
dren and misses like shoes similar to 
those worn by ‘Mom’ and ‘Big Sister,’ ” 
said John G. Marshall, Sebago-Moc 
president. “I’m confident that these 
new sizes will be well received by young- 
sters and retailers alike.” 
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Sell the whole family . 


~GODING 
BOOTS 





Wellington 
Boots 





Boots took to the air widely 


during World War Il when 
the Australian aviators adopt- 
ed Wellingtons. Your profits 
will soar, too, if you stock 
Goding Wellington Boots in 
all sizes for men and boys. 


They’re built to the exacting 
specifications required by 
their originators, but with an 
important improvement— 
genuine Goodyear Welt Con- 
struction. With rubber heels, 
they’re tops in style and com- 
fort. Ask cyclists, military 
men or students, 


Goding also manufactures 
other Service Boots for men 
and boys and Cowboy Boots 
for ladies, men and children 
—all with genuine Goodyear 
Welt Construction. 


Write today. We'll gladly 

send you our free illustrated 
booklet so you can see 
Goding’s full line of Welling- 
ton Boots, Service Boots and 
Cowboy Boots . . . in the 
true colors of the expertly 
tanned leathers used to make 
them. 


A few 
choice ferritories are 
Write today 


Salesmen 


open 


GODING 
| BOOTS 


INC. 
PARIS, ILLINOIS 















The Shoe Stylist... 


..and the SHANES in his or her shoes 


Style is basic. Style sells shoes. 


That’s why shoe manufacturers put so much time, 

money and effort into styling. 

To keep styles ‘‘in style’ longer, many make it a point to use 
United Shanks. The right United Shank complements styling, 
preserves the basic lines of the shoe, gives your customer a better 
product. United Shanks are Vita-Tempered for extra strength 

and freedom from distortion. They fit like the master models. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


VITA-TEMPERED STEEL SHANKS 
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LAWSON Last 
Style 8407 
PLI-FLEX CUSHION SHOE 


Brown Mello 


©® Rubber Heel 


Also in Black 


eee To dae des 


LAWSON Last 
Style 8434 
PLI-FLEX CUSHION SHOE 
Brown Mello © Rubber Heel 
Also in Black 


LAWSON Last 
Style 8428 


PLI-FLEX CUSHION SHOE 
Brown Mello © Rubber Heel 
Also in Black 


Fast Selling 
Cushion Shoes 


Since their introduction last year, Edgerton 


Pli-Flex Cushion Shoes have been outselling 
every expectation! An entire family of Cushion 
Sole Edgertons is eager to earn important 


profits for you! Will you be ready for them? 


Edgerton Division « NUNN-BUSH SHOE COMPANY + Milwaukee, Wisconsin 


CUSHION SHOES 
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SHOE 





